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“World’s Greatest Values” 


Enhanced by Sensational New Prices 


Always priced far below any closed car of comparable quality, the 
Coach is now reduced to a sensational new low price. It is the greatest 
value Hudson-Essex ever produced. 


HUDSON 


Super-Six Coach 


$1345 
ESSEX 


Six Coach 


$895 


Freight and Tax Extra 


Largest production of 6-cylinder closed cars in the world makes pos- 
sible these price reductions. 


Everyone knows the Coach represents highest closed car value. No 


car at or near the price rivals it in actual proof of value—which is 
SALES. 


and $355 Less for the 
World’s Greatest Sedan Values 


HUDSON Super-Six 5-Passenger SEDAN—$1795 
HUDSON Super-Six 7-Passenger SEDAN—$1895 


Freight and Tax Extra 





HUDSON MOTOR CAR COMPANY, DETROIT, MICHIGAN 


a 





These are the finest Hudson Super-Six Sedans ever built and 
may be justly considered among the finest and most luxurious 
cars in the market. At the higher prices the Sedans were the 
outstanding values of this field. Now at the new low prices 
they are SEDAN VALUES UNEQUALLED. They are offered 


in line with Hudson’s policy of giving the world’s greatest values 
in closed cars. 

Advantages of economical manufacture that no other builder 
approaches make these values absolutely exclusive to Hudson- 
Essex position as the world’s largest builders of 6-cylinder 
closed cars. 


Business Is Good With HUDSON and ESSEX 
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Bonney *‘‘CV’’ Tappet 
Wrenches are made 
with a very thin head 
(5/32 in. thick) and 
they are & inches long 
with the head offset 
at an angle—two im- 
portant features that 
take care of thin nuts 
in any radial position, 





The length saves 
your knuckles from 
burn or bruise on 
the hot motor, 
which is when ad- 
justments should 
be made. As most 
cars require three 
wrenches to make 
a proper ad- 
justment these 
wrenches are de- 
signed so that two 
can be worked like 
scisso1s in one 
hand while the 
third is vsed in the 
other hand. 











TAPPET 
WRENCHES 
of Chrome- 
Vanadium 


Set No. 412 consists of 
two each Nos 402, 403, 
404 and 405 *“CV” 
Tappet Wrenches. This 
set will take care of 
the adjustment of valve 
tappets on 45 passenger 
cars and trucks. Price, 
east of Mississippi 
River, in cloth-lined 
leatherette case, $10.00; 
slightly higher west of 
the Mississippi and in 
Canada. 


*CV” is a Bon- 
ney trade mark 
registered in the 
U. S. Pat. Office. 


The thinness, the double strength, 
and length of Bonney *“CV” 
Tappet Wrenches make tappet ad- 
justing easier, quicker, and more 
accurate. 

A head as thin as 5/32” with a 
strength twice that of carbon steel 
is possible only by use of heat 
treated drop forgings of that 


Extra thin, but extra strong—and long 


super alloy steel, Chrome-lVana- 
dium. 

These wrenches are practically in- 
destructible and are built to satisfy 
the most critical mechanics. 

Sold singly or in kits, by most 
jobbers. 

Buy a kit and be fully equipped. 


Made in U. S. A. by 


Bonney Forge & Tool Works 
Allentown, Pa. 


Also makers of Special Service Wrenches of Chrome-Vanadium, Carbon 
Steel Drop Forged Wrenches, Stillson Wrenches, Vises and Drop Forgings. 
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NAME "BENDIX" IS ON EVERY GENUINE PART 
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CAUTION: In our Bendix Drive advertisements, appearing regularly each month 
in The Saturday Evening Post and The Literary Digest, the public is being cautioned 
to buy none but genuine parts and to look for the name ‘‘Bendix’”’ on each part 


The Standard of Quality 


None but a genuine spring for Bendix 
Drive assures our standard of satis- 
factory, dependable service. Your cus- 
tomers want and deserve the best. 


It pays to sell none but 


GENUINE PARTS 


BENDIX 


DRIVE 


ECLIPSE MACHINE CO., ELMIRA, NEW YORK 


Detroit Office Eclipse Machine Co., Limited 
1342 Book Bldg. Walkerville, Ontario 


January 15, 1995 
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The 
Goodrich Man 


is on the way 


—with a proposition for 1925 that is certainly 
worth waiting for. 

Don’t buy until you see him. The Goodrich 
1925 franchise is written for you. 

The supreme tire quality represented by 
Goodrich is a tremendous asset to good-will— 
it associates you and all you sell with depend- 
able service. 

The line is complete—it offers you a quality 
tire for every transportation need. 

Add to all this, real sales assistance in proved 
advertising and merchandising helps. 


Wait for the Goodrich Man— 
Build with Goodrich for Permanency 


THE B. F. GOODRICH RUBBER COMPANY 
Established 1870 Akron, Ohio 


Goodrich 
Tires 


“‘ Best in the Long Run” 
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Getting the Public Acquainted 
with a Big Idea 


HE twenty-five million Orrw’On Tire Chain messages that are being sent 
to car owners through leading national magazines are doing a big job. 


They are letting the public know that there is a tire chain that can be 
put on and taken off without tools, and that has cross links that can be 


attached or detached by hand. 


Every day we get letters from magazine readers asking us where they 
can get Orrw’On Chains. These letters we turn over to dealers who are 
stocked. 


Get your share of this business. Orr’n’On Chains in regular and balloon 
Sizes. 


PYRENE MANUFACTURING COMPANY 


Newark, New Jersey 
CHICAGO ATLANTA KANSAS CITY SAN FRANCISCO 


Makes Safety Certain 


Makers of Pyrene Fire Extinguishers x 
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6 fn Special Six Duplex-Roadster com- 
bines, for the first time, the ultimate in 
style with new practicability. It’s a new-type 
car—an open car and enclosed car—in one! 


Originated and developed by Studebaker 
—offered only by Studebaker. 

The Duplex eliminates hurried efforts 
to put up curtains. No more hunting for 
the right one while the storm beats in. No 
more exposure, through holes torn in them, 
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while trying to obtain, for the emergency, 
the protection given by a closed car. 

In the Duplex the owner has protec- 
tion instantly—the change is made in 30 
seconds. 

In addition to the exclusive Duplex 
feature, Studebaker dealers have the ad- 
vantage of a complete line of fifteen new 
models on three different chassis to meet 
the demand of every quality car buyer. 


THE STUDEBAKER CORPORATION OF AMERICA - SOUTH BEND, INDIANA 
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STANDARD SIX 
113-in. W. B. 50H. P. 


SPECIAL SIX 
120-in. W.B. 65 H.P. 


BIG SIX 
127-in. W.B. 75 H.P. 











5-Pass. Duplex-Phaeton $1145 5-Pass. Duplex-Phaeton $1495 7-Pass. Duplex-Phaeton $1875 


3-Pass. Duplex-Roadster 1125 3-Pass. Duplex-Roadster 1450 


5-Pass. Coupe . . . 2450 
Hi —— Club Coupe at 4-Pass. Victoria . . 1895 % ’ 
5-Pass. ious sae 5-Pass. Sedan 1985 7-Pass. Sedan. . . 2575 
5-Pass. Berline . . . . 1650 5-Pass. Berline . . . 2225 7-Pass. Berline . . . 2650 


4-wheel brakes, 4 disc wheels, 


4-wheel brakes, 5 disc wheels, 


4-wheel brakes, 5 disc wheels, 


$60 extra $75 extra $75 extra 
(All prices f. 0. 6. factories, and subject to change without notice) 


STUDEBAKER 






















The New Studebaker Special Six Duplex-Roadster 
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127-inch Wheelbase 
Four Passengers 


THE NEW ADVANCED SIX 


VICTORIA at $2090 


F. O. B. Factory 


This smartly-fashioned low-swung new Vic- 
toria is another perfect example of Nash 
artistry in creative design and Nash mastery 
of enclosed car craftsmanship. 


It admirably enhances the wide choice of 
selection now found in the Nash group of 
Advanced Six and Special Six models. 


First among its features are the finely-fash- 
ioned body; superb appointments; Nash- 
design four-wheel brakes; full balloon tires; 
five Budd disc wheels; and the special force 
feed oiling system. (1080) 


THE NASH MOTORS COMPANY, Kenosha, Wis. 
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At the National Automo- 
bile Shows, the motoring 
public is reeemphasizing 
its enthusiasm and high 
regard for the good 


Maxwell and the famous 
Chrysler Six. 


This sincere friendliness 
toward these two great 


cars is indisputable evi- 
dence that the money- 


making value of the 
Maxwell-Chrysler fran- 
chise should command 
your immediate attention 
and the attention of every 
far-sighted automobile 
distributor and dealer in 
the country. 


All Maxwell and Chrysler dealers are in position to extend the con- 
venience of time-payments, on a plan that is attractive to the buyer. 


MAXWELL MOTOR SALES CORPORATION, DETROIT, MICHIGAN 


CHRYSLER MOTOR CORPORATION, DETROIT, MICHIGAN 
MAXWELL-CHRYSLER MOTOR COMPANY OF CANADA, LTD. WINDSOR, ONTARIO 


January 15, 


1925 
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Optimism Is Popular Note At 
New York Show 


Industry’s Leaders in All Branches Umited in Belief That Period of Profitable 


we Se 


Business Is Ahead for Automotive Enterprises 


By SAM SHELTON 


New York, Jan. 10. 
MBITIOUS plans for the manufacture and sale of new 
A automobiles in 1925 were laid here this week in the 
inspiring new atmosphere of the Silver Jubilee show of 
the industry. The fruition of these plans, it was agreed, in 
the present stage of motor vehicle competition, calls for 
more than just factory production of a given number of 
cars. The waiting world is not eager to snap up whatever 
is offered, but with a wealth of good products available is 
exercising a keen discrimination that is most discouraging 
to the weak product of the one that is poorly merchandised. 
Leaders of the industry on all sides—car manufacturers, 
distributors, dealers, and makers of accessories and equip- 
ment—are agreed that a period of profitable enterprise is 
ahead for this dominant American business of automotive 
transportation. Members of the National Automobile 
Dealers’ Association, holding a one-day session at the 
Commodore Hotel preliminary to their annual convention 
in Chicago later this month, heard basic reasons given 
for their own expectation of prosperity, dealers in a par- 
ticular line, meeting with their various factory officials, 
were cheered with talk—not 
of how many production rec- 
ords the plant expects to 
break this year, but of what 
is being done to assure the 
dealer of an adequate supply 
of the right kind of vehicles 
at the right time. 


The car makers themselves 
at their own annual dinner, 
with many guests assembled, 
heard from a great financial 
power assurance that the 
bankers and backers of enter- 
prise look hopefully and confidently into a future that they 
see tinged with the rosy hues of contentment. The tire 
makers rejoiced; the equipment people entertained with 
lavish liberality that reflects something more than hope- 
fulness; the engineers whose dreams of the perfected 
automok bile are coming nearer and nearer realization, per- 
mitted festivity to rule them for a night. 

usiness was not forgotten. Contracts were explained 
and signed. Cars were sold. Prices were revised at the 
Psychological moment. Announcements were made of 
forthcoming activities. Makers of parts, accessories and 
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CCORDING to signs as found in talks by manu- 
facturers at the New York meetings last week, 
competition for production records will: be an 
absent quantity in the car-building industry this 


Manufacturers seemed more interested in letting 
the dealers know what they intend to do to provide 
retailers with an adequate supply of the type of cars 
most in demand and in timing factory deliveries to 
meet dealer requirements. 
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equipment showed their newest products and took orders 
in gratifying volume. And throughout the week great 
crowds thronged the big armory at 193rd street, marveling 
at the beauty and utility of cars of 1925 displayed in the 
shadow of the great Silver Tower. 


This tower, flying from its lofty pinnacle the pennant 
of the National Automobile Chamber of Commerce, was 
more than a monument to 25 years of the most remarkable 
progress in the history of industry. Reflecting its bril- 
liance to every corner of the vast exposition hall, it was 
a beacon of sentiment—a mark of high hopes and ambi- 
tions born a quarter of a century ago and flowering today 
with a grandeur of accomplishment that the world never 
knew before. 

Tribute to Samuel A. Miles 


In the soft light of the great tower the associates of 
Samuel A. Miles presented him with a memorial in ap- 
preciation of his labors as manager of the national auto- 
mobile shows from their inception. And each evening 
at 9 o’clock the lights of the hall were turned out for a 
few minutes while colored 
lights played upon the lofty 
tower and American flags 
floated from atoz the struc- 
ture as the orchestra rendered 
the national anthem. 


In such a setting the show 
itself, adorned with cars of 
unparalled magnificence, was 
the climax of achievement 
that an institution of such 
worthy history deserves, and 
in the affairs of the week that 
contributed to the historical 
records, a page was written that for many years to come 
will be read with interest as the industry grows in power 
and affluence. 

The Silver Jubilee dinner of the National Automobile 
Chamber of Commerce at the Commodore on Tuesday 
evening was, in fact, the official observance of the round- 
ing out of this quarter of a century of automotive history. 
Here nearly 1,000 members-and guests dined in a patriotic 
setting that marked the affair as a thing of high national 
significance. Immense American flags were draped over 
the president’s table at which sat the guests of honor, 
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Probable Sales for 1925 Estimated by Statistician 





and other American flags floated in continuous breezes, 
high up in the galleries. A telegram from President 
Coolidge to Charles Clifton, president of the N. A. C. C., 
congratulating the industry on its wonderful record of 
achievement, was read. 

After dinner Dwight W. Morrow of J. P. Morgan & Co., 
talked on the business outlook for this year with special 
reference to the automotive industry, holding forth a 
promise of sound and conservative progress. 


Industry’s Pioneers Decorated 


A record for the future was written when decorations 
were conferred upon pioneers of the industry in recogni- 
tion of their inventions and accomplishments which largely 
have made possible the industry as it exists today. The 
men thus honored were those who are credited in the 
archives of the Smithsonian Institution with the crystali- 
zation of inventive research and experiment into the 
modern automobile. They were R. E. Olds, Rollin H. 
White, John S. Clark, Charles 
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of 5,650,000 vehicles. He interpreted this as meaning that 
factory organizations are prepared for profitable opera. 
tion on the basis of last year’s output and will not be put 
to the necessity of trying to sell an ever increasing quan. 
tity of merchandise to pay for new building construction, 
Another encouraging fact gleaned by Mr. Collins from 
his study of the statistics of the industry was a noticeable 
downward trend in 1924 in the percentage of dealers who 
failed or went out of business. Mr. Collins furnished the 
following table of percentages showing the proportion of 
dealers who went out of business over a five year period: 


Percentage of Dealer Mortality 
13 per cent 


21 per cent 
25 per cent 


He believed that the lower rate for 1924, after it had 
climbed steadily for four 





B. King, Edgar L. Apperson, 
Charles E. Duryea, Elwood 
Haynes, A. L. Riker, Alex- 
ander Winton, H. H. Frank- 
lin and J. D. Maxwell. The 
Chamber also conferred a 
decoration on Mr. Miles for 
his leadership in conceiving 
and creating the national 
shows and guiding them to 
success through the first 25 
years of this century. The 
celebration of the Motor and 
Accessory Manufacturers’ As- 
sociation, associated with the 
N. A. C. C., in the promotion 
of the shows, was held on 


the New York show. 


rate still lower. 


T HE percentage of dealer mortality declined 
from 26 per cent in 1923 to 21 per cent in 1924, 
according to an analysis of statistics by James H. 
Collins, manager of the research department of the 
Chilton company, who addressed the meeting of the 
National Automobile Dealers’ Association during 


The peak of dealer mortality over a five-year 
period was hit in 1923. The drop in the last year 
has been relatively sharp. 

Mr. Collins looks upon this as an encouraging 
sign, and so it seems. Sensible merchandising and 
sound business practices generally will bring the 


years, is an _ indication of 
better merchandising methods 
and closer co-operation be- 
tween factories and dealers 
for mutual profit. 

Mr. Collins said the situa- 
tion today indicates that the 
dealer’s profit in the future 
will be made more largely 
from developing and selling 
to the market composed of 
persons already owning auto- 
mobiles rather than to first 
time buyers. He gave figures 
to show the decrease in 1924 
in the number of first time 





Wednesday evening at the 
Hotel Astor. Here again nearly 1,000 members and guests 
assembled to dine and view a pageant of the automotive 
industry. The characters of the pageant were achievement, 
capital, man power, invention, transportation, loyalty, co- 
operation, service. 

N. A. D. A. Meeting 

A meeting of great significance was that held by the 
National Automobile Dealers’ Association on Monday for 
the benefit of members and other dealers from the eastern 
states who attended the show. This was not the annual 
convention of the association, the latter event being sched- 
uled for the week of the Chicago automobile show, at Chi- 
cago. Nevertheless several hundred dealers were present 
to hear a program that took up most of the day. 

A notable feature of this meeting was the address in 
which James H. Collins, manager of the research depart- 
ment of the Chilton Co., presented the statistical picture of 
the industry for 1924 and from that pointed to indica- 
tions of the business trend for 1925. From his deduc- 
tions and from statement of factory officials the apparent 
objective of the industry this year will not be record 
breaking production, but profitable selling. Mr. Collins 
pointed out that following the high sales made’ in 1923 
the factories increased their capacity to provide an 
output of 5,600,000 cars and trucks as compared with a 
capacity of 4,300,000 vehicles in 1923. This increased 
capacity, he said, had a great deal to do with the over- 
loading of dealers when sales slackened in 1924. But 
factory capacity for 1925, he stated, is only negligibly 
increased over that for 1924, being sufficient for an output 


buyers. His compilation of 
first time buyers over a period 
of five years was a follows: 


First Time Buyers 


The majority of new owners, he said, are among the 
buyers of cheap used cars or new cars in the low price 
field. 

The growing preponderance of sales in the field of 
vehicles priced under $1,000 also was commented on by 
Mr. Collins. His compilation of statistics on this trend 
was as follows: 

Percentage of 
sales over $1,000 
31 
23 
20 
Mr. Collins ventured an estimate of the probable sales of 
new passenger cars in 1925. He figured it out this way: 
To replace cars scrapped 1,750,000 
TO MOW OWMETS....................:ccccccccescesceseeee 1,450,000 


Percentage of sales 
at $1,000 and under 





But it is his opinion that in the sale of automotive 
merchandise in 1925, not more than 48 per cent of the 
total volume in dollars will be cars and trucks. He be 
lieves that the branch of the industry devoted to the 
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“ ECORATIONS for a group of pioneers in the automotive industry for their constructive accomplish- 
/ ) ments formed an impressive feature of the Silver Jubilee dinner given during show week in New York 


by the National Automobile Chamber of Commerce. 


The list of those thus honored appears in the accompanying story. 


A similar honor was conferred upon Samuel A. Miles, the national show’s guiding genius, for his excellent 
work in planning and carrying out the great annual exhibitions. 
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maintenance and operation of cars and trucks will con- 
tinue to grow faster than that devoted to the sale of 
new vehicles. Here is his estimate of the volume of business 
in 1925 in various classifications. 


New passenger ¢ars........................ $1,900,000,000 
ee 375,000,000 
Fuel and lubricants..................... 1,490,000,000 
Tires for replacement.................... 600,000,000 
NE siincanittanctaitiicinbatiisdicsiisiinnitin 275,000,000 
Parts and service supplies............ 685,000,000 

a 5,325,000,000 





Scrapping of old automobiles will go on at much greater 
rate than ever before, Mr. Collins believes. This is not 
because of lowering of quality in cars, for in fact the 
average life of the car has been increased, but rather to 
the fact that just now the immense outputs of the years 
immediately following the war are beginning to reach the 
age of decrepitude.. The scrapping of motor vehicles, 
according to Mr. Collins’ calculations, has gone forward 
in the last five years at this rate: 


Vehicles Scrapped 


IP issilsscesiniehdiabsnsideavnpobacndcabeatisebaii 273,000 
III stein cian 326,000 
I easiness incseinaineisituinnemuiiseniain 708,000 
__ eee EOE 1,010,000 
SED Seststiisebclesiplalabiilchiisii 1,450,000 


As previously noted, his estimate of the scrapping for 
1925 was 1,750,000. 

Another speaker who gave specific information of value 
to dealers was Harry M. Fancher, secretary-treasurer of 
Tom Botterill, Inc., Hudson-Essex distributors at Denver. 
Mr. Fancher was the designer of the simplified accounting 
system offered by the N. A. D. A. to its members, and his 
address was on the subject of budgeting a retail dealer 
business. The keynote of his talk was that the dealer 
should visualize for himself at the beginning of the year a 
certain definite profit that he aims to have at the end of 
the year and then so budget his business that the objective 
will be achieved. 

By means of simple charts Mr. Fancher showed how if a 
certain volume of business is aimed at expenditures must 
be carefully classified and limited if the hoped-for profit is 
to be saved intact. He urged the importance of the dealer 
knowing at all times just how his business stands so he 
may determine whether or not he is keeping up with his 
profit schedule. 


Function of Sales Management 


Edward Payton, merchandising specialist for the N. A. 
D. A., told how the dealer should work his territory to 
uncover the greatest number of prospective buyers at 
lowest cost. He declared it is the function of the sales 
management to analyze the territory, uncover the pros- 
pects, and provide the salesmen with definite sales leads. 
Leaving the salesmen to uncover their own prospects as 
best they can is not an economical system, he said. He 
makes use of vocational classifications of the United States 
census in analyzing a territory, putting the population in 
three classes. He finds that 66 per cent of all automobiles 


are sold to the group that he designates as No. 1 in which 
he lists the following classes of people: Executives, sales- 
men, trades people, professional men and fleet operators. 
This comprises only 14 per cent of the operation, but since 
it takes 66 per cent of the cars and trucks he points out 
the economy of the dealer concentrating the bulk of his 
sales attack on that group. 

An address on the importance of the dealer’s business 
and the necessity for continuous selling effort was made 
by William B. Burrus, sales consultant for the N. A. D. A. 
Mr. Burrus declared that the automobile business is big 
enough and profitable enough to challenge the best talent 
of man for a life work. 

C. A. Vane, general manager of the N. A. D. A., presided 
at the meeting. 


Merchandising Keynote for 1925 

The merchandising keynote throughout the entire 1925 
show indicates that the manufacturer has come to a full 
realization of the fact that his success lies in the success 
of his dealers. Embodied in the merchandising plans for 
the coming year are many and varied forms of assistance 
of which the dealer will be invited to avail himself. More 
than that, he will be required to take advantage of them. 
Manufacturers are prepared to spare no expense in per- 
fecting this important phase of the sales division and as 
much money, at least, is to be spent in assisting established 
dealers as will be spent in the effort to procure new ones. 

Chief among such plans is to be the establishment of 
closer contact between the factory and the dealer. Only 
by such close contact can the dealer body be expected to 
function with any degree of perfection along the route 
that the factory, in its broader experience, has laid out as 
the more effective one toward reaching its aims. The 
coming year will see the dealer welcomed as more of an 
actual part of the factory itself and, as such, he will be 
given, to a greater degree than ever before, a voice in its 
merchandising and advertising policies. 

Perhaps the dealer mortality of 1924 has played a very 
material part in this closer co-operation between the fac- 
tory and the dealer. Much of this loss might have been 
avoided had there been a more open consideration of the 
mutual interests of the principals, such as is fast becoming 
effective now. The factory is coming to look upon the 
dealer as just as important a part of its organization as 
any department which is housed under its main roof. The 
fact that they are outlying in the main and remote corners 
of the country will no longer lead the manufacturer to 
consider them as a separate form of business through 
which he may reasonably expect to sell a certain number of 
vehicles. He will now accept the responsibility of helping 
to form their destiny, and through this broader alliance a 
healthier dealer body and a more satisfied factory will 
be born. 

Value a Marked Feature 


Value was a marked feature of the show. Never before 
has the American dollar been so large in its automobile 
purchasing power as it is today. This condition has evi- 
dently been brought about by the advent of the light en- 


closed car. In its desire to meet the public demand for 
(Continued on page 22) 
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Drilling Your Way to a Profit 


In Every Shop the Boring of Holes 1s Probably the Most Frequently Performed 
Work. Many Other Operations Are Possible With Such a Tool 


By B. M. IKERT 


This is the tenth of a series of articles on the profitable use of shop equipment. 


tool in the automotive shop than 

a power-driven portable drill. It 
makes little difference whether this drill 
is electrically or air operated, so long 
as it is driven by something besides hand 
power. 

Electrically-driven drills are in the 
majority so far as power-driven drills-in 
the automotive shops are concerned and 
this is due to the fact that electric cur- 


r \ HERE probably is no more useful 





Here is an electric drill arranged as 
a post drill. It has practically all of 
the features of the conventional drill 
press. The drill proper, of course, is 
removable from the stand 


rent is available in most shops. These 
same shops are, as a rule, not equipped 
with sufficient facilities to operate air- 
driven tools. Consequently the things 
set forth in this article are in the main 
directed to the electrically-driven drills. 

In a previous article the merits of the 
drill press were discussed and it is a 
pretty well established fact that the well- 
equipped automotive shop will not try 
to get along without a good drill press, 
especially for the drilling of large diam- 
eter holes. But every drill press needs 
a supplementary apparatus to take care 
of the thousand and one drilling and 


other operations of which the portable 
electric drill is capable. 


Handy in Installing Accessories 


A great many jobs cannot be brought 
to the drill press and on the other hand 
the common breast drill is too slow for 
these jobs, to say nothing of the incon- 
venience imposed upon a mechanic lying 
on his back under a car and attempting 
to drill a % in. hole through a side mem- 
ber of a frame. 

It is particularly in the installing of 
accessories wherein the electric drill 
saves time. Take the case of a heater 
installation. In some of these installa- 
tions it is necessary to cut a hole in the 
dash of about 2 in. diameter. Most cars 
have a sheet steel dash and cutting a 
2 in. hole in it by ordinary hand methods 
is a job in itself. But with an electric 
drill it can be done very quickly and 
the usual proceedure is to scribe a circle 
slightly smaller than the required hole 
and then with a small drill bore a series 
of holes around the scribed circle and 
knock out the piece. The edges are 
smoothed up with a file. 

A much better job is possible when 
holes are drilled with an electric drill 
because the latter can be held more 
securely as both hands are available for 





SPECIFICATIONS 
Annual Show Issue and Speci- 
fications Number 


T= big Annual Show Issue and 
Specifications Number of MOTOR 
AGE will be published next week. 
This issue, published on the eve of 
the Chicago Silver Anniversary Au- 
tomobile Show, will be the twenty- 
ror annual show issue of MOTOR 
AGE. 





In this issue elaborate specifica- 
tions tables of value to everyone en- 
gaged in the automotive industry will 
be published. These tables will in- 
clude: 

Serial numbers of all makes of 
passenger cars. 

Buyer’s guide to 1925 cars. 

Mechanical specifications of 1925 
passenger cars. 

Mechanical specifications of 1925 
motor trucks. 

Mechanical specifications of 1925 
agricultural tractors. 

Mechanical specifications of 1925 
garden tractors. 

And mechanical specifications of 
1925 buses, electric trucks, taxicabs, 
rail cars and other vehicles. 

These tables make this issue of 
MOTOR AGE a valuable reference 
book. It will be published next 
week, Jan. 22, 1925. 








this. Where a breast drill is used, espe- 
cially in places hard to get at, the opera- 
tor frequently and unconsciously oscil- 
lates the drill and an uneven hole results. 


Many Operations Are Possible 
Frequently a shop is called upon to 
install fitments of various kinds on the 
instrument board of cars and here again 
the electric drill comes in handy. Inas- 
much as many of these boards are metal 





An electrically operated socket wrench 

which materially cuts down the time 

of disassembling and reassembling an 
engine 


the drilling is more difficult than in 
wood. But in either case the electric is 
a timesaver. 

Drilling is but one operation which 
can be performed with an electrically 
operated drill. The market affords many 
items which can be bought in conjunc- 
tion with such a drill and which broaden 
its scope of usefulness. Many makers 
of such drills furnish bench stands and 
gringing wheels, so that the drill can be 
used for small grinding, sharpening tools, 
etc. It also is possible to chuck wire 
brushes of various kinds into them and 
use these for cleaning carbon from cyl- 
inders, valve guides, etc. By clamping 
the drill in a stand it can be used also 
for buffing and polishing operations. 


Many of the portable cylinder griiding, 
reaming and honing machines maie use 
of an electric drill for supplying powé!. 
For this the drill is generally clamped 
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in a stand and placed a short distance 
from the machine it is desired to drive. 
The connection between drill and ma- 
chine is generally taken care of by a 
shaft fitted with two flexible couplings. 
These couplings take care of any mis- 
alignment. 


Various Attachments Offered 


Various attachments are being offered 
py some of the electric drill makers and 
one of the more recent is a reversible 
socket wrench. This machine is of the 
same design essentially as the company’s 
electric drill, but the spindle has a clutch 
which automatically releases when the 
forward pressure of the tool is relieved. 
It has a quick change chuck to accom- 
modate the various sizes of socket 
wrenches. Due to the design of the 
clutch, a nut, bolt or stud can be driven 
to any desired tightness. The beauty 
of this tool for the service station and 
large shop lies in the fact that an engine 
can be torn down and reassembled in 
much less time than is possible with 
hand methods. 

The electric drill has taken the place 
of the so-called “sensitive drill’ in many 
shops chiefly because of its portable fea- 
ture. Some makers of electric drill 
furnish a stand fitted with a hand feed 
lever and so arranged that the drill can 
be clamped into place making the whole 
machine what might well be called a 
sensitive drill. The same jobs can be 
handled as in any drill press of small 
capacity and if the drill is capable of 
drilling up to % in. holes it actually can 
drill holes of larger diameter than is 
possible in most forms of the sensitive 
drill. 

There are combination drills and valve 
grinders on the maket and some of the 
drills are fitted with three speeds. This 
makes it possible to run a drill point in 
proportion to its size and the material 
to be drilled, obviously a very handy 
thing. 

To show the handiness of the electric 
drill we cite here the case of one car 
maker who has brought out recently a 
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This shows an electric drill clamped 
to a stand and fitted with a grinding 
wheel in the chuck 


small stand equipped with every tool and 
item necessary to do the valve grinding 
and carbon removal job on his engine. 
On top of this tool stand is a clamping 
device with an electric drill and when 
the valves are removed from the engine 
they are chucked in the drill and cleaned 
of carbon on the heads and stems. This 
is done by applying a strip of emery 
cloth to them as they are rapidly revolved 
in the drill. All this is done to save 
time on the flat rate operation on this 
job for this particular make of car. 


Ago In the Automobile Industry 


As Recorded |n Motor Act 


(From MOTOR AGE of Jan. 18, 1900) 


Locomobile Opens Washington Agency 
WASHINGTON, Jan. 13.—The first 
practical step toward the exploitation of 
motor vehicles in this city has just been 
taken by the Locomobile Co. of America 
in the opening of a salesroom and re- 
pository on Connecticut avenue. This 
hew establishment, which is located in 
the heart of the fashionable residence 
district of the national capital will be 
under the direction of F. E. Foster, an 
experienced man. Not only will a full 
line of the various types of vehicles made 
by the company be carried in stock, but 
4 carriage repository will also be a 
prominent feature of the business. In 
the latter department vehicles purchased 
from the company will be taken on 
Storage and kept in running order for 


the convenience of patrons. Under this 
system a patron of the company can, 
after finishing with a vehicle, telephone 
for a man to run it back to the repository, 
where it will be cleaned and put in 
readiness for the call of its owner. 


New Bus Line for New York 


NEW YORK, Jan. 13.—Cyrus Field 
Judson, president of the General Car- 
riage Co., tonight announced that the 
company would next week put into gen- 
eral service in New York 200 carriages 
and 100 omnibuses. “The conveyances 
will be operated, some by electricity, 
others by air power, and still others by 
gasoline,” said Mr. Judson. “We intend 
to enter into direct competition with the 
surface-car system. We shall make a 


13 


very low rate of fare, probably three 
cents for busses and 25 cents a mile for 
cabs.” 
The Stanleys Are Active 

The Stanley Brothers of Newton— 
F. E. and F. O.—of steamboat fame, are 
said to be planning greater things in 
the motive line. Their contract with the 
Locomobile Co. of America expires May 1, 
after which time they will be at liberty 
to work out their own plans. These in- 
clude another factory and the building 
of heavier models of steam carriages, 
more suited to the rough American roads. 
The Stanleys also feel somewhat disap- 
pointed that their machines are barred 
from the international cup race by the 
weight limit of 400 kilograms. 


Alderman Wants Fenders 

Alderman Blake of Chicago has in- 
troduced into the city council an ordi- 
nance requiring all automobiles using the 
streets of the city to be fitted with 
fenders similar to those used on the 
street cars. 


Akron Patrol Wagon 

AKRON, O., Jan. 13.—The automobile 
patrol wagon built by the city of Akron 
and said to be the first manufactured 
was put into actual service yesterday. 
It is much like ordinary covered patrol 
wagons in appearance. It weighs 5,500 
Ibs. and is equipped with two 4-h.p 
motors. Its maximum speed is 20 miles 
per hour. The wagon cost $2,300. 


The Automobile, Its Prov- 


ince and Problems 


A book of nearly 300 pages entitled 
“The Automobile, Its Province and Prob- 
lems” has been published by the Ameri- 
can Academy of Political Science, Con- 
cord, N. H., as the November number 
of the Annals of that organization. 
There are chapters devoted to the service 
of the automobile, the manufacture and 
sale of automobiles, the automobile at 
home, school and church, the place of 
the motor in our transportation system, 
the building and financing of motor high- 
ways, safety on the highways through 
traffic regulations, city plans for motor 
traffic, international problems growing 
out of the development of the automobile 
industry, and the service of automobile 
association and universities. Articles 
under these various chapter headings 
were written by well-known authorities 
in the automobile industry, among the 
contributors being: Roy D. Chaplin, vice- 
president of the N. A. C. C.; Alfred H. 
Swayne, vice-president of the General 
Motors Corporation; Charles Clifton, 
president of the N. A. C. C.; Alfred 
Reeves, general manager of the N. A. 
C. C.; Ernest D. Smith, general manager 
of the American Automobile Assn., and 
J. Walter Drake, assistant secretary of 
the United State Department of Com- 
merce. The price of the book in paper 
covers is $2; in cloth, $2.50. 












































































































































































































































































































































































14 


MOTOR AGE 


January 15, 1925 


The Cost of Selling—A Profits Article 


Many Items of Expense, Both Direct and Indirect, Must Be Taken Into Coun- 
sideration in Figuring This. Wasted Effort and Lost Time 


NHE automotive merchant who can 
‘I boost his sales is likely to show a 
profit at the end of the year, but 
the volume of sales is not always a 
measure of the money he is making. It 
costs money to sell, and the successful 
merchant is one who can keep his total 
expenses for the sale of an item below 
the margin he has on that item. 


Selling expense can be classified as 
direct and indirect. The salesman’s 
salary, for example, is a direct expense, 
while the coal to keep the salesroom 
warm might be called an indirect ex- 
pense. Where the salesman gets a com- 
mission, the direct expense may be prac- 
tically proportionate to the number of 
sales made, while the indirect expense 
will go on regardless of sales volume. 
This article deals with direct selling ex- 
pense, while the indirect expenses or 
overhead will be discussed next week. 


Sales Expense Necessary 


The expense of a salesman is appre- 
ciated by the car dealer who pays a 
salary or commission, but the small shop, 
often operated by the proprietor, has the 
same expense to meet even if there is 
no hired individual. If he were not in 
his store selling goods he could be work- 
ing for someone else and drawing a fair 
salary. Accordingly the sale of goods 
involves the expense of a salesman even 
if the proprietor hires himself for the 
job. 


Where a car salesmen is paid a salary, 
the cost of selling each car increases, the 
fewer cars there are sold. For example, 
if a salesman gets $150 a month and 
sells a car listing at $1,500, the direct 
sales cost would be 10 per cent if only 
one car were sold per month, 5 per cent 
for two cars, 24% per cent on four cars, 
and so on. It is for this reason, as well 
as to give the salesman an incentive to 
do his best, that some sort of a commis- 
sion basis is usually used. 


The commission method would ap- 
parently make the direct sales cost per 
car a constant factor. Indirect sales 
costs, however, increase as sales dimin- 
ish. 

In the case of the small accessory 
shop or the dealer’s accessory depart- 
ment, the profit is again, not merely the 
difference between the selling price and 
the buying price. 

Suppose, for example, that we had a 
small shop starting up and doing a 
modest business with a salesman hired 
at $30 a week to sell accessories. If in 
a week he sold $100 worth of accessories 
and the average profit ran but 30 per 
cent then all of the apparent profit from 
his work would be eaten up by his salary. 





Decrease Margin of Gain 


By A. H. PACKER 


PROFITS SERIES 
Cost of Selling—No. 2 


This shows that the successful merchant 
must both appreciate that the sale of 
goods brings in profits, and also that 
the volume must be sufficient to well 
cover the direct sales cost and leave a 
good margin for other expenses and for 
profit. 

A little pamphlet was once distributed 
telling about a wonderful salesman who 
worked for nothing and sold 25 cents 
worth of goods a week, the point being 
brought out that the 25 cents was there- 





OVERHEAD MUST BE MET 


Ts will be the title of the next 
article in the Profit Series, to be 
published in the Jan. 22 issue of 
MOTOR AGE. It will point out that 
rent, heat, light, interest and certain 
fixed charges go on independently of 
sales volume. Subsequent articles in 
the Cost of Selling Division of the 
Profit Series will deal with the subjects 
of salaries and wages and maintenance 
service as a profitable commodity. 














fore practically clear money, except for 
the initial expense of buying the sales- 
man, which in this case happened to be 
a slot machine. 


Effort Often Wasted 


The waste of sales effort on minor sales 
which do not offer sufficient profit is 
seen daily by anyone who observes the 
small neighborhood store selling notions 
and minor items and having a counter 
filled with penny candies. These stores 
usually enable the proprietors to live, 
but the living quarters are usually in the 
back of the store and the general atmos- 
phere not a very prosperous one. 

The reason is evident—too much sell- 
ing expense, and yet there is no sales- 
men except the proprietor, but he is a 
heavy expense to himself. A child may 
come in and spend five minutes in front 
of the counter trying to figure which one 
of the penny candies he wants. When 
he goes out with his lolly pop, the store 
has profited by half a cent, but it has 
taken five minutes to make the sale. At 
that rate the proprietor would make the 
huge sum of six cents an hour. Of 
course, this is an exagerated case, but it 
shows how a sale may actually show a 


loss in spite of the difference beiween 
buying and selling price. 


To take another case, that of a man 
coming into a garage to buy a spark 
plug. One of the mechanics waits on 
him and gets into an argument with the 
customer as to the relative merits of the 
plug in question. Two other men work- 
ing near by hear the discussion and stop 
their work and drop a remark now and 
then. Ten minutes goes by, before the 
car owners buys the plug and walks out, 
in which time 30 shop minutes have been 
used up, for which the proprietor of the 
shop may be paying his men at the rate 
of 60 cents an hour. 


That means that it has cost the shop 
30 cents for the lost time selling the 
argumentative customer, which may be 
most of the profit available from the sale 
of the plug. On the other hand, if the 
sale had involved a large amount, the 
time of any who could really help in 
the negotiation would have been well 
spent. 


Stocks Should Be Adequate 


This point emphasizes the importance 
of gauging the sales time in proportion 
to the size of the sale, and depending 
on the advertising behind well-known 
products to do the actual selling of small 
items, so that time consumed is reduced 
to the minimum required to find out the 
prospect’s needs and wrap up the 
package. 

Another condition which increases 
selling cost is to have a stock which is 
inadequate to meet the average demand, 
for it may take as much time to explain 
to a customer why a certain item is not 
in stock as it would to sell it, and then 
there is not profit to defray the cost of 
this time. 

The remedy for any condition can usu- 
ally be determined by studying all the 
circumstances involved, and accordingly 
the cases mentioned should point out the 
way to increased profits. As far as ac- 
cessories are concerned it means that a 
judiously selected stock to meet prac- 
tically every call, an earnest endeavor 
to boost every possible sale by suggest- 
ing additional items and the conservation 
of time will all go toward making an 
accessory department profitable. 

Even in the shop the cost of selling 
enters into a consideration of the possi- 
bility of making profits. Many shops are 
unprofitable due partly to the time spent 
talking with customers, which time is 
never paid for except from the pocket 
of the shop owner. In a large shop 4 
contact man or service salesman may 
spend all day doing nothing else. if he 
takes in 20 jobs in 10 hours, then a half- 
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nour’s time Should be added to each job 
and yet the customer who knows about 
it would object to paying half an hour 
extra over the time actually spent on 
the repair. 

This is one of the places where the 
flat rate system beats out the hourly sys- 
tem, for the service salesman’s time may 
be included in the price. If a job re- 
quires half an hour actual time, and 
the proprietor figures he needs to collect 
$1.50 per hour to make money, then the 
operation can be rated at $1.50 to cover 
the service selling expense which is un- 
avoidable. 

Advertising is essential to any busi- 
ness. The small shop which does not 
advertise and yet sells a well-known item 
in a few minutes is really getting the 
advantage of advertising which has re- 
duced the sales resistance in regard to 
that item. Even the smaller shops, how- 
ever, find that a certain amount of ad- 
vertising done regularly and consistently 
will bring returns, but of course the cost 
of this must be deducted from the ap- 
parent profit made on goods sold. 


Advertising Is Vital 


Wm. Wrigley was once asked why he 
continued to spend so much money for 
advertising ever after the reputation of 
his product was established and a large 
sales volume attained, so that the busi- 
ness was on a profitable basis. The 
question was asked by a gentleman on 
the same train on which he was riding. 
The response was in the nature of an- 
other question. “How far would we be 
tomorrow,” Mr. Wrigley said, “if we 
should decide to cut loose from our en- 
gine.” 


The answer was evident. 


Some concerns make. a practice of de- 
voting a certain percentage of the re- 
ceipts from the business to advertising. 
This might not be possible in starting 
anew business, but it is seemingly a 
safe method after a business is estab- 
lished. Then the profits on sales can 
have this item of expense deducted before 
they are really considered as net profits. 

This deduction is quite evident to many 
car dealers, where the manufacturer of 
the car charges the dealer so much for 
every car he gets and then handles all 
the advertising, local as well as national. 
This gives uniformity to the advertising 
and takes the burden from the dealer. It 
also brings forcibly to his attention the 
fact that the discount on the car is net 
all profit, at least to the extent that the 
advertising charge must be deducted as 
Well as the salesman’s commission. 


; Even in the shop there are expenses 
incurred from time to time which are 
essentially chargeable to advertising or 
Selling expense. A Ford dealer at one 
time had a customer who operated a 
fleet of Ford cars and was continually 
Purchasing new ones. Three were pur- 
chased at one time and on one of these the 
starter drive broke in a short time, due 
to the driver advancing the spark when 
starting. From a technical standpoint 
this was a difficulty not due to the con- 
struction of the car, and yet from the 
Purchasing agents standpoint, the only 
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thing evident was that a new car had 
given trouble inside of a month or so. 
The shop making such a repair might 
find it policy to do so, “no charge,” just 
as a cigar is passed out to a prospective 
purchaser, but in such a case, the ac- 
counting, if just, would show the item 
as an advertising or selling expense. 


Other Items of Expense 


Another item of selling expense is that 
of displaying cars or accessories prop- 
erly. Car display involves space pri- 
marily which leads us to the question 
of fixed selling expense to be discussed 
next week. In the matter of accessories, 
while space is of course required, there 
is also the specialized display which may 
involve initial outlay as well as upkeep. 
A windshield wiper may be demonstrated 
on a piece of glass mounted in a frame. 
The model may be supplied by the man- 
ufacturer of the device, but the shop 
must keep it going. If of the suction type 
it may require the services of a vacuum 
motor and power to operate it. If of 
the electric type it will require a battery 
and occasional expenditure for current 
to keep the battery charged. 

In similar manner the demonstration 
of spark coils, spark plugs and other de- 
vices of an electrical nature will neces- 
sitate a certain upkeep expense in order 
that they be attractively demonstrated. 

Another minor item of expense which 
should be charged against the profits from 
sales is that of delivery service. Where 
cars are sold the purchaser usually calls 
for the car at the dealer’s establishment. 
In some cases, where the car is the first 
one, some instruction may be necessary, 
and this time must be charged against 
the margin of profit. In the repair shop, 
delivering the car is usually inadvisable 
unless already paid for, but in rare cases 
might be necessary. Here the liability 
of having an employee drive the owner’s 
car is the thing to be watched and in- 
surance to caver possible accident should 
be obtained if employees drive the own- 
er’s car at any time. 

Many automotive dealers handle radio 
and the sale of such equipment involves 
considerable expense in setting up, test- 
ing and instructing the purchaser in re- 


DuPont sedan. 


15 


gard to the operation. If this is not done, 
satisfaction will not be attained, and if 
it is done, it costs the dealer money. 
The cost however should be charged 
against the net profit, so that the pro- 
prietor gets an accurate idea of what the 
margin in each sale really is. 


DuPont Introduces Its Six 


UPONT introduced its new six-cyl- 
inder chassis, at the New York 
show, held in the 258th Field 

Artillery Armory in New York, Jan. 2-10. 
The line consists of four body styles 
and is priced as follows: 


pt Sane ee $2600 
Cara. Te UNNI ia csctcercxreaescen 2600 
eee I iicitcncsistsnnincenininnniencieias 2750 
5-pass. Touring Sedan.......................... 3400 


The 7-passenger body is entirely new, 
being finished in cobalt blue with black 
upholstery and a khaki top. A moulding 
strip covered in gold leaf extends from 
the radiator and continues around the 
rear of the body. The other body models 
have already been offered on the previous 
Six and Four-cylinder chassis which now 
have been superseded by the new line. 

A six-cylinder Wisconsin engine of 
334x5 replaces the Herschell-Spillman 
Model-90 motor used in 1924. A Schebler 
1% in. carbureter, Bosch two-unit elec- 
trical system and ignition system are 
now used. 

A Campbell’s clash-proof transmission 
is employed in connection with a Long 
multiple disc clutch, the whole being a 
unit with the engine. Metal universal 
joints connect the two part propeller 
shaft to the semi-floating Eaton make of 
rear axle, the ratio being 4.70 to 1. The 
foot brake operates hydraulic type four- 
wheel brakes while the emergency lever 
is coupled direct to the driveshaft im- 
mediately behind the transmission. <A 
Jacox screw and nut steering gear con- 
nects with an Eaton front axle, the steer- 
ing pivots having an inclination of 7% 
degrees. The springs are half-elliptic all 
around, the front being 39x2 and the 
rear 59x21%4. A pressure gun type of 
chassis lubrication is employed. The 
wheelbase is 124 in. and the balloon tire 
size 32x6.20. 





A newcomer for the first time at the New York show, held Jan. 2-10 
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Useful and Practical Accessories and 
Shop Tools At New York Show 


Silver Anniversary Exhibit Brings Out a Host of Devices Both Ornamental and 
to a Large Extent Necessary for Modern Motor Vehicle. Trend 
of Car Design Seen in Some of the Equipment 


O automobile show is complete these days without 
an exhibit of the thousand and one fitments and 
parts that go to make up the modern motor vehicle. 

The Silver Anniversary Exhibit held last week in New 
York was no exception to this accepted custom and as 
might be expected there were many new things. But 
these things did not consist altogether of items intended 
to decorate cars or serve a more useful purpose as an 
essential part. Much of the accessory exhibit was given 
over to the things needed in the modern shop catering to 
automotive maintenance. 

Featured in the accessory exhibit were many novel 
forms of lights for motor cars. These lights included 
combination tail and stop lights and the tendency along 
this line seems to be for devices which are much more 
fool-proof. The day of frills seems to be pretty well 
passed and in general it might be said that the accessories, 
new and old, shown at New York are of a strictly practical 


tion to being useful on a car also help materially in the 
way of decorating it. 


Balloon Tires Bring Changes 


The trend of the times is seen in certain accessories 
like jacks. Nearly every maker of jacks now shows some 
form of this tool for balloon tires and some novel floor 
jacks must be able to be slipped under a car that is con- 
siderably lowered as when a balloon tire goes flat. Some 
of the new things include side shields for closed bodies, 
which makes it possible to ventilate them without causing 
any direct air currents. On open models side shields, of 
course, have been in use for some time and inasmuch as 
the closed car in a sense approximates an open model when 
the windows are lowered the logic of the side shield be- 
comes apparent. 


The newer things shown for the first time at New York 


nature. 


Woodworth Spring Covers 


Pedersen & Flanagan, Inc., 97 Reade 
street, New York, are the manufacturers. 
Prices are from $2 to $24. The covers 
are made of water and oilproof material 
lined with felt wicking to hold the oil. 
They completely enclose the springs 
from the clamps at the thick part to the 
shackles at the thin ends, the edges over- 
lapping on the under side of the spring. 
Covers are black and made of either 
leather or imitation leather. The felt 
lining is saturated with oil when the 
covers are put on, and oil holes are pro- 
vided, making it easy to replenish the 
oil. Held on the springs by lacing the 
edges together on the under side of the 
springs. The rebound clips, if small, can 
be enclosed in the cover. 


Elbo-eze Polish 
It cleans and polishes in one opera- 
tion, is easy to apply, and leaves a hard, 
lustrous finish. It is guaranteed not to 
injure any surface. It is made by Frick 
Brothers, Inc., 23 Flatbush avenue, 
Brooklyn, N. Y., and sells for $1 a bottle. 


A. B. C. Safety Straps 
These straps, which are made by the 
Auto Bed Camp Mfg. Co., Kansas City, 
Mo., are for holding luggage carried on 
the side of an automobile. They are made 
of olive green trunk strap web and are 


This is true even of such devices which in addi- 


follow: 


said to outlast leather, as they are not 
affected by wet, dry, hot or cold weather. 
Each strap is double riveted and has a 
special buckle that will not tear the 
strap. They are made in 18, 30, 36, 42, 
48 and 60-in. sizes, and sell for 30, 35, 
40, 45, 50 and 60 cents, respectively. 


Titman Choke and Carbureter 


S. S. McClelland Co., 1926 Broadway, 
N. Y., sell this for $1.50. It is for use 
with Ford cars. This control is to make 
starting easier and permit better car- 
bureter control by allowing adjustment 
of gas and air. It is claimed that im- 
portant economies in gasoline consump- 
tion are possible with its use. The con- 
trol reaches from the carbureter to the 
dash, where it ends in a nickel-plated 
dial. A turn of this dial adjusts the 
carbureter and pull primes it. 


Fulvishun Cleaner Attachment 


It is made by the Metal Stamping Co., 
Long Island City, N. Y., and the price is 
$1.25. To this device two cleaners are 
attached which sweep the full length of 
the windshield. Quickly adjusted, this 
bracket needs no holes drilled in order 
to be attached. No measurements need 
be taken as it ig all assembled ready to 
use by simply  deertivene the cleaner to 
the end of the windshield with two 
screws. Cleaners are not furnished. 


Ball Foot Gage 


A. Schrader’s Son, Inc., Brooklyn, 
N. Y., offered a new type of the well- 
known Schrader tire pressure gage. It 
is made especially for balloon tires and 
gives pressure in one-pound units. It dif- 
fers from the other Schrader gages in 
the ball foot construction, which enables 
the gage to be held at right angles to the 
tire valve when testing pressures. 


Benzer Radio Battery Tray 


This is for use under radio batteries 
and chargers, fitting all batteries includ- 
ing 120 amp. hr. Itis made of glass, acid 
proof; the size is 8 in. x 11% in., and it 
is packed 12 to a unit. The weight is 
3% lbs. each. It is made by the Benzer 
Corp., Myrtle and Cooper avenues, Brook- 
lyn, N. Y., and the price (in carton) is 
$1.50. : 


Bule Kleens-It 

Edw. R. Bule Chemical Corp., Hunters 
Pt. at Oliver street, L. I. City, N. Y., make 
this. The price of a 1-qt. can is $1.25. It 
is designed to remove grease, oil, tar, ete: 
Instead of being marketed in bottles 48 
formerly, it is now sold in cans. This is 
to eliminate breakage and effect econo 
mies and efficiencies in shipping. 
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Motor Car Fitments of Sturdy Design 
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Klean E-Z Filter 

Constructed of brass and steel, and 
copper plated, this filter is designed to 
keep dirt, sediment and water out of the 
gas. The gasoline enters at the top of 
the filter from the main gasoline tank, 
passes down through a center opening 
below a filtering screen, depositing any 
dirt or water in the lower chamber. This 
allows the gasoline to filter up through 
a fine brass mesh, eliminating clogging 
by foreign substances settling in the bot- 
tom of the chamber. 


STANDARD AND SAE 
PIPE FITTINGS FOR 
ANY ee CAR 

















GASOLINE 
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FILTER SCREEN 
100 BRASS WIRE MESH 


BRASS SPRING FOR 

SUPPORTING AND 

REMOVING FILTER 
SCREEN 


CORK GASKET 
PREVENTS 


uo 
ALLWATER AND SEDIMENT 
SETTLES HERE, REMOVE 
THUMB SCREW TO CLEAN 


THUMB 
Klean E-Z filter 


It is made by the Wheeler-Schebler Car- 
buretor Co., Indianapolis, Ind., and the 
price is $2.50. 


Wolverine Bumper 


Wolverine Bumper & Specialty Co., 
Bumper Hill, Grand Rapids, Mich., make 
this new addition to the line of bumpers 
produced by it. It is a 2-bar bumper 
distinguished by a special truss, bracing 
the front bars and giving added resil- 





Benzer wings for closed cars 


the glass is plate with polished edges. 
The wings are made by the Benzer Corp., 
Myrtle and Cooper avenues, Brooklyn, 
N. Y. The price of model L is $10 per 
pair. 


Standard Spring Cover 


Standard Spring Cover Co., 170 Elm 
street, New Rochelle, N. Y., make this. 
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Standard spring cover 


It is all metal and is not affected by 
mud. It is enameled and can be cleaned 
with water. 


Ohio Body for Fords 


Called a Master body for Ford chassis 
this sedan or coupe body gives the Ford 
a high hood with long, low, sweeping 
lines, and makes it more roomy. The 
equipment includes vacuum system with 








Wolverine bumper 


iency. It is made in two sizes with bars 
1%x5/16 in. and with bars 2x 5/16 in. 
Prices of the former are $20 in black 
aid $21 in nickel; of the latter $22 in 
black and $23 in nickel. 


Benzer Wings for Closed Cars 


Designed to give ventilation without 
draughts, these wings do not interfere 
With the operation of windows. The ver- 
lal pivot feature adjusts the wing at 
aly angle for breeze or protection. A 
thumb nut instantly locks the wing in 
Position. Rain or snow is kept out 
when windows are open, and the win- 
(ows are kept clear when closed in a 
storm, Fittings are nickeled bronze and 


gasoline tank in rear, nickel radiator 
shell, cowl ventilator, sun visor, linoleum 
covered running boards and blue Duco 
finish. It is made by the Ohio Body Co., 
Cleveland, O. The price is $315 for the 
coupe and $450 for the sedan. 





Ohio body for Fords 
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Simplex High Tension Magneto 

This is made especially for Fords and 
Fordson tractors. To install it is neces- 
sary only to remove the existing timing 
gear cover and replace it by the special 
cover provided, to which the magneto is 
directly bolted. The Simplex magneto is 
of high tension and is combined with a 
self-contained dual principle, giving ease 
in starting, especially in cold weather. 
This can be removed from the car and 











Simplex high tension magneto 


completely dismantled by an inexperi- 
enced person in a few minutes. By the 
use of special metal instead of platinum 
long wear is assured without adjustment. 
The magneto is driven at camshaft 
speed, any desired speed being obtained 
without cutting out the spark. It is made 
by the American Taximeter Co., 25 W. 
Fifty-fourth street, New York city. The 
price is $35; special racing type sells 
for $55. 


Jassen Wing Mirrors With Clock 


Made by the Jassen Wind Deflector 
Co., Inc., Brooklyn, N. Y., this device is 
adjustable to give the driver a clear 
vision of the road to the side as well as 
to the rear. It also serves to guard 
against driver’s being blinded by meeting 
cars with bright headlights at night and 





Jassen wing mirrors with clock 


the brightness of reflected sun in the 
daytime. A clock is fitted in between the 
mirrors, giving the time to the driver 
without his having to take his eyes off 
the road. The clock is set in a brass, 
nickel-plated case. The mirrors are 
made with double edges, each having an 
independent adjustment to control the 
views to the rear and to the side. Four 
prongs hold the mirrors, eliminating vi- 
bration and wobbling. 






MOTOR AGE 


January 15, 1925 












































ducts Serve Utilitarian Purpose 
Drednaut Equalizers wood, covered with fabrikoid, and fin- Dyett Luggage Carrier 
The Auto Specialties Mfg. Co., St. Jo- ished with nickeled fittings. A set of Dyett Mfg. Co., 347 Madison avenye 
seph, Mich., produce these. The price is five aluminum body rails, with expansion New York, showed this new ca rrier, the r 
$27. Made for all cars, this equalizer is fasteners, are furnished for attaching to price of which is $3.98. It can be added the 
designed to enhance the ease of riding the body. The unit is made by the C. to any car immediately becoming an jp. dis 
and to protect the car from vibration. SPiro Mfg. Co., Dobbs Ferry, N. Y. tegral part of it. When not in use i gee 
p t can 
Once installed it becomes an integral _— Upright B be folded out of the way and does not a 
part of the car. No attention is neces- as a ee detract from the car’s appearance, anc 
Not only does this bumper, made by Adjustable to running boards of varioys clu 
the American Bumper Corp., 141 Madison I2ngths, it is designed to be free from siz 
avenue, New York, protect the entire rattle. It is normally finished in black in. 
width of the car, but the user also re- enamel but can be had in other colors car 
hea 
a and 
of 
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stir 
pla’ 
arr: 
dist 
rati 
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. is I 
Drednaut equalizer American upright bumper ade 
sary, as the weatherproof drum is 
a a ft sista ag ll ceives protection through a vertical zone or nickelplated at slightly increased A 
strap is secured to the outside of the 14 in. in height. At the same time it cost. Spe 
drum and serves as a connecting unit ee a Panes weight. The Royal Superspring Bumper is t 
bet th nent d th 1 appearance signifies strength. It is made : ali 
Caen eee ee eee to eof tempered steel highly nickeled and at- | The Ramspring Bumper Co., 5026 So. 
pence — function not being im-  tractively finished. It fastens solidly to Wabash avenue, Chicago, are the makers 
P P P the chassis without the drilling of holes. = henge —. - is anne =s 
k- : ? uick, Dodge, Essex, Hudson, Hupmobile, 
Sportyford Trunk-Rack Unit Peppy Inner Ring Nash, Studebaker, and Willys-Knight 
Rack, tire carrier and bumper only Pennsylvania Piston Ring Co. I cars. Both front and rear fittings are 
: Saat, 
are priced at $18.50; trunk only, $16.50; cnamann O.. sell this for ae each. It designed especially for each car and fit 
rails only, $2.50; weight, complete, about , hie i ol , that car only. The one-piece smoothly 
38 Ib is made in all sizes to fit all cars. It is Seek 
B; . tempered to retain its tension under ex- finished ends hold the two main bars to- 
The unit combines a trunk rack, a _ treme heat, and is designed to stop piston 
bumper and tire carrier in one assembly, slap, oil pumping, compression leaks, 
constructed in such a way that it can be carbon knocks, ete. It is packed in car- 
attached to the Ford chassis, becoming tons of one dozen. 
when installed a rigid part of the frame. 
The pockets on either side fit over the 
rear cross-member of the frame and the 
ends of the unit are bolted securely to 
is 0} 
quic 
ing 
Dries 
A\ 
way, 
Royal superspring bumper e 
Sportyford trunk-rack unit for 
can 
‘ gether, front and back, there being 0° ho 
= 7 2 ; 4 m 
erie renin danger of one ‘bar pulling out ono SS 
BS & req , ae Soe _ sorbing a collision on one bar only. The , 
underneath the trunk and is instantly re- triple-truss construction and the two 0 th 
movable by unlocking and dropping the inch bars and fittings give this bumpe! 1% 
bottom frame-member. The rack is ample resistance. Prices are: yew % e¢ 
rounded at the back to act as a bumper. enamel, $20; black enamel bar, nicke char; 


The trunk is roomy and is made of bass- 


Dyett luggage carrier 


trimmed, $21; nickel-plated, $22. 
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Things to Interest the Shopman at N. Y. Show 
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M. & E. Flexible Clutch 


This new clutch is made in two types, 
the single dry disc and the double dry 
disc type. It is claimed that changing 
gears is made easy with this clutch be- 
cause of the lightness of the driven disc 
and the absence of drag. The single plate 
clutches are made in 8, 10 and 12-in. 
sizes and the double plate in 10 and 12- 
in. sizes. The former are for passenger 
cars and light trucks and the latter for 
heavy passenger cars, taxicabs, trucks 
and buses. Some of the special features 
of the clutches are: Outside stepped 
ring adjustment, spherical equalizing 
stirrup over ball bearings, heavy presser 
plate with ground face, multiple spring 
arrangement to insure uniform pressure 
distribution, positive release, 8 to 1 lever 
ratio, and the release sleeve construction 
to insure lubrication of ball bearings. It 
is made by Merchant & Evans Co., Phil- 
adelphia, Pa. 


Drednaut Truck Jack 


An addition to the jack line of Auto 
Specialties Mfg. Co., St. Joseph, Mich., 
is the No. 25 heavy duty truck jack with 
a lifting capacity of 10,000 lb. The jack 
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Drednaut tire jack 


is of sturdy construction, is easily and 
quickly adjusted and is capable of rais- 
ing 7 in. The weight is 14 Ib. and the 
Price is $8. 


Everyman’s Battery Charger 


Austin-Brandmeier Corp., 365 Broad- 
Way, New York City, make this. The 
Drices are: $18.50, for 2-amp. size; 
$29.50, 6-amp. size. It is a new charger 
for automobile or rado baitteries, that 
tan be attached to the light socket in a 
home. With this apparatus, the battery 
tal be recharged over night. According 
'o the maker, the 6-amp. size costs only 
1% cents per hour and the 2-amp. size, 
% cents per hour for current. A 12-hour 
Charge with the 6-amp. charger will fully 
Telvenate the battery if it is not allowed 





Everyman’s battery charger 


to run completely flat. There are no 
moving parts, no contacts to burn and 
stick and no liquids to slop. It is fin- 
ished in black Japan. 


Dunning Air Compressor 


Dunning Compressor Co., Holmesburg, 
Philadelphia, Pa. Prices of the new 
Dunning Air Compressor are: Air Lead- 
er, belt drive stationary % hp. $232; Air 
Leader, gear drive stationary 14 hp. $220; 
Air Leader, gear drive portable % hp. 
$240. It is designed for medium size 
garages, tire and machine shops; can 
also be used for paint spraying, cleaning 
motors, as well as for a vacuum pump. 
Its large valves admit plenty of air. It 
does not generate heat, the operator be- 
ing able to place his bare hand on the 
cylinders while the compressor is in ac- 
tion. The capacity is 24% ft. The manu- 
facturer is the Dunning Compressor Co., 
Holmeburg, Philadelphia, Pa. 


Bosch Nobattry 


The American Bosch Magneto Corp., 
Springfield, Mass., announced this. Prices 
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Dunning Air compressor 


are: Type BAN, $49.50, type BDN, $30. 
Taking the place of all “B” batteries, 
this device takes current from the elec- 
tric light socket and supplies plate volt- 
age for the vacuum tubes of radio sets. 
It can be used with receiving sets of 
any type, no matter what circuit is em- 
ployed. It will deliver an adjustable 
plate voltage for the detector tube, which 
may be varied from 15 to 50 volts. This 
permits the use of either hard or soft 
detector tubes. There is also a simple 
arrangement for controlling the plate 
voltage for the amplifier tubes. It will 
take care of any set having from 1 to 10 
or even 14 tubes. It is connected to the 
set the same as a “B” battery and the 
plug attached to a lamp socket. There 
are no vacuum tubes used in the Nobattry. 
It makes use of a series of transformers, 
rectifier elements, coils and condensers. 
Two types are made, type BAN for alter- 
nating current and type BDN for direct 
current. 
Autovae 

This is made by Malco Products Corp., 

Bush Terminal, Brooklyn, N. Y., and sells 


for $5. It is an upholstery cleaner oper- 
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Autovac upholstery cleaner 


ated by the vacuum created by the en- 
gine. To install, a suction line of seam- 
less tubing which comes with the outfit 
is inserted in the intake manifold at B 
and is brought from there to the dash 
and fastened to a special nozzle, A, which 
is also furnished. The cleaner itself, 
with a length of rubber tubing, is kept in 
a pocket of the car and is attached to the 
nozzle A when it is to be used. With 
the engine running, a few turns of the 
knurled screw on A and suction is sup- 
plied. Dirt is readily picked up by the 
cleaner C and deposits on D which is a 
chamois bag held out by coiled springs. 
The fine texture of the chamois prevents 
any dirt .reaching the engine. During 
the cleaning the chamois is pulled out 
from time to time and the dirt knocked 
off. It is also claimed that in warm 
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New Products Add to Comfort and Convenience 


weather the engine may be cooled and its 
efficiency increased by a few turns of 
the screw at A, which permits the engine 
to draw in a larger supply of air. 


Elgin Tire Valve Tool 
Pacific Rim Tool Co., 16606 Waterloo 
road, Cleveland, O., produces this tool, 
which sells for $1.25. Known as a 5- 
purpose tool, it renews old valve stems. 
It is especially adaptable for use while 
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Elgin tire valve tool 











on the road as ample room is provided to 
work the tool while the tire is on the 
wheel, between the spokes. A die recuts 
the battered threads on valve stems, thus 
permitting the putting on of a new cap 
to keep dirt out of the valve, and the 
operation is quickly done. 


New Metal Stamping Co. Products 

Particularly designed to carry golf 
clubs, the Totem golf bag carrier is 
quickly fastened to the running board. 
Through adjustment, golf bag and clubs 
are held firmly, no straps being required. 


a 











It is finished in weatherproof nickel, 
ruggedly constructed. It is made by the 
Metal Stamping Co., Long Island City, 
N. Y., and sells for $10. 


The Majestic spring bumper also is 
made by this concern. It is made of 
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nickel plated. They are furnished com. 
plete with bulbs. 


The company also makes a Stop, Taji 
and Back-up Lamp. Three lights are 
combined in one bracket in this installa. 
tion. The lower one is the constant req 





Majestic spring bumper 


heavy oil-tempered spring steel bars 
fastened to tubular ends, and reinforced 
with rugged steel ornamental clips. Its 
broad surface offers maximum protection. 
It is easily and quickly installed, and 
will fit all popular cars. Prices are: 
nickel, $12.50; with fittings, up to $20. 


New U. S. Auto Lamp Products 

A combination stop and tail lamp, 
known as the Pioneer stop and tail lamp, 
model 416, which also combines a license 
plate holder and bracket, was shown. A 
stop switch attached to the brake rod 
operates the stop light in conventional 
style. Metal parts are stamped from 
heavy gage metals and the brackets of 
cold rolled steel are strongly fastened to 
them. The standard finish is black and 


Pioneer stop and tail lamp, model 416 


nickel. Complete parts for installation 
are furnished, including stop switch. This 
lamp is made by the U. S. Auto Lamp 
Mfg. Co., 540 W. Fifty-eighth street, New 
York city, and the price is $4. 


This company also makes the Pioneer 
stop light, model 250, which sells for $2. 
It is constructed to fit over the tail lamp. 
It can be furnished with bracket or with 
special bracket for fender installation or 
it can be supplied with a special bracket 
to fit Ford cars. All parts for installa- 
tion are furnished, including a_ stop 
switch. 


This company also makes the Pioneer 
Safety Lantern, selling for $3.50 a pair. 
It is a running board lantern, one of 
which is placed on each side of the car. 
They are furnished with red and green 
dome lenses so as to serve as a warning 
to drivers approaching from side streets. 
When not in use it may be collapsed. 
Frames are made of heavy gauge glass, 


tail light, the upper right is a stop light, 
which shows red when the brake is ap- 
plied, and the upper left is a backing 
light which shows white when the car 
moves backard. The unit is strongly and 








Pioneer parking lantern, model 325 








compactly built and handsomely finished. 

In addition, the Pioneer parking 
lantern, model 325, priced at $2.50 is 
handled by this company. 


This is for use as a parking lamp and 
a lantern. All metal parts are of brass, 
nickel plated. The lenses are of special 
construction, showing when illuminated, 
a white light in front and red light to 
the rear. It can be furnished on request, 
with green in place of the red color, still 
having the white light showing in front 
and can be had in all red and all greel 
only. The entire lamp is four inches 
high, and therefore takes up small space 
on the fender. It is packed in individual 
cartons, complete with bulb, and whel 
installed all wiring is concealed. 


Leclair-New Era Horn 

New Era Spring & Specialty Co., Grand 
Rapids, Mich., make this horn, the price 
of which is $15. This horn, which repre 
sents a step into a new field by this 
bumper manufacturer, works on the tu 
ing fork principle. A touch of the hor 


button energizes the tuning fork, by the F 


action of make and break points, and! 
distinctive warning note is given out. 


Since there is no motor in the horn the! 


are no revolving parts to wear out and 
no lubrication is required. 
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Many Practical Devices Exhibited at New York 
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Federal Stop Signal 

Federal Pressed Steel Co., 360 No. 
Michigan avenue, Chicago, Ill., are the 
manufacturers and the price is $3.50. It 
is easily installed, being mounted directly 
over the tail light with a clamp, with 
no holes to drill. The two-color lens is 
set in a body of cast aluminum. Its auto- 
matic switch responds instantly to the 
foot pressure on the brake. 


Federal stop signal 


The company also makes the ‘“Feder- 
alite.” The price is $5; extra name 
plate, 30c. It embodies a stop signal, 
tail light and name plate. It is made of 
cast aluminum, the name plate and tail 
light maintaining a steady illumination. 
Name plates are now ready for the fol- 
lowing cars: Buick, Chandler, Cleveland, 
Essex, Hudson, Hupmobile, Maxwell, 
Nash, Oakland, Oldsmobile, Overland and 
Willys-Knight. A ““4-Wheel Brakes” name 
plate can also be had. 


Hercules Shock Absorber 


Made by Ernst Flentje, Cambridge, 
Mass., it is a new model of the well 
known line of oil and air shock absorbers 
made by Flentje. It has a large central 
cylinder containing Flentje oil compound 
and air. A piston working in this cylin- 
der against the oil and air serves to 
cushion the force of the down stroke as 
well as the upthrow of the springs. It 
differs from the rotary shock absorber 
made by the same manufacturer in con- 
struction but is much the same in prin- 
tiple The Hercules model works 
straight up and down and is more com- 
pact. 


Multiple Radiator Shutter 


The Metal Stamping Co., Long Island 
City, N. Y., showed a multiple radi- 
ator shutter for Fords and Chevrolets 
xclusively. The multiple control fea- 
lure provides for scientific regulation of 
the temperature of the cooling system in 
cold weather. The shutter is con- 
‘rolled by a hand-operated plunger at- 
tached to the instrument board and con- 
hected to the shutter by a flexible rust- 
Proof cable. Partial withdrawal of this 
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Multiple radiator shutter 


plunger closes the lower or colder half 
of the radiator before any change is made 
in the upper half. A further pull closes 
the entire shutter, any intermediate posi- 
tion being obtained by motion of the 
plunger. It is installed by four bolts 
through the radiator core, one hole be- 
ing drilled through the instrument board 
for the hand control. The price is $10. 


Ross Steering Gear for Fords 
Ross Gear & Tool Co., Lafayette, Ind., 
announced this as the first steering gear 
for Fords that has been made by -this 
company. The reader may understand 
the principle of functioning by noting 
the sketch. Cam is mounted between ball 





Ross steering gear for Fords 


bearings, which take the thrust and radi- 
al load. In turning, the round stud of 
the lever arm slides smoothly up or 
down, depending on the turning direction 
and the turning is done easily, with a 
minimum of ayaa shock to the driver. 


Lewis Brake Relining Machine 


A brake relining machine which com- 
bines the three operations of locating, 
drilling and countersinking was dis- 
played. Relining with this machine con- 
sists of four operations, renewing the 
heads of the old rivets by shearing flush 
with the brake band, punching out old 
rivets, drilling and countersinking. After 
applying the new lining, locating the 
position for drilling is done by pressing 
down the large lever until the drill 
locator has entered the rivet hole in the 
brake band. Then without moving band, 


press slowly on small pedal until drill 
has reached the proper depth, which is 
controlled by an adjusting screw. The 
machine is five feet high, weighs 310 lbs. 
and is supplied with a standard 110-volt 
alternating current motor, operating 
from the electric light socket. It is made 
by Asch & Co., Inc., New York city. 


Iceless Water Cooler 

A new water cooler which is attached 
to the side of the car by straps and which 
gives a convenient supply of cold water 
for use on long automobile trips, is made 
by Auto Bed Camp Mfg. Co., Kansas City, 
Mo. It is made of imported linen, se- 
curely tailored into a heavy web carried 
with provision made for proper air cir- 
culation. It is held at the top by straps 
and at the two bottom edges by tension 
springs. It holds five gals. of water and 
is handled like a water bucket. Perish- 
able food, such as butter or milk, can be 
placed in a jar in the cooler and kept 
cold. The water in the bag is kept cold 
by the process of evaporation and even 
the hot sun has no effect on its refrigera- 
tion. The price is $6. 


High-Low Bloonjack 


Yellow Jack-It Mfg. Co., 11 So. Des- 
plaines street, Chicago, Ill., make this. 





High-Low jack 
The price is $39; with solid fiber wheels, 


$51. It is designed to handle any car 
with balloon tires. It has a lifting range 
of from 6 in. when lowered to 14% in. at 
its maximum height. Its length is 43% 
in. The handle is 42 in. long. Ratchet 
mechanism is simple and in close quayr- 
ters, such as for cleaning cars or close 
to the wall, it permits raising the load by 
short strokes, holding the handle at any 
angle desired. 


Martin-Parry Country Club Body 


Martin-Parry Corp., York, Pa., make 
this new body for a light chassis which 
is distinctive for its smart lines and 
staunch construction. The 19-in. side 
panels are considerably higher than in 
the previous models, giving it more of a 
passenger car effect. The rear end panel 
(tail gate) is unusually strong and is 
supported in dropped position by two 
leather covered chains. The framework 
and posts are made of tough select 
growth ash and have a natural wood fin- 
ish. The small panels in the sides are 
finished in a rich walnut. Regular equip- 
ment includes pressed steel sun visor, 
windshield wiper, rear view mirror, 
overhead hat rack, saddle pouches on in- 
side of doors, robe strap back of front 
seat, front and rear floor mats, drop cur- 
tains with celluloid lights and self clos- 
ing signalling aperture at driver’s side. 
Upholstery is furnished in either black 
or fancy Spanish tan with drop curtains 
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to match. A new design winter inclosure 
can be furnished as extra equipment. 


Smith Expanded Wheels on Fords 


Smith Wheel, Inc., Syracuse, N. Y., 
showed these as an addition to the Smith 
line of metal wheels. They are for bal- 
loon and standard size tires for Fords, 
and are strong in construction and at- 
tractive in appearance. 


Optimism Popular Note at N. Y. 
Jubilee 
(Continued from page 11) 

closed cars and still not impose a pro- 
hibitive price upon it, the industry has 
increased its production of this popular 
model until today, under one name or 
another, nearly 50 per cent of the manu- 
facturers are supplying coach-type mod- 
els. It is interesting to note that out of 
26 manufacturers building this model 18 
call them coaches while the other eight 
call them by various names such as 
broughams, coach-broughams, _  club- 
coupes, two-door sedans, etc. 

The building of coach-type models can 
also be attributed to the factorys’ inclina- 
tion to lend the dealer all of the assist- 
ance which is possible. By placing this 
low-price closed car in the hands of its 
dealers the factories aré removing one 
more serious form of sales resistance 
which has arisen from the turn of public 
favor from the open to the closed car. 

Several manufacturers who have here- 
tofore built but one chassis model showed 
additional models for the coming year. 
Realization that the dealer must be able 
to operate in more than one price-class if 
he is to enjoy a healthy volume has been 
responsible for this. It is believed to be 
better for factory and dealer alike if the 
dealer is able to centralize all his selling 
efforts upon one make of car, and if the 
maker supplies but one price-class the 
dealer must necessarily look to another 
manufacturer to fill those price-classes 
in which the dealer intuitively feels he 
will realize good sales. 

But factories are not relying merely 
upon the building of two or three dif- 
ferent models to gain for them the ex- 
clusive handling of their line by dealers. 
They are going a step farther. More 
lenient contracts are being written and 
the needs and desires of the dealer are 
being taken more and more into con- 
sideration. Long-term delivery schedules 
are a thing of the past and the small 
dealer will find that he is able to con- 
centrate on the sale of automobiles with- 
out being called upon to give half of his 
time and thought to the worry of financ- 
ing unsold shipments. 

Great thought has been given by the 
manufacturers to the perfection of co- 
operative finance plans. With the increas- 
ingly keen competition it is recognized 
that finance of sales, both wholesale and 
retail, can be made either the stepping 
stone or the stumbling block of the 
dealers. Not only is this true of the 
charges incorporated in the plans but it 
is also true of the method with which 
the dealer attempts to sell time pay- 
ments. 

The dealer must be schooled in the 
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New Models Exhibited at the New 
York Show 








New Studebaker 6-cylinder coach which was on display for the first time at the 
New York show held Jan. 2-10 


The new Cleveland coach, a five-passenger car selling for $1295. This was shown 
for the first time at the recent New York show 
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proper method of selling the car itself, 

It is the old story of the bundle of 
sticks. The factory and dealer who stand 
together will be just twice as strong as 
either who attempts to stand alone. This 


healthy co-operation is very much in evi- 
dence for the year 1925. 

It will make it a mighty good dealer 
year, and a good dealer year means 4 
good factory year. 
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Letters tothe Eaitor 
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About Replacement Parts Discount 


To the Editor of Motor AcE: 

In a news item from Detroit in a recent issue of Motor AGE 
the fact is mentioned that “factories are beginning to feel used 
parts retailing,” which goes on to mention that the sale of 
ysed parts is increasing throughout the country. 

This again brings to my mind the fact that I have always 
thought of when I see an advertisement of some automobile 


manufacturer, or unit manufacturer, urging the use of only . 


genuine parts, namely, why don’t these manufacturers give 
repair shops some inducement to use genuine parts by giving a 
trade discount to repair shops? To be sure, a service station 
that is an agent for a certain make of car obtains a discount, 
but how about the thousands of independent repair shops? Are 
they not entitled to some trade discount the same as in any 
other line of business? I do not mean necessarily they should 
obtain the same discount as an agency does, but I do believe 
that they should receive a 10 per cent discount. 

It is true that a few manufacturers give a trade discount, but 
they are in the minority. 

The manufacturer is in business to sell automobiles and keep 
the car owner satisfied with his make of car so that when the 
owner is in the market again for an automobile he will again 
buy that make of car. The independent service stations are 
striving to keep car owners satisfied with the cars that they 
have purchased by giving good service and making repairs 
properly. Why not encourage them by giving them some in- 
ducement to use genuine parts? 

As I consider Motor AcE the leading trade paper in our in- 
dustry I would like to see this matter mentioned on your edi- 
torial page the same as you have taken up other matters, 
asking for opinions, and hear both sides of the question. 

Yours very truly, 
MILLER, HICKS & HEWITT, INC. 
R. V. G. MILLER, President. 


Thinks Balloon Tires Improve Car 


To the Editor of Motor AcE: & % 


» 


Balloon tires ate heralded as effecting great improvements 
in the comfort of light cars, in some instances they are almost 
considered to be necessities, and it is from the light car point 
of view that most of your correspondents write. 

Many pros and cons are discussed, but I believe that anyone 
who has had actual experience with the best types of balloon 
tires will swallow all the theoretical “cons” with a gulp, and 
try to forget them. 

I have lately run some very considerable distances on Dunlop 
balloon tires fitted to a car which is beyond the light car class 
(a 1925 model 16 h.p. Cubitt), which is exceptionally com- 
fortably sprung, so much so, in fact, that the necessity theo- 
retically of departing from normal high-pressure tires Was not 
thought to exist. 

Road experience with balloon tires, however, has proved 
beyond any question of doubt that even the best sprung cars 
are improved with balloon tires and the improvement is under 
the three heads of comfort, braking power, and cornering. I 
can imagine that there may be great differences between the 
behavior of various types and designs of balloon tires but, so 
far, using the broad-base straight-side Dunlops as now fitted 
48 normal equipment to 1925 Cubitt cars, I have not yet run 
Up against any set of conditions where the balloon tire has 
shown any disadvantages with the one single exception that 
When the car is standing the steering wheels are harder to turn 





%& 





than with high-pressure tires. Once under way the steering 
is actually better than with any previous car of the type I use 
but as the new Cubitt steering is improved and very good I am 
not able to allocate exactly between the steering and the tires 
the proportions of merit. 

Anyway, it is clearly proved that with correct steering design 
balloon tires do not impose any appreciable handicap on ease 
of handling. Yours faithfully, 

For CUBITTS’ ENGINEERING CO., LTD., London, England. 

ERNEST H. ARNOTT, General Sales Manager. 


Let’s All Say “Let’s Go!” 
To the Editor of Motor AcE: 


Perhaps the most depressing word to this industry-on-wheels 
is “depression.” So we won’t think about it. Let us say that 
someone slipped something into our coffee and we are just 
beginning to recover from the ill effects. 

We seem to be at that early morning stage when you roll 
over to squint at the clock and decide to take five or ten 
minutes more. 

When we hold a mental enlarging glass over Time and con- 
vert an hour into a year, it means that five or ten minutes 
become one or two months. Are we going to take extra five or 
ten minutes or shall we rub the sleep out of our eyes and 
get going—NOW. 

It is in this way that we view the present conditions in the 
automobile industry and our president, Mr. C. B. Smith, has 
suggested as pertinent to the situation, the terse phrase “LET’S 
GO.” 

In our advertising efforts we are adopting this slogan as our 
key-note and knowing what a great automotive influence your 


publications have, we are asking your editorial co-operation 
in waking up the industry to the fact that they are in the 


“Watch-the-clock” period and should go after business NOW 
rather than wait for a spring boom. 
LET’S GO. 
Yours very truly, 
STEWART-WARNER SPEEDOMETER CORP., 
G. McCulloch, 
Advertising Manager. 


: © Oiling Plan 


Wichita, Kansas. 






Wants Sprin 


To the Editor of Motor Ace: 

Have been a subscriber of Motor AcE eleven years now and 
just can’t get along without it. While as a marine engineer for 
eight years I was in China and other parts of the world and 
always waiting for Motor Ace to come. Have a complete file 
since 1920, but have some copies and data sheets from back to 
1913. 

I have not my file here now, but I think there was a good 
answer to, “That Garage in Town of 500” in a number last 
spring. It referred to a place in Kentucky, I think, which 
called and delivered cars and had an excellent business, because 
it had trained mechanics and proper equipment. Wish I had 
my file to give you exact copy. In the last copy was an answer 
from a reader to editor, “Twelve Miles From a Large City.” 
Would this reader kindly inform us his method of oiling springs 
as he states in 15 minutes for 50 cents? 

Can’t say too much for Motor Ace and could read a copy 
every day if printed. 

Yours truly, 
A Reader 
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MOTOR STAGE SERVICE FOR SAHARA DESERT. 
It is to cover a distance of 1,671 miles from Colombo 
Bechar, to Timbuctoo and Niamey and will be run by the 
Citroen Transafrican Co., which planned to inaugurate 
it Jan. |. The pictures show a type of vehicle which will 
be used and a model of the kind of hotel which will 
be built at different points. 





SMALLEST AUTOMOBILE IN WORLD. It is a 

TRAVELING IN COMFORT. Type of White bus in service of the Spokane, l-cyl. affair and is to be driven on a complete 

Portland & Seattle Ry. It is believed to be the first bus installation by a trip around France. It has electric lighting and 
steam road starting equipment 
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DAY AND NIGHT SERVICE. Camp life with the automobile in Glacier National Park has become commonplace in the last few ye@'$ 
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OUT IN THE OPEN. Here’is perfectly legitimate sales talk to offset the restraining 
influence of city congestion. A few years ago scenes like these were unknown wilds; 





ANOTHER DESERT TRAVELER. The 

veteran Big Six Studebaker on the Mojave 

*sert near Barstow, Cal., on its way from 
Los Angeles to New York 


ne BEGINNING AND END OF THE 
WINDING TRAIL. Showing the start and 
hnish of ascent of Ralph Mulford, noted 
Pe driver, of Mt. Diablo, in a stock model 
925 Cleveland Six. He made a world’s 
speed record for the distance of 11.6 miles 
'o the top in 22 minutes 36 3/5 seconds 








now the motoring public can penetrate 

the silent places to its heart’s content. 

The scenes are on the Colorado Springs- 

Cripple Creek highway and the North 

Cheyenne Canyon road, made from an old 
railway roadbed 
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Must Use Ordinary Care 


Q.—A has a touring car and broke the 
driveshaft between the pinion and the 
large ball-bearing. He had car towed 
home and the axle housing had to be 
replaced because the pinion, rolling in the 
housing while towing, cut same and also 
sprung it. A took the axle apart at his 
home and tried to drive the driveshaft out 
with a hammer. After several attempts 
at pounding he brought it to us for the 
repair. We then took it out the proper 
way and the adjusting sleeve came out 
hard. We put the new shaft in the hous- 
ing and when we had the sleeve in about 
% of the way, it seized and could not 
be turned either way. Same was cleaned 
properly before we turned the sleeve in 
and inasmuch as it could not be turned 
we sawed the housing open at the owner's 
consent to save the sleeve. 

A now claims that we should pay for 
the new housing because we did not file 
the adjusting sleeve smaller before we 
installed it. Are we obliged to pay for 
same taking all the above facts into con- 
sideration? Are there any definite rules 
regarding parts a mechanic breaks that 
must be paid by same?—A Reader. 

Regarding the repair of the car, the 
fundamental principle of law is this: As 
a repairman you are held to exercise 
that degree of skill in the repairing of 
cars that an ordinarly prudent repair- 
man skilled in the same line of work in 
your community would exercise. You are, 
then, not held to exercise a high degree 
of skill. The ordinary skill of the 
ordinary workmen is the standard you 
must reach to escape the charge of neg- 
ligent work. Then the question is, did 
you, in repairing the car, do what any 
other repairman possessing ordinary skill 
would have done? If so, you are not 
liable for the results, unless you so con- 
tracted, or guaranteed results. Now, 
whether you should pay for the new 
housing because you did not file the ad- 
justing sleeve smaller is a question of 
whether an ordinarily skilled mechanic 
would have done as you did. 


No, there are no definite rules regard- 
ing parts a mechanic breaks. If he con- 
tracts to repair for a specified price, he 
is held to his contract in that regard. 
And in cases of losses as presented where 
the defect is hidden or not within the 
knowledge of the contracting parties, a 
loss resulting from the job of repairing 
as indicated, the burden would be upon 
the repairman to show he was not neg- 
ligent. This is the reverse of the ordinary 
case of negligence. 


CHANGE IN FIRING ORDER 
INVOLVED 


Q.—Can the Cadillac crankshaft be in- 
stalled in a four-cylinder engine with a 
noticeable improvement in smoothness? 
If not the crankshaft complete, can the 
principle be used?—Jack Bennett, Adams- 
ton, W. Va. 


The Cadillac crankshaft cannot be 
practically installed on a four-cylinder 
engine as it would involve a change in 
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The Readers’ Clearing House 


HIS department is conducted to 

assist dealers and maintenance 
station executives in the solution of 
their problems. 


All questions are answered direct by 
letter, so the name and address should 
be given in full. This saves wait 
for the answer to be published, whi 
sometimes eccurs several weeks late, 
depending upon the space available. 


Readers’ names will not be pub- 
lished with articles, if a request to 
this effect is received with the letter. 

Inquiries not of general interest 
will be answered by personal letter 
only. Emergency questions will be 
replied to by letter or telegram. 

Also state whether a permanent file 
of MOTOR AGE is kept, for many 
times inquiries of an nature 
have been made and these are 
answered by reference to previous 
issues. 


Addresses of business firms will not 
be published in this department but 
will be supplied by letter. 


Technical questions answered by 
B. M. Ikert, P. L. Dumas and A. H. 
Packer; Legal, by Wellington Gustin; 
Paint, by G. King Franklin; Archi- 
tectural, by Tom Wilder; Tires, by a 
Practical Tire Man; General Business 
questions, by MOTOR AGE organiza- 


tion in conference. 

















the firing order which would give rise 
to an unbalanced rocking couple which 
could not be neutralized. 


The principle of the Cadillac crank- 
shaft is not applicable to four-cylinder 
engines as far as we know, as the idea 
is based on the effect and direction of 
unbalanced primary inertia forces exist- 
ing in a Vee type eight-cylinder engine 
with two plane shaft, in which case, 
it is claimed by the manufacturers of the 
Cadillac car, are combined to form a 
pair of rotating couples in planes at 
right angles to each other. It is claimed 
that these unbalanced primary forces are 
in this case practically constant in mag- 
nitude so that it is possible to neutralize 
them by means of counter weights prop- 
erly placed on the crankshaft. In a four- 
cylinder vertical engine using a shaft 
such as the Cadillac the unbalanced 
primary inertia forces not being at right 
angles to each other could not be prac- 
tically neutralized. 

The Lanchester Harmonic balancer is 
the only device in general use today that 
can be used to counteract the secondary 
unbalanced forces present in a four-cyl- 
inder one plane crankshaft. 
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Ons CArsuers on Deals Poblon 


The Status of a Patent 


Q.—I have on file at Washington an 
application for patent on a signal light, 
which to those who have seen it looks 
exceptionally practical. Please advise 
whether it is considered good policy to 
begin marketing an article before the 
patent is granted, provided the prelim- 
inary examination shows nothing con- 
flicting.—A Reader. 

There is nothing to prevent your pro- 
ceding to manufacture and sell your de- 
vice while application for patent is 
pending. Whether your device is patent- 
able or not it might prove to be a com- 
mercial success, and after all that is the 
test even of the value of a patent. The 
device might prove to be no infringement, 
though not patentable, as a mere im- 
provement in the art. But here is the 
hazard you must face. Should it turn 
out that your device is not patentable, 
or even, if so, should it be found that 
you were infringeing on another patent, 
and the owner of the patent infringed 
brought suit, he would be able to recover 
the profits you have made in the mean- 
time after an accounting of profits were 
had. Even a patent does not prevent 
another bringing suit for infringement of 
his own, and if he should win, all the 
profits of manufacture and sale are de- 
creed to the winning party. So, even 
patents are not conclusive except where 
the courts have declared them valid. Of 
course, whether you should proceed is 
a matter of sound business judgment and 
not a matter of any .established rule or 
policy. ; 


WANTS TO CHANGE ENGINES 

Q.—Is it possible to install a 1924-45 
Buick engine in a model 23-45 Buick 
chassis, Also the same change with ref- 
erence to transmission. 

The following information with regard 
to the above has been received from the 
Sales Department of the Buick Motor Com- 
pany. “A 1924 six-cylinder engine may 
be installed in the 23-45 Buick chassis. 
This may be done, however, only by pro- 
viding some special brackets for support- 
ing the engine arms on the frame. It is 
also necessary to provide some change 
in the dash as the rear end of the 1924 
engine will strike the dash in placing 
same on the frame.” 


2.—Could you give me some idea of the 
probable cost to make such a change and 
the necessary labor, parts, etc., to make the 
installation—The Park Garage, White 
Hall, Ill. 


“While the change could, of course, be 
made, we would be unable to give you 
any figures as to the probable cost.” 
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New Salesroom to Complete a Group 


Q.—I notice on page 27 of the December 
jth isue where you have made a plan 
for a subscriber of a size as I wish to 


puild. So I kindly ask you for a plan 
for building as per sketch enclosed. I 
want to build as cheap as possible, but 
substantial of either concrete or tile. I 


would prefer three steel trusses to carry 
the roof, like the plan referred to. I 
would use shiplap for roofing and cover 
with tin. I employ a tinner and can do 
this myself. The ground is 51 feet wide 
and 150 feet long and is an inside lot 
and must therefore be arranged for light 
from front and rear and possibly sky- 
lights. The building is to be used prin- 
cipally for showroom for new cars and 
second hand cars that are for sale. Might 
use S. E. corner for charging and repair- 
ing batteries. A space some 12 feet along 
the west side to be for a driveway to 
make it convenient to connect with my 
store across the alley to the south. This 
will leave 39 feet front to make a show- 
room with plate glass. A portion of this 
space to be used for displaying accessories 
and parts and the balance for automobiles. 
An awning of sheet iron to be rung over 
the doors and plate glass and prism glass 
for light, above that. Please.arrange the 
doors for the front as you deem best and 
also the style of the front so while not 
fancy still it will have a pleasant ap- 
pearance. This building is to join a 
garage which I have to the west and 
which is of similar size, but built of sheet 
iron. On account of fire protection I pre- 
fer to make the new building a separate 
building. —H. P. Schaefer, Schulenburg, 
Texas, 


We have made our layout substantially 
as you requested with the passageway 
straight through the building on the west 
side and the showroom for cars and 
accessories in the northeast corner. We 
would think it more advisable if you 
intend to use the back part of this build- 
ing for second-hand car showroom to 
eliminate the battery room entirely; the 
whole building being otherwise devoted 
to sales, it is rather incongruous to mix 
in this small amount of service. 


If there is much traffic through this 
passageway it would be advisable, we 
believe, to run the partition the full 
length of the building dividing the pass- 
ageway off from the two showrooms. 
Then again if you do this it would be 
rather foolish to enclose this passage- 
way, or, in other words, roof it over 
when it might be kept in the form of 
a1 open alley making the building much 
cheaper to construct. 

There is not much choice between the 
cement blocks and hollow tile as building 
material, it being mainly a question of 
Which can be obtained the cheaper. A 
Wall built of either material should be 
reinforced where heavy trusses are sup- 
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A new front like this would improve the old building and bind the two together 


ported. Our sketch elevation should make 
you a very nice looking front of stucco 
either of the cement blocks or hollow 
tile. We would sugest however, that if 
you use anything of this sort your other 
building should be treated in a like man- 
ner so that they will all apepar as one, 
thus being better looking and at the same 
time making a bigger splash on the hori- 
zon. The front of your old building need 
not necessarily be rebuilt, but the sheet 
iron might be taken off and metal lath 
and stucco added. 

CLEARANCE FOR RELAPPED PISTONS 

Q.—We lapped oversize pistons in a 1914 
Ford motor without taking the motor out 
and then ran the car about 400 miles. 
We then took out the motor and put in 
new rear main bearing cap and camshaft 
bearings and timing gears. After replac- 
ing the motor we ran the car about 200 
miles when the skirts on the three rear 
pistons began sticking and we had to 
relap them in again. We have checked 
the oil line and rings and find them o. k. 
The car has been running all right since— 
S. A. Nitcher, Nitcher’s Garage, Republic, 
Kansas. 

You do not say how much clearance 
you gave the pistons when you lapped 
them in in the first place. It is possible 
that you had only .001 inch or .002 inch 
clearance in which case you would prob- 
ably have trouble due to the pistons ex- 
panding when the engine gets hot. The 
general rule for cast iron pistons is that 
you need .001 inch clearance for each 
inch of diameter. This means that on a 
Ford engine jyvou should have between 
.003 inches and .004 inches clearance at 
the piston skirt. When you relapped the 
pistons the second time you probably re- 
moved enough material so as to get the 
proper clearance. 


Heat Causes Growth 


Q.—After a medium cast iron piston has 
been subjected to a high degree of heat 
for several hours, and trued up, will it 
shrink to its original size?—H. C. Taylor, 
Box 107, Enid, Okla. 

We are of the impression that pistons 
subjected to heat for several hours and 
allowed to cool will grow rather than 
shrink to its original size. From time 
to time there has appeared in Motor AGE 
experiences of readers who have experi- 
mented with this phenomenon in an ef- 
fort to enlarge pistons so as to do away 
with piston slap without installing new 
ones. We do not have any personal ex- 
perience, but can only state that three 
or four of our subscribers stated that 
they have been successful in growing 
as much as .004 in. the diameter of a 
3% inch piston. 


—_—s 


ABOUT RACING ENGINES 


Q.—How large an engine do they allow 
to be used in a race car in professional 
races and what bore and stroke and how 
many cylinders? 


There are no limitations as regards tu 
bore and stroke except that the cubical 
contents of the engines raced under the 
ausipces of the A. A. A. cannot exceed 
122 inches. The majority of the 122 inch 
cars now being raced’ are eight-cylinder 
engines. 


2.—How large is the Wisconsin special 
race Car?—Roy A. Gillstrap, Route No 4, 
Box No. 20, Lansford, N. Dak. 


Well over 600 cubic inches. 











Architectural Service 
N giving architectural advice, MOTOR AGE 
tims to assist its readers in their problems of 
Planning, building and equipping, maintenance 
“ations, garages, dealers’ establishments, shops, 
stations, and in fact, any building neces- 
“TY to automotive activity. 


ee 


When making request for assistance, please see 
that we have all the data necessary to an intelli- 
gent handling of the job. Among other things, 
we need such information as follows: 

Rough pencil sketch showing size and shape of 
plot and its relation to streets and alleys. 


What departments are to be operated and how 
large it is expected to be. 

Number of cars on sales floor. 

Number of cars it is expected to garage. 

Number of men employed in repair shop. 

How much of an accessory department is antici- 
pated. 
































































28 


The Readers 


MOTOR AGE 


January 15, 1995 


Clearing House 





Operating Magnetizer 
From Tungar 
Rectifier 


Q.—Will a Tungar charger operate a 
set of remagnetizing coils and if so how 
much wire will be required and what size 
and what is the best material for the 
cores?—L. M. Stall, 610 S. Tryon street, 
Charlotte, N. C. 


On page 48 of the April 3, 1924, issue 
of Motor AGE we had drawing showing 
method of making a magnetizer for re- 
charging magneto niagnets. This mag- 
netizer was designed to operate on either 
a six or twelve-volt battery. On the 
12-volt battery it would be much stronger, 
but would tend to overheat if left con- 
nected for any length of time. We believe 
that it would be best to use a magnetizer 
of this sort in connection with a battery 
and then use the Tungar charger for the 
purpose of recharging the battery rather 
than trying to connect the magnetizer 
directly to the Tungar charger. The 
method you suggest would doubtless work 
providing the Tungar charger or rectifier 
were adjusted to give exactly the right 
current required by the resistance of the 
magnetizer winding, but we believe it 
would be safer to use the battery and 
then recharge it whenever necessary. 


CLUTCH MAINTENANCE ON 
WESTCOTT 

Q.—Will you please send me diagram 
showing adjustment of clutch in Westcott 
model 48?—Illinois Subscriber. 

To adjust the clutch first disengag 
same with the foot lever. Loosen both 
slot bolts A and shift either of them 
clockwise about one-half inch. Let in the 
clutch and if.the opening at B is less 
than 115/16 inches, throw out again and 
tap either slot bolt back (anti-clockwise) 
far enough to open space at B to full 
115/16 inches. The adjustment A also 
adjusts the foot pedal and when the 
clutch slips it is usually due to the clutch 
pedal striking against the underside of 
the foot board. When adjusting the 
clutch see that there is % inch clearance 
between pedal and foot board, for wear- 
in. The adjustment A must always be 
used to either increase or decrease this 
space B. When the clutch is engaged 
if the space between these places is 
more than 1 15/16 in. the throwout move- 
ment will be too short, for a clear re- 
lease. When bolts A reach the last end 
of cover slot due to repeated adjustments, 
screw them out of their mounting holes 
and set them back into repeat holes ex- 
posed near first end of slot, thus doubling 
the range of adjustment. If for any 
reason the clutch is to be taken apart, 
first punch remounting line up marks 


work properly if cover is shifted in re- 
mounting. In taking the clutch apart 
first draw out same and lock out the 
spring by placing a space block 1% in. 
high and 4 in. long between the cover 
and throwout yolk at E. The asbestos 
mats have no adjustment and require no 
attention whatsoever. If the car is to 
be stored for any length of time lock 
out the clutch pedal with a stick to pre- 
vent it from becoming set. This clutch 
is a single plate driven disc type and 
requires very little lubrication. To clean 
out the clutch remove the adjusting screw 
A and pour in one-half pint of kerosene 
replacing screw A. Then start the motor 
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Regular shop specifications pertaining 
to Borg & Beck clutch 


and let it run slowly for one-quarter 
hour. While motor is running put the 
clutch pedal in and out a few times to 
allow kerosene to wash off the driving 
discs. Remove the screw A and turn 
the motor over until A is at the bottom 
position. Jack up the front of car so 
that the front wheels will be in a higher 
position than the rear. Let the clutch 
drain over night before putting car into 
operation again. If the clutch drags re- 
move the adjusting screw A and squirt 
a little oil into the clutch. Just enough 
oil to moisten the asbestos mat should 
be used. Too much oil will cause the 


on cover and casing as clutch will not clutch to slip until oil is burned out. 
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Subscriber’s Method of 
Taking Up End Play 
in Ford Crankshaft 


Q.—Answering a subscriber’s quei:y on 
page 28 of the Oot. 9, 1924, issue of Moror 
Ace will say our method of taking up end 
play in a Ford crankshaft is as follows: 
With flange of crankshaft clamped in vise 
run a hack saw cut around the shaft as 
close as possible to the timing gears the 
depth of shoulder at this place. Back off 
the timing gear and file off the thin rim 
remaining. This allows the timing gear 
to go on the shaft farther which pulls 
the flange tight against upper part of the 
bearing as well as the bearing cap. With 
this method it is not necessary to replace 
the old bearing cap with a new one— 
Another Subscriber. 

This method is doubtless effectual, but 
it would seem a question to us as to 
whether it is easier than installing a 
new bearing cap. Of course if a bearing 
cap is installed it is necessary to see 
that it fits the shaft properly and this 
is probably the point at which the method 
suggested might have an advantage. In 
general however, it is advisable to adhere 
to the construction employed in the de- 
sign of the car. 


ANOTHER TRY AT A HARD PROBLEM 

I noticed in a recent issue of Motor Acer 
in the Clearing House section where the 
Wisconsin subscriber was having trouble 
with a Ford which would miss when the 
timer was advanced to a certain position. 
I once saw a similar condition where one 
of the bolts which holds the crankcase 
to the cylinder block has been put in the 
wrong way so that the head of the bolt 
grounded one of the timer terminals when 
the spark was advanced.—T. A. Hunter, 
Depot Garage, Westphalia, Indiana. 

This condition would of course cause 
the car to fire continuously on one cyl- 
inder which would produce trouble. In 
the question as originally stated however, 
on page 27 on the October 30, 1924, issue 
of Motor AcE the subscriber stated that 
operation was all right in the battery 
position of the switch and that the 
trouble showed up only when the switch 
was turned to the magneto side. Trouble 
due to bolts being put in the wrong way 
would affect both the battery and mag- 
neto position of the switch. 


ENGINE DOESN’T HIT EVENLY 


Q.—I am having trouble with a 1921 
Overland four. When I speed up to 20 
miles per hour and let the gas up at once 
it buckles, when the car shoves the en- 
gine. Have used a new drive shaft and 
new universal ball housing, a new main 
drive shaft and none seem to help much. 
I would like to have some information 
through the Readers’ Clearing House.—A 
Reader. 


Your trouble is due to the fact that 
the engine is not hitting evenly at the 
time that it is decelerated. We would 
suggest that you take the car to an 
authorized Overland service station and 
have them carefully inspect the spacing 
of the interrupter points, the spark plug 
points and the carbureter adjustment. 
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Adjustments of Star 
Carbureter 


Q.—I have been a subscriber of your 
magazine for many years and know this 
question has been answered before but 
am unable to find the old copy. I desire 
information on the early models of the 
Star car with regard to the carbureter. 
What was the exact size of the idling jet 
used in the carbureter on these cars and 
is it advisable to ream same? If so, to 
what size? Would it be possible for you 
to give serial numbers on the last cars 
in which the smaller jet was installed? 
—K. K. Kirpatrick, Pomona, Calif. 

The cars on which the small jet was 
permissible were first tested with a hot 
air pipe which choked off a certain 
amount of air and made the smaller main 
gas passage permissible. These hot air 
tubes were on the early model Star cars, 
put the later models were sent out with- 
out them. You can accordingly tell 
whether the carbureter needs to have the 
gas passage drilled out by seeing whether 
the hot air tube is used or not. Another 
symptom is that it is difficult to get the 
cars to operate with the choke fully 
opened. The illustration shown gives in- 
formation for drilling. The original hole 
was drilled with a No. 56 drill and if 
this is drilled out with a No. 54 drill it 
will be found that the carbureter operates 
as it should. Instructions for adjusting 
the carbureter are as follows: The 
Tillotson Model MD 1-D is especially 
designed for the Star engine. It is a 
plain tube carbureter with air bleed main 
nozzle, accelerating well and by-pass for 
idling. The upper cross holes and main 
nozzle 0779 admit air above the level of 
gasoline and thin out the mixture at 
ordinary speeds to give maximum 
economy. The lower cross holes fill the 
accelerating well and empty it when 
throttle is opened quickly. The needle 
valve regulates the flow of fuel to the 
main nozzle. The approximate setting is 
24% turns open. To adjust, open throttle 
1/3 on quadrant, retard spark, adjust 
needle valve until engine runs freest, 
then cut off 4% to % turn which should 
give you best performance. The by-pass 
needle 0672 regulates the air for idling; 


the approximate setting is 1144 turns open. 
The position of the butterfly to give re- 
quired speed is determined by screw 054 
which should be adjusted at the same 
time as by-pass valve. The system as 
installed is designed for gasoline fuel 
only, when using other fuel secure in- 
structions from Tillotson Manufacturing 
Company or authorized service station. 


UNDERSIZED OR CORRODED OIL 
PUMP DRIVESHAFT WOULD 
CAUSE TROUBLE 





Q.—We are having trouble with a Chev- 
rolet F. B. oil pump. Same draws oil 
through the packing nut. If we repack 
same it will still pump zero oil up to 
ten on the gauge, but after driving the 
car about 25 miles the pressure will drop 
to zero. The housing seems O. K. and new 
gears have been installed. Is it possi- 
ble that the generator bearings are worn 
too much and that the shaft driving the 
gear vibrates thereby letting air through? 
Would a sprung shaft cause such trouble? 
Any information for the above question 
will be appreciated.—V. C. Stoltenberg, R. 
No., Manitowoc, Wis. 

An undersized or corroded oil pump 
driveshaft would cause the trouble you 
speak of. We would suggest that the 
pump be removed and that the pump 
gears and the shaft driving them be 
very carefully examined as regard diam- 
eter especially at the point where the 
packing makes contact with it. It is 
also advisable to check the clearance be- 
tween ends of the gear and the housing 
and the up and down clearance of gears 
in the housing against the repair stand- 
ard chart printed in the Winter Service 
Issue of Motor AGE. 

If you wish to determine exactly the 
cause of the trouble and have sufficient 
time, you could remove the pump and 
drive it from an outside source for an 
hour or so and note whether or not the 
pressure drops. If the pressure did not 
drop it would indicate that the trouble 
was due to vibration of the shaft due 
to wear or a bend in it. 


How to Make a Car Start 
Easily in Winter 


Q.—Could you advise us what to do in 
order to have a Ford truck start easily 
in winter. Is there anything we can use 
on the intake manifold or carbureter to 
make it easy to start except a blow torch 
as we would like something that is safe 
and not easy to explode.—R. T. Richard- 
son, Hardyville, Ky. 


It might be well to check up the igni- 
tion coils and have them tested at an 
authorized Ford service station to make 
sure that the spark is good. Then the 
spark plugs should be checked to see 
that the gap is right and the engine 
should be turned slowly by hand with 
the spark plugs removed to see that the 
coils give a shower of sparks continu- 
ously while the timer roller is in contact 
with a segment. 

When you know the ignition is in good 
shape you can warm up the intake mani- 
fold with hot water more easily and more 
safely than with a blow torch, if you 
wish to use home-made methods. On 
the other hand an electrical heater will 
work very well if you have current in 
the garage. Another way to secure easy 
starting is to install a primer which will 
inject gasoline vapor into the cylinders 
or at least into the intake manifold. An- 
other thing which facilitates starting in 
cold weather is to leave the emergency 
brake lever in the forward position when 
the car is left over night. This allows 
the clutch plates to be tight together and 
then in the morning when the lever is 
pulled up the plates pull apart. If this 
is not done there is a tendency for the 
oil to congeal between the plates and 
cause the clutch to drag. If the clutch 
does drag badly it is possible to get 
started by jacking up one rear wheel and 
blocking the other wheel so that the car 
does not roll off the jack. The engine 
can then be started easily for the wheel 
which is off of the ground will turn in 
case the clutch is not perfectly free. 
After the engine has been started and 
has warmed up a bit the brake pedal 
can be operated to stop the lifted wheel 
from spinning. 
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Tillotson carbureter used on Star 









































































































































































































































































































































































































































30 


MOTOR AGE 





January 15, 1925 





The Readers’ Clearing Hous 


Starter, Ignition, Gear Shifts and Valves 


Q.—We have had a Remy starting motor 
on a 1924 Chevrolet that failed to start 
the engine at times. When the engine 
was turned over by hand a small amount 
the starter would take hold and work all 
right. Upon examination it was found 
that the commutator was burned under 
the brushes in two spots. This is a Remy 
starter model 711B, serial No. 447399 and 
was evidently designed as a four pole 
machine with four brushes, but only two 
poles have windings on them and only 
two brushes have been installed, although 
places are provided for installing four 
brushes. <A sketch is enclosed showing 
commutator end of machine. Give your 
idea of why the commutator burns and 
why the machine was put out in this 
condition, as it evidently came from the 
factory as it is. When we turned down 
the commutator and seated the brushes 
it worked fine, but soon burned again. 

The burnt condition at two points on 
the commutator shows an open circuit. 
This means that at one or more of the 
commutator bars the heavy coil is not 
well soldered. As it is very difficult to 
test a starting motor armature for open 
circuits it is better to resolder all of the 
coils into the commutator bars. Of course 
you may be able to tell by the location 
of the burnt spot and also by the ap- 
pearance of the soldered connection, 
which ones need attention. The design 
of the starting motor as you describe it 
is O. K. This machine is a four pole ma- 
chine where only two poles have wind- 
ings on them and the other two poles 
are known as consequent poles. This is 
merely a matter of convenience in con- 
struction and works just as well as if 
the winding were divided into four parts 
with a coil on each pole. It is also 
permissible to have only two brushes in 
a four pole machine, these brushes being 
set at 90 degrees from each other. You 
will doubtless find the operation satisfac- 
tory after you solder the commutator. 
The sketch which you sent indicates that 
the end bracket has holes drilled for 
the installation of additional brushes. 
This is possibly for production reasons 
and it is likely that the same end bracket 
is used on another type of starting motor. 


Current Flows in Primary Winding of Coil 


2.—Is the current delivered by an in- 
duction coil direct or alternating current? 
Take the case of a Ford equipped with 
battery and magneto switch to the coils. 
You switch to battery to start and get 
direct current from the battery to coil. Is 
the high tension current alternating or 
direct? Then you switch over onto the 
magneto and get alternating current from 
the magneto. Is the high tension current 
alternating or direct? Does it make any 
change in the high tension current 
whether the source of low tension current 
is direct or alternating? Please answer 
fully. 


Taking the case of the Ford ignition 
coil when the switch is turned on and 
the timer makes contact, current from 
the battery flows in the primary winding 
of the coil and causes a certain condi- 
tion of magnetism in the iron core. When 


the magnetism is sufficient so that the 
vibrating points pull apart, then the mag- 
netism dies down suddenly producing a 
high tension spark. This action is re- 
peated continually. As the battery polar- 
ity does not change and as the magnetism 
in the coil is always in the same direc- 
tion the high tension spark will always 
have the same polarity, that is, while 
the engine is operating in the battery 
position. In the magneto position how- 
ever, we have four half waves from alter- 
nating current while the magneto is in 
contact with a single segment. This 
means that while the alternating cur- 
rent is flowing in one direction that the 
spark from the coil will have a certain 
polarity. Then as the current reverses 
the spark from the coil will have the 
reversed polarity for the magnetism in 
the iron core in the coil has been re- 
versed with the reversal of the current. 
At any one spark plug on a Ford engine 
there are therefore four sets of sparks 
which occur while the timer roller is in 
contact with one segment. The first set 
of sparks was one polarity, the second 
has the reverse polarity, the third set 
go back and flow in the first direction 
and the fourth set of sparks flow in 
the same direction as the second. At 
high speed instead of four sets of sparks 
there may be just four sparks for the coil 
may not have time to operate more than 
once on each half wave of the current. 
The same condition is found in many 
high tension magnetos such as the Bosch 
for example where the armature reverses 
every half revolution of the engine and 
accordingly the sparks at the No. 1 and 
No. 4 spark plugs have one polarity while 
those at No. 2 and No. 3 plugs have 
the reversed polarity. Some engineers 
feel that it makes a difference as to 


which way the spark jumps, but in view 
of the satisfactory operation of hich ten- 
sion magnetos over a period of many 
years it would seem as if the difference 
must be slight. 


Standard Gear Shift 


3.—We speak of a Standard Gear Shift 
which is the one most generally in use. 
What is the type used on the Dodge 
called? Also the Mitchell? What other 
types of gear shifts are there in use and 
by what names are they designated? 

The Standard Gear Shift recommended 
by the Society of Automotive Engineers 
has the low speed position to the left 
and back. The second speed is forward 
and right while the third speed is to 
the right and back. The reverse posi- 
tion is forward to the left. On Dodge 
Brothers cars the low speed position is 
forward to the left, the second speed 
position is backward to the right and 
the high speed position is forward to the 
right. The reverse position is backward 
to the left. One reason given for this 
system on Dodge Brothers cars is that 
the gear shift lever is forward out of the 
way in the high speed position. In the 
early days of the automotive industry 
there were various positions for the dif- 
ferent shifts, but there does not seem to 
be any need recording methods which 
have grown practically obsolete. 


ROAMER SYSTEM USES BOSCH AND 
BIJUR 

Q. Send me a wiring diagram for 4 
Roamer 6-45 car No. 15039, equipped with 
Bijur starter and generator and _ with 
Bosch magneto.—Fassino Motor Service, 
3rd & Chickason Streets, McAlester, Okla. 
Diagram requested is shown at Fig. 
194, 





















































Roamer wiring diagram 
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Discount on Parts 
NDER the heading “Some Letters to the Editor” we 
Tie publishing in this issue of Motor AGE a letter 
from the proprietor of a general automotive repair shop 
with reference to inanufacturer’s discounts to repair shops 
in general on replacement parts. 

This writer does not take the position that he ought to 
have the full discount granted to the manufacturer’s 
authorized service representatives but he believes the inde- 
pendent shop should be able to purchase the manufac- 
turer's replacement parts for all makes of cars at a 
discount of at least 10 per cent. 

He points to the important function of the independent 
repair shop in helping to keep thousands of cars in such 
condition that the owners will be satisfied with that. make 
of car and continue to be good customers of the manu- 
facturer. His letter brings forward a point that is of vital 
interest to many repair shop proprietors and Motor AGr 
would be glad to receive and publish other letters on 
the subject. 





Trade Conditions Improve 


HE survey of conditions in the retail trade made at 
ye close of the year by our news department offers 
evidence of a wholesome improvement. The last month 
of 1924 was more kind to the dealer than any other month 
of the final quarter, in many sections of the country, and 
there were instances of new December records being set 
up. True enough, December failed to bring better business 
to certain localities, but the general direction of business 
was shown to be upward and the trade was found, on the 
whole, to be in a more cheerful and optimistic frame of 
mind than has obtained so extensively for some time. 


Ample ground is found to justify a confident belief that 
the critical period has been passed and that the automobile 
dealer now faces a future that will be sufficiently bountiful 
if he only ’tends to his knitting. 


Fortunately, while it is popularly believed better condi- 
tions are before us, it is generally agreed that there will be 
no boom. What students of business look for is simply a 
healthful, stable period. 


Booms frequently are as much a curse as stringencies. 
The boom itself is an abnormality and an illusion which 
might, in the end, cost more than it yields. Our West is 
marked with the ruins of many boom towns. It was boom 
Production a year ago that nearly proved a boomerang to 
the industry. 


The rugged, normal season is what appears to be in 
store for us and that is just what we all want. Anticipating 
a boom the tradesman might possibly lose his head and 
overdo, but he will meet the normal with sane, normal 


measures. His profits, chances are, will be commensurate 
with his sound, sensible practices. 

We should be grateful for this very favorable outlook. 
Business will not be delivered on a silver platter but the 
signs are that the dealer who is progressive and who 
“thinks” his way will realize generous returns in 1925. 





Christmas Promotions 

OST gratifying reports are received from automo- 
bile trade centers as to results realized through 
special campaigning for Christmas sales. Opportunity to 
tap this particular reservoir of profit will not swing around 
again for another year but it is timely to consider what 
was accomplished in the holiday season recently passed and 
preserve the idea for more extensive and systematic appli- 

cation when we approach the close of 1925. 

It has been demonstrated that it is just as possible to 
sell the automotive Christmas gift idea to the public as to 
sell it into the notion of making Christmas gifts of many 
other items that are successfully urged year after year 
upon the Yuletide purchaser. 

The only reason that more automobiles and more 
accessories were not sold to Christmas buyers last year 
was because the effort on the part of tradesmen, while 
much more extensive than ever before, was not as gingery 
or general as we hope it will be hereafter. This promotion 
was fine in some localities but in others its value seemed 
to be underrated and the scheme consequently neglected. 

Business must always look ahead if it is to be successful. 
Formulation of sales-promotion programs for 1925 now 
is in order. Don’t leave Christmas promotion out of the 
schedule. Jot down a memorandum now. 





An A. A. A. Warning 


HE legislative season is here. A warning to auto- 

mobile dealers, owners and others interested person- 
ally in motor-vehicle laws has been sounded by the 
American Automobile Association. This warning relates 
to radical legislation that likely will be introduced in the 
state assemblies and the A. A. A. urges co-operative 
action to down all wild and pernicious measures. 

Taking the lead in this matter is strictly the association’s 
business, and it is to the associations that both owner and 
tradesman will look for the co-ordination and marshaling 
of forces. It is unnecessary to say that the associations 
should look for hearty co-operation by owners and dealers, 
and it should not be necessary to explain why members 
owe the associations unstinted support. What the associa- 
tions accomplish they accomplish for the benefit of those 
they represent. While it is their business to take this lead 
it is just as positively the business of members to be ready 
at all times to contribute assistance. 
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Car Factories Increasing Activities 


Production Will Be at High 
Level by First of February 


While Stepping Up Is in Order Actual 
Demand Is to Govern 
Pace 


NEW YORK, Jan. 12.—Activities arm 
increasing in automobile’ producing 
plants following the New York show 
when evidence was given of a material 
improvement in buyer interest. Advanced 
schedules will be put into effect gradu- 
ally until, by the first of February, the 
industry as a whole will be operating at 
a high level, although no effort will be 
made toward capacity operations until 
actual demand warrants. 


Some factories which closed for inven- 
tory taking the early days of January are 
back into production and others will re- 
sume the middle of the month. The in- 
ventory situation is excellent, both as to 
the finished product and the supply of 
materials. A pick-up in parts business is 
accompanying the improvement in the 
car manufacturing end of the industry. 
Conservative Policies 


The year is being launched with con- 
servative manufacturing policies adopted 
by the large majority of producers. Every 
precaution will be taken against over- 
stocking dealers or of turning out such 
a volume of cars that much of the pro- 
duction would go into warehouses await- 
ing demand. There will be no repetition 
of the experience a year ago when an 
unusually large inventory of finished 
products was reported by both dealer and 
manufacturer in anticipation of a demand 
that did not develop at the time or in the 
strength expected. 


While production during the first quar- 
ter will be large, present signs do not 
indicate that it will equal the figure for 
the first three months of 1924. This con- 
servatism may bring about a shortage of 
cars later in the season, a condition that 
is predicted by some makers. 

A year of unusually keen competition 
among the various companies is in pros- 
pect, equalling that of last year. This is 
evidenced by recent changes made in fac- 
tory sales personnels with the view of 
strengthening organizations. 


Wills Sainte Claire Lowers 
Prices on Its B-68 Series 


MARYSVILLE, Mich, Jan. 9.—Prices 
have been reduced from $95 to $110 on 
all models on the 8-cylinder, B-68, 128 in. 
wheelbase Wills Sainte Claire cars. An 
entirely new line of Custom Built bodies 
are also being offered on this chassis 
with the prices ranging from $3185 to 
$4285. 


All body models with the exception 





of the 5-passenger touring and 5-pas- 
senger Brougham, have been discontinued 
from the 8-cylinder, A-68, 121 in. W. B. 
chassis. No change in price has been 
made on the two remaining models. 


The prices on the new 6-cylinder 
models introduced at the show are also 
given below. 

Wills Sainte Claire 
“A-68” (121 in. W. B.) “8” 


Old 

Price 
3320 5-pass. Touring ..........-....- $2475 
3500 5-pass. Brougham 3375 


New 

Price 

$2475 
3375 


“B-68” (128 in. W. B.) “8” 
2875 
2973 
2875 


3675 


2985 
3065 
2985 
3785 
3885 
3900 
3900 
4085 


3265 4-pass. Roadster 
3335 5-pass. Traveler 
3500 7-pass. Phaeton 
3495 4-pass. Coupe 
3625 5-pass. Sedan 3775 
3635 T-pass. Sedan 3800 
3570 5-pass Brougham 4 d..... 3800 
7-pass. Limousine .......... 3990 


“C-68” (Custom Built) 


2-pass. Roadster 
5-pass. Sedan 
J-pass. Sedan 
5-pass. Brougham 
F-pass. Limousine 


3185 
4085 
4100 
4100 
4285 


“6-68” 
2-pass. Roadster 
5-pass. Grey Goose Trav. ........ 
7-pass. Touring 
4-pass. Coupe 
5-pass. Brougham 
5-pass. Sedan 
F-pass. Sedan 
. 7-pass. Limousine 


2485 
2485 
2385 
2985 
3185 
3185 
3285 
3385 


Moscovics Judgment Reduced; 


Franklin Co. Will Appeal 


SYRACUSE, N. Y., Jan. 9.—Federal 
Judge Frank Cooper in a decision handed 
down yesterday, reduced the award of 
$158,833 given to Frederick E. Moskovics 
against the H. H. Franklin Mfg Co. for 
breach of contract, to $130,000. The 
The court considered the original award 
excessive which was the motion made by 
counsel for the defense when argument 
was heard soon after the jury returned 
the verdict in Federal Court at Utica. 

L. Earl Higbee, counsel for the Frank- 
lin company, announced that the award 
will be appealed, even as reduced by the 
court. This will be filed with the cir- 
cuit court of appeals within a short time. 
In reporting his decision, Judge Cooper 
said: “This court cannot resist the feel- 
ing that the damages are excessive and 
that the jury could have not have found 
a sum except by mistake or oversight or 


failure to give proper attention to some. 


of the factors entering into the considera- 
tion of damages or by passion or preju- 
dice. The sum of $130,000 seems to this 
court a sum, the present payment of 
which under the evidence in the case, 
will compensate the plaintiff for the 
damage which he has suffered from loss 
of his contract and that any sum in ex- 
cesS thereof is without support in the 
evidence.” 


— 


Interesting Technical Menu 


Slated for S. A. E. Meeting 


National Automotive Organization 
Holds Winter Session in Detroit 
Jan. 19-22 


DETROIT, Jan. 12.—The program has 
been issued for the winter meeting of 
the Society of Automotive Engineers to 
be held in the General Motors Building, 
Detroit, Jan. 19 to 22. 

During the four days the Society is in 
session there will be papers of great in- 
terest to men concerned with the design 
and production of chassis, engines, 
bodies, tires and airplanes and to those 
engineers who are primarily concerned 
with laboratory research work. 

Among the novel material will be a 
new instrument for measuring noises de- 
veloped in a car, one for recording vibra- 
tions of an engine and chassis, a trans- 
parent carbureter in which dust can be 
seen passing through and a_ rubber 
crankshaft of full six-throw size that will 
illustrate how a shaft bends. 

Motion pictures will show how a car 
shimmies and gallops and will take the 
spectators for a trip through a pressed- 
steel body manufacturing plant. 


The Program 


The program for the meeting follows: 

Jan. 19. 2:30 p. m.—Standards Com- 
mittee meeting. 

Jan. 20. 9 a. 
reception. 

10:30 a. m.—Report of Research Com- 
mittee. Research and apparatus. 

2:30 p. m.—All-metal airplane design 
and latest developments in aircraft en- 
gines. <All-metal body construction. 

7:30 p. m.—President’s address. Engine 
vibration. 

Jan. 21, 9:30 a. m.—Analyses of wheel 
shimmy. Steering system forces and 
stresses. ; 

2:30 p. m.—Balloon tire design. Experi- 
ence of car manufacturer with balloon 
tires. Relation of these tires to wheel 
shimmy. Fabric body construction. Cus- 
tom body builder’s effect on standardized 
body construction. 

9 p. m.—Carnival at Oriole Terrace. _ 

Jan. 22.—10:30 a. m.—Results of air 
cleaner and road and field dust investiga- 
tions. ; 

2: p. m.—Foreign materials in engine 
oil. Crankcase oil dilution. 

8 p. m.—Vapor cooling of 
engines. 


m.—Registration and 


automobile 


SUCCEEDS HODGKINS 

CLEVELAND, O., Dec. 10.—N. A. Calla- 
nan has been appointed general sales- 
manager of the Rollin Motors Co. as suc- 
cessor to R. T. Hodgkins. Mr. Callanan 
has been identified with the Rollin or 
ganization for five years. Previously he 
was connected with the Willys-Overland 
Co. for a number of years and through 
his connection with the Rollin and 
Willys-Overland organizations had an ox- 
cellent opportunity to study territories 
and sales conditions throughout the 
country. 
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Morgan Firm Member Chief 


Speaker at Jubilee Dinner 


nN. A. C. C. Pays High Tribute to 
Miles and Bestows Medals 


Upon Eleven Pioneers 





NEW YORK, Jan. 10.—Dwight W. Mor- 
row, member of the banking firm of J. P. 
Morgan & Co., was the principal speaker 
at the silver jubilee dinner of the Na- 
tional Automobile Chamber of Commerce 
held at the Commodore Hotel Wednesday 
night and attended by more than 1,000 
members of the Chamber and _ their 
guests. 

During the dinner a testimonial was 
presented to Samuel A. Miles by Presi- 
dent Charles Clifton for his work as 
show manager during the quarter of a 
century and medals were bestowed upon 
11 pioneers of the industry who are rated 
as old timers by the Smithsonian Institu- 
tion. 


Roy D. Chapin Presides 


The toastmaster was Roy D. Chapin. 
Extemporaneous remarks were made by 
Neal O’Hara, humorist. 

In the course of his remarks, during 
which he paid a tribute to the automobile 
as a medium of transportation, Mr. 
Marrow said: 

“There is one general principle, it 
seems to me, that those who are engaged 
in the banking business admit they know 
very little about; there is one general 
principle that is rather impressed upon 
them by their experience, and that is that 
the average man in any business when 
times are bad thinks that they are always 
going to be bad and when times are good 
thinks that times are always going to be 
good. 


Influences of Conditions 


“It is perfectly true in any business 
that if you get about 5 per cent more 
demand than supply, while that demand 
is being pressed and urged, it looks like 
500 per cent or 5,000 per cent more than 
the supply, and everybody is likely to act 
accordingly, and when you get 5 per cent 
more supply than demand, when you get 
4 little more production than is used, it 
looks as though the demand would never 
catch up; and it is the part of human 
nature, it is the part that men who are 
*ngaged in a business that is twenty-five 
years old, should remember, that in the 
veriods of depression they are apt to be 
short-lived and to remember that in 
Deriods of goods times they will not 
always perhaps be as good as they are 
at the time when men are expanding 
their plants.” 

The pioneers of the industry who were 
Slven medals are: R. E. Olds, J. D. Max- 
Well, Edgar L. Apperson, A. L. Riker, 
John $. Clarke, Rollin H. White, H. H. 
Franklin, Charles E. Duryea, Charles B. 


King, Elwood Haynes and Alexander 
Winton. 
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INTRODUCE NEW SALES CHIEF 

NEW YORK, Jan. 10.—E. A. Callinan, 
new salesmanager of the Rollin Motor 
Co., was introduced to the eastern 
dealer organization at the annual lunch- 
eon held in conjunction with the New 
York show. The meeting was one of the 
most interesting of the show, including 
among its speakers Rollin H. White, 
J. G. Heaslet, president of the company, 
and Walter Robbins, a New York finan- 
cial expert, who discussed the economic 
situation and the portend for improved 
business. 


The company has brought out a new 
one-ton truck equipped with four-wheel 
brakes. 


Nash Sencutivenliaiie 1925 


Plans at Dealer Luncheon 
NEW YORK, Jan. 9.—At a luncheon 
meeting of Nash dealers under the 
auspices of the Warren Nash Motor Corp., 
Nash distributor in New York City and 
surrounding territory, officials of the 
Nash Motors Co. of Kenosha, explained 
the factory’s plans for 1925. Among the 
speakers were C. W. Nash, president of 
the manufacturing company, who re- 
iterated previous declarations that at 
no time would Nash dealers be forced 
to take cars beyond their sales possi- 
bilities. 


Another speaker was E. H. McCarty, 
general sales manager, who said the fac- 
tory is prepared to furnish dealers with 
the kind of cars they will need to meet 
this year’s demand. From present in- 
dications, he said, by far the greater 
proportion of this demand will be for 
enclosed cars. But the factory, he said, 
does not regard the open car as a thing 
of the past and will be prepared to sup- 
ply as many cars of this type as are 
required. 


W. R. Tracy Rules Ceremonies _ 
at Oakland’s Dealer Spread 


NEW YORK, Jan. 10.—The luncheon of 
Oakland dealers as guests of the factory 
at the Commodore Hotel, Wednesday, was 
the largest meeting of Oakland dealers 
ever held, according to W. R. Tracy, 
assistant director of sales, who was 
master of ceremonies. Dealers were 
present from/Maine to California and 
from many middle western states. 


A special feature of the entertainment 
was a short talk by Will Rogers, the 
humorous star of Ziegfeld Follies. 


The speakers included A. L. Deane, 
vice-president General Motors Acceptance 
Corp.; L. L. Short, vice-president and 
general manager General Exchange Corp.; 
George H. Hannum, president Oakland 
Motor Car Co.; C. W. Matheson, vice- 
president and director of sales of Oak- 
land; H. L. Stratton, president Stratton- 
Bliss Co., metropolitan Oakland dealers, 
and Alfred P. Sloan Jr., president Gen- 
eral Motors Corp. 
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Overland, Willys-Knight Sixes 


a Response to Dealer Demand 


Introductions Meet Desire of Trade 
for More Complete Coverage, 
Declare Executives 


NEW YORK, Jan. 10.—Introduction of 
the six-cylinder models on both the 
Overland and Willys-Knight lines was in 
response to a dealer-demand for more 
complete coverage of the automobile 
price classes, said Overland executives at 
the New York show. 


The opinion expressed was that, under 
present conditions, it was impossible, or 
at least undesirable, for dealers to have 
only a single line, no matter what the 
price class. The reaction of the Overland 
dealers to the announcement of the two 
new lines was said by these executives 
to bear out completely the company’s be- 
lief. 

The new lines will be merchandised 
through the same channels and under the 
same distribution policies as have been 
in effect with the older lines. No changes 
of any sort are contemplated, although 
contracts for 1925 in some cases have 


. been altered somewhat. 


Company executives would say but lit- 
tle concerning production plans, except 
that limited output would be reached on 
the two newcomers during January. 


—— 
Are Told at Show Luncheon 


NEW YORK, Jan. 10.—The Moon Motor 
Car Co. held its first annual luncheon to 
dealers during show week by entertain- 
ing nearly 150 at the Biltmore on 
Wednesday. President Stewart McDonald 
announced that Moon would soon be on 
the..market with an eight-in-line. While 
no details are available it is understood 
that the new engine will be of 240 cu. in. 
displacement, will be built by Continental 
to special Moon specifications and designs 
and the car will have a wheelbase of 128 
in. The price will be under $2,000. It is 
planned to manufacture 10,000 of the 
sixes and 5,000 of the eights during the 
coming year and a large advertising cam- 
paign is to be undertaken. 

CADILLAC OLD TIMERS MEET 

NEW YORK, Jan. 10.—Claude Nolan, 
Jacksonville, Fla., president and one of 
the oldest Cadillac dealers, presided at 
the annual dinner of the Cadillac Old 
Timer Association at the Hotel Astor, 
Wednesday night. Over 50 old timers 
were present. Those who spoke were 
Charles F. Kettering, president General 
Motors Corp.; C. S. Mott, first vice-presi- 
dent, General Motors Corp.; H. H. Rice, 
president of the Cadillac company; Lyan 
McNaughton, Cadillac vice-president; 
E. C. Howard, assistant to the president; 
Howard Coffin, assistant to the president, 
and E. G. Koegber, of the advisory staff 
of General Motors. 
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Unless Dealer Prospers Maker 
Cannot, Says G. M. President 


Alfred P. Sloan Jr., Recognizes 
Retailer as Vital Factor of 
Organization’s Family 


NEW YORK, Jan. 12.—The close co- 
operation aimed at by General Motors 
Corp. with its dealers is set forth in a 
statement issued to dealers handling 
General Motors products by Alfred P. 
Sloan, Jr., president of the corporation. 

“A very significant development has 
been going on in General Motors, the 
statement says. Five years ago General 
Motors was a collection of car, truck, 
parts and accessory companies—strong 
organizations, each with a fine history 
and a national reputation, but distinctly 
separate in development and policies. 

“By an evolution which is impressive, 
and of ultimate great importance to you, 
they are being molded into an institu- 
tion.” 

“We have discovered that the strength 
of a family can be greater than the 
strength of its individual members; that 
big companies, without sacrificing any of 
their individual character, can render a 
united service which is better in many 
ways than they could possibly render 
apart. For instance, research is vital if 
an industry is to progress. As a family, 
General Motors can maintain the largest 
automotive research laboratory in the 
world. 


Sound Sales Financing Vital 


“Exports are vital. By co-ordination we 
sold overseas last year $50,000,000 of 
General Motors products. Sound financ- 
ing of sales is vital. The General Mo- 
tors Acceptance Corp. serves all members 
of the family; it has enabled more than 
650,000 individuals to pay for General 
Motors products out of income. In the 
purchasing of materials, in manufactur- 
ing economies, in sales development, in 
financial strength, in a hundred different 
ways, the resources of all the members 
of the family are proving an asset of 
each one. 

“The dealer is a member of the family. 
Every day we recognize that fact more 
clearly. Unless he prospers our fac- 
tories are only empty piles of brick and 
steel; our plans are only paper. Every 
policy must be influenced by these ques- 
tions: Will it make a General Motors 
franchise more valuable? Will it result 
in a better competitive product? Will it 
add to the dealer’s standing in his com- 
munity? Will it make for permanence 
in the sales organization? 

“I want you to know how intensively 
we are thinking along these lines. We 
have recently announced our policy on 
production—that production schedules 
will be determined by what our dealers 
can profitably absorb. 

“And we have two major ambitions—to 
make every General Motors product rep- 
resent the best value in its class; and 
to conduct our dealings on such a basis 
that you and we together are building 
more solidly for the future.” 
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International Association Lays Down Rules and 
Classifications for Automobile Racing Records 





No World Claim in United States Is to Be Recognized by Organization 
Unless Submitted by A. A. A. 


PARIS, Dec. 27 (By Mail).—Automo- 
bile speed records are classified as local, 
national, international and world’s records 
under the new regulations drawn up by the 
International Association of Recognized 
Automobile Clubs. A world’s record is 
the highest speed attained for any recog- 
nized distance, or for any recognized 
length of time, irrespective of the type 
of car. Such records can only be sanc- 
tioned by the international association. 
Under this ruling before any American 
performance can be recognized as a 
world’s record it must be submitted by 
the Automobile Club of America to the 
international association. At present the 
A. A. A. has no standing in this body. 


Recognized distances, with flying start, 
are 1 kilometer, 1 mile, 5 kilometers, 5 
miles, 10 kilometers and 10 miles, with 
timing to one-hundredth of a _ second. 


With a standing start distances are 1 
kilometer, 1 mile, 50 kilometers, 50 miles, 
100 kilometers, 100 miles, 500 kilometers, 
500 miles, and above this distance by 
stages of 500 kilometers or 500 miles, 
Timing must be to one-hundredth of a 
second for the kilometer and mile and to 
one-fifth of a second for gerater dis- 
tances. Time records are for 1, 3, 6, 12 
and 24 hours. 


In future no distinction will be made 
between track and road records. For 
straightaway records the run must be 
made in both directions with not more 
than 30 minutes between the two at- 
tempts. At each end of a base used for 
a straightaway record there must be a 
mile stretch having not more than 1 per 
cent gradient. This makes it impossible 
to get up speed by running down bill 
before reaching the base. 








MAKE RADIATOR WARMER 

EAST MOLINE, IIl., Jan. 10.— Mar- 
seilles Works, of East Moline, is going 
into production on a sheet metal radiator 
warmer. The device is known as the 
“Warmer Front” having been originated 
by Carl H. Gamble, general manager of 
the company. The “Warmer Front,” 
which is designed especially for Fords, 
covers the radiator front, and its inventor 
claims it will shut out cold drafts, keep 
the interior of the car warm and con- 
tribute to easy starting in cold weather. 
Radiation is controlled by means of a 
dash rod. 


SHOP BANK DEPOSITS AGAIN 

LANSING, Jan. 9.—Total deposits by 
Reo Motor Car Co. employes under the 
shop bank plan in 1924 will approximate 
$130,000, a gain of about $15,000 over the 
preceding year. The average number of 
accounts carried was 1,011 and the aver- 
age pay-period deposit for each employe 
was $5.35. The gain in strength shown 
by the plan is considered as making cer- 
tain its permanent establishment. 

In addition to the money placed in reg- 
ular savings accounts, $19,509.75 was de- 
posited as Christmas savings, bringing 
the total savings deposited close to 
$150,000. 


IN NEW EXECUTIVE OFFICES 


FLINT, Jan. 12.—Flint Motor Co. has 
completed its new administrative build- 
ing, in which the executive departments 
of the company will be located and the 
entire factory space made available for 
manufacturing purposes. The building 
has a frontage of 218 feet and is three 
stories high. 


Association Manager Urges 


Change in Dimming Rules 

ST. LOUIS, Mo., Jan. 12.—In a recent 
letter to Louis L. Emmerson, secretary 
of State of Illinois, Robert E. Lee, man- 
ager of the St. Louis Automobile Deal- 
ers’ Assn., called attention to the need 
for a change in the laws of Illinois re- 
lating to the dimming of automobile 
lights on highways when two machines 
approach each other from opposite direc- 
tions. Mr. Emmerson replied stating 
that the matter would receive his atten- 
tion and asking for suggestions. 

Mr. Lee then pointed out that press dis- 
patches have cited numerous instances 
recently of accidents caused by the dim- 
ming law and stated that there is real 
danger in requiring machines to dim 
their lights. 

The letter further requests the secre- 
tary to sponsor an amendment to the 
present law striking out the dimming 
provision except in cities, where the 
street lights are sufficient to illuminate 
the streets. 


TO HAVE CHARGE OF PLANT 


ST. PAUL, Minn., Jan. 12.—A. W. Ben- 
dick is to be general superintendent of 
the Ford Motor Co. plant here. He has 
been assistant superintendent at High- 
land Park. Mr. Bendick announces that 
three-fourths of the local plant will be 
utilized for manufacturing and the re 
mainder for assembly work. Operations 
will begin March 1 and by the end of 
1925, it is said, 7,500 men will be em 
ployed. S. A. Stellwagen, manger of 
the Minneapolis branch, is to be manager 
in the new plant. 
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Important Changes Made in 
Dodge Brothers Organization 


F. S. Sanford Succeeds Jennings as 
Assistant General Sales Manager 
Along With Other Shifts 


NEW YORK, Jan. 12.—Changes in the 
Dodge Brothers organization, which fol- 
low the appointment of C. H. Jennings as 
New York dealer, were made known dur- 
ing the show in New York. 


Mr. Jennings is succeeded as assistant 
general sales manager at the factory by 
F. S. Sanford, formerly director of dis- 
tribution. F. H. Akers, formerly man- 
ager of the commercial car division, be- 
comes director of distribution and dis- 
tricts. F. B. Walker has been brought in 
from Seattle, where he was district rep- 
resentative, to become director of service. 
L. C. Covell, formerly Detroit district 
representative, has been made manager 
of the commercial division. 


Phelps Again Heads Advertising 


The entire advertising activity of the 
company again has been turned over to 
George Harrison Phelps, for many years 
director of advertising, and who for the 
past several years, as head of George 
Harrison Phelps, Inc., has been advertis- 
ing counsel of Dodge Brothers in con- 
nection with acting in this capacity for 
other accounts. Mr. Phelps will establish 
a branch office at the Dodge Brothers 
factory to conduct, supervise and pre- 
pare all advertising. The branch office 
will be in addition to the main office of 
his company, from which he will con- 
tinue to direct the affairs of his other 
clients. 


The exhibit by Dodge Brothers at the 
Pennsylvania hotel during the show fol- 
lowed the lines of the exhibit of last 
year. No annual meeting was held, the 
company bringing in its dealers from the 
eastern section of the country in groups 
during the three days. Luncheon was 
served daily. All factory executives and 
department heads were in attendance to 
acquaint dealers with the factory devel- 
opments of the year. 
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Many Cross Tracks 


Without Looking 


BALTIMORE, Md., Jan. 10.—Six- 
teen out of every hundred drivers 
of motor vehicles cross a railroad 
track without looking either to the 
right or the left. 

Such is the declaration of the 
Department of Safety of the Balti- 
more and Ohio Railroad, which has 
just completed a nine-months sur- 
vey of road crossings. The figures 
showed that out of 2,185,081 drivers 
approaching B. & 0. crossings 351,- 
444 failed to exercise the precau- 
tion of looking in both directions 
before crossing the tracks. 











Haynes Automobile Plant to Be 
Sold Under Hammer Jan. 20 


INDIANAPOLIS, Jan. 12.—Auction sale 
of the Haynes plant at Kokomo, Ind., 
good will, name and production materi- 
als, has been authorized by Referee 
Harry C. Sheridan. The date of the sale 
has been set for Jan. 20 but the place at 
which it is to be held has not been an- 
nounced. 


It is considered probable in Kokomo 
that the bondholders will buy in the plant 
with $1,450,000 of outstanding bonds and 
will then lease it to an operator. 


The company was declared bankrupt 
in Federal court here Oct. 23 and on 
Nov. 3 Robert Tudor was named trustee 
with instructions to operate the service 
plant until further court orders were is- 
sued. A short time ago the court issued 
authorization to manufacture 200 cars 
from material on hand and it is under- 
stood such work will continue until the 
sale is made. 


—— 


OCCUPY LARGER QUARTERS 
KENOSHA, Wis., Jan. 12.—The Stretch 
Motor Sales Company, Dodge Brothers 
and Graham distributor here, has moved 
into enlarged quarters. 








1925 to Be Banner Automobile Year Predicts Edward 
. §. Jordan in Address Before Club 


INDIANAPOLIS, Jan 10.—Predicting that 1925 will be a banner automobile year, 
President Edward S. Jordan of the Jordan Motor Car Company told the Lion’s Club 
here that manufacturers would have to be careful in spite of this not to overproduce. 
His conclusion as to the splendid business prospects for next year came, he said, 
from observations and study of many parts of the country made during recent long 
trips. He also said that there would be few radical changes in new cars during the 
next 12 months, but felt certain that the car of the future will get 50 miles of trans- 
portation from one gallon of gasoline. Manufacturers are now busy trying to perfect 
details that will make the automobile more perfect in appearance, comfort and riding 


ability 


While in Indianapolis Mr. Jordan was the guest of Charles Sanders, who became 
the Jordan distributor here not long ago. Representatives of the Indianapolis Auto 
Trade Association, the Advertising Club and of the Mercators Club were among the 


guests at the Lion’s Club luncheon. 
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U. S. Court Names Receiver 
For Westcott Motor Car Co. 


Springfield, O., Car Concern Unable 
to Meet Demands of Creditors, 
Says Petition 


SPRINGFIELD, O., Jan. 12.—Joseph 
M. Rehe, secretary-treasurer of the West- 
cott Motor Car Co., was appointed re- 
ceiver of the Westcott company of 
Springfield by Judge Smith Hickenlooper 
of the United States district court at 
Dayton. 

H. G. Root, Oliver H. Anderson and 
H. S. Kissel were appointed appraisers. 
They are to complete their work and 
report within one month. 

Application for a receiver was filed by 
Paul C. Martin, attorney for John R. 
Hurley of New York city, one of the 
creditors. The petition says that this 


- action is deemed best for the protection 


of the creditors and the defendant “to 
the end that said corporate property and 
business may be preserved free from in- 
terference by its creditors until such 
time as its property may be sold or 
liquidated in such manner as to preserve 
it as a going concern or until such 
further order as to the sale of its prop- 
erty shall be made by this court in order 
to satisfy the claims of its creditors.” 


The action is based on a note for $5,000 
given by the company and indorsed by 
Burton J. Westcott, its president, which 
has not been paid. 


In Operation Eight Years 


The petition says that the company has 
been in operation eight years; that it has 
at this time approximately $400,000 book 
value of manufactured products, goods 
in process of manufacture and in stock 
used for the manufacture of automobiles. 


The company, according to the petition, 
has assets and properties in excess of 
its liabilities, other than its capital stock 
liabilities, but is not able to procure suf- 
ficient funds to meet and discharge sun- 
dry debts from 135 different firms total- 
ing $825,000. The value of the assets is 
in a large measure dependent upon the 
existence of the company as a going con- 
cern and in its ability to supply repair 
parts for the large number of automo- 
biles manufactured. 


WANTS SENTENCE SET ASIDE 


LEAVENWORTH Kan., Jan. 12.— 
Samuel O. Pandolfo, former St. Cloud, 
Minn., automobile manufacturer, who was 
convicted of fraud in connection with his 
promotion of sales of Pan Motor Co. 
stock, has started a fight for his release 
from the federal penitentiary here by 
seeking to have his 10 years’ sentence 
set aside through habeas corpus pro- 
ceedings. He claims a statement made 
by him April 5, 1919, before the Federal 
Trade Commission regarding the com- 
pany’s affairs was extorted by the com- 
mission and used by the government as 
evidence, thereby giving statutory im- 
munity from sentence. 
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How Market Analysis Put 
Dealer on Feet to Be Told 


Feature Speaker at N. A. D. A. Con- 
vention Will Relate Interesting 
Story of Business Success 


CHICAGO, Jan. 12.—Hit-and-miss meth- 
ods of finding buyers for automobiles 
have been discarded by successful auto- 
mobile dealers and the definite analysis 
of the sales territory is supplying the 
progressive merchant with the basis of 
his sales campaign, according to C. A. 
Vane, general manager of the National 
Automobile Dealers’ Association. How 
this market analysis is made will be the 
feature presentation of the eighth annual 
convention at Hotel La Salle, Chicago, 
Jan. 26 to Jan. 29. “Building the Retail 
Sales Campaign,” a step-by-step explana- 
tion, will be presented by Edward Pay- 
ton, Cleveland, O., one of the leading re- 
tail automobile salesmanagers in the 
country. Mr. Payton has won three na- 
tional sale contests. During the last year 
as president of the Cleveland Used Car 
Bureau he has directed the sale of 11,500 
used automobiles. 


To indicate the value of this fore- 
handed knowledge of a territory’s sales 
possibilities Mr. Payton will present at 
Chicago the result of a recent market 
analysis for a dealer handling a $1,500 
automobile in a town of 90,000 people. 


This dealer’s factory ranked among the 
first 10 in production. In his territory 
the dealer was fifteenth in retail deliv- 
eries. Companies that were not even in 
the first 20 producers were delivering 
more automobiles in this territory than 
the dealer whose market was analyzed. 


Small List of Prospects 


Investigation showed that the dealer’s 
entire record comprised a list of 108 so- 
called prospects. The owner’s list was 
made up of several sheets of paper, giv- 
ing no information except names and ad- 
dresses, many incorrectly spelled or 
wrongly addressed. The sales force was 
discouraged by lack of prospects and 
shortage of business. 


Within three weeks time the market 
analysis was completed. The dealer was 
given a prospect file of 1,900 located and 
identified buyers, all owners of $25,000 or 
more real estate, a list of 1,600 identified 
buyers, all with a credit ranging from 
$5,000 to $50,000, a list of 620 identified 
buyers rated at $50,000 and up—a total 
of 4,120 people, all of whom during 1925 
will be in the car market and who will 
actually buy from 1,500 to 1,800 automo- 
biles in the $1,500-price class and can’t 
be stopped from doing it. The dealer 
has scheduled 250 cars for 1925 as against 
25 for 1924 because of his new knowledge 
of the market. 

How this analysis was made and how 
it can be made by any dealer in any 
territory will be the theme of Mr. Pay- 
ton’s discussion. 

“Fitting the Sales Plan to the Pros- 
pect” will be the subject discussed by 
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Conserve Eyesight 


for Efficiency 

SYRACUSE, N. Y., Jan. 12.—The 
H. H. Franklin Manufacturing Co. 
here has established a new section 
of its welfare department to con- 
serve the eyesight of its workers. 
The head of the new division is 
known as the “medical optician.” 


All new employes of the company 
are being given visual refraction 
tests. The service is without charge. 
In carrying out the work of the de- 
partment changes have been made 
necessary in the illumination and 
color decorations of some rooms. 
All harmful rays are screened out. 
Goggles are being provided workers 
at certain jobs. 

Officials of the company believe 
that the new division will more 
than pay for itself in increased effi- 
ciency and reduced eyesight haz- 
ards. 











Harry Collins Spillman of New York, 
merchandising director of the Reming- 
ton Typewriter Co. “Championship 
Stuff” will be the subject of an inspira- 
tional address by W. E. Bilheimer of St. 
Louis, and “Good and Bad Selling Meth- 
ods” by W. B. Burruss of New York, sales 
consultant of the National Automobile 
Dealers’ Association. 


S. E. Ackerman, | Franklin Sales 
Manager, Talks at Luncheon 


NEW YORK, Jan. 10.—S. E. Ackerman, 
sales manager, presided and delivered the 
only address at the annual luncheon of 
Franklin Automobile Co. dealers Wednes- 
day at the Commodore at which more 
than 500 were present. Mr. Ackerman, 
in stating that the greatest feature the 
Franklin had to offer is standardized 
service, told that the Franklin was the 
fifth oldest manufacturer of gasoline 
propelled cars in the United States, was 
the first to have throttle contact, first 
valve-in-head motor, first four-cylinder 
car in America and the first six-cylinder 
car. 

Leaders seated at the main table were 
H. H. Franklin, president of the com- 
pany; Frank A. Barton, secretary-treas- 
urer; Ralph Murphy, the new works 
manager; F. J. Seyerle, service manager; 
H. H. Goodhart, advertising manager; 
J. E. Walker, purchasing agent, and Mr. 
Ballard, assistant to the president. 

Among the 504 dealers were the fol- 
lowing “old timers”: Ralph Hamlin, Los 
Angeles, dealer since 1905; Geo. Osten- 
dorf, Buffalo, dealer since 1905; Otto 
Lawton, Boston; Wallace Wilcox, Provi- 
dence, and Cowles Tolman, New Haven, 
who made the record mileage with the 
Franklin car. 
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Road Builders Hold Annual! 
Meeting and Equipment Show 


Utilization of Highway Transport 
Curtailed in Many Dense 
Sections, Says Speaker 


CHICAGO, Jan. 7.—Road construction 
from the scientific and practical stand- 
points, traffic problems and motor trans- 
portation held the center_of the stage 
here at the annual convention of the 
American Road Builders’ Association. 
The convention held forth at Congress 
hotel three days, 500 or more delegates 
being present, and with J. H. Cranford 
of Washington, D. C., presiding. 


In connection with the convention was 
a large exhibition of road construction 
machinery at the Coliseum. Those in 
charge of the exhibits reported high in- 
terest on the part of contractors, who 
turned out in good numbers. The con- 
tractors were generally optimistic re- 
specting the 1925 outlook for road build- 
ing. 


U. S. Expert Heard 


One of the principal speakers before 
the convention was Thomas H. MacDon- 
ald, chief of the bureau of public roads 
at Washington, D. C. If the federal aid 
roads completed in the last year or under 
construction were placed end to end, be- 
ginning at New York and running west- 
ward, said Mr. MacDonald, they would 
encircle the globe and extend over the 
Pacific to a point 1,000 miles northwest 
of Honolulu. At the same time, he as- 
serted, the campaign of highway con- 
struction in the United States is just well 
begun. “Traffic has developed over 
night,” he declared. In many areas of 
dense population the utilization of high- 
way transport has been slowed down and 
the normal and entirely justifiable use 
of the motor vehicle definitely curtailed.” 
Mr. MacDonald said that the chief bene- 
fit of the federal aid system has been to 
establish a plan for the future. 


J. K. DORN SELLS OUT 

MIAMI, Fla., Jan. 10.—The retirement 
of J. K. Dorn, for some years a well- 
known automobile distributor in Miami. 
Fla., has been announced, his business 
having been purchased by the Freed 
Motor Co. which will hereafter distribute 
the Packard, Paige and Jewett lines in 
the southern Florida territory. 


WILL FIGHT GAS TAX INCREASE 

SAN FRANCISCO, Cal., Jan. 12.—0il 
producers and distributors of California 
have decided to make an aggressive fight 
against a further increase of state taxes 
on gasoline as a result of conference 
held here recently of leading oil pro- 
ducers of the state. 
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Automobile Figured in Fifth 
of Accident Deaths in 1923 


California Given Highest Mortality 
Rate Through Motor Mishaps 
and Mississippi Lowest 


WASHINGTON, Jan. 10.—The Depart- 
ment of Commerce announces that in 
1923 practically one-fifth of all fatalities 
from accidents were the result of auto- 
mobile mishaps. The total number of 
accidents was 74,131 of which 14,411 were 
automobile accidents. Approximately 
twice as many deaths from automobile 
accidents occurred in urban as in rural 
districts; a difference doubtless due, in 
part, to the greater number of hospitals 
in urban districts receiving patients from 
many rural points. 

In 1922 the total number of accidents 
was 65,263 of which 11,666 were automo- 
bile accidents. The rate per 100,000 
population for automobile accidents in 
1923 was 14.9 as compared with 12.5 in 
1922. 

A total number of 1,193,017 deaths 
occurred in 1923 within the death regis- 
tration area of continental United States, 
representing a death rate of 12.3 per 
1,000 population as compared with a rate 
of 11.8 in 1922. 


California had the highest mortality 
rate from automobile accidents, 32.6 per 
100,000 population, and also from street 
car accidents, 4.7 while Mississippi had 
the lowest rate from automobile acci- 
dents, 4.4 per 100,000 population and 
Wyoming had no deaths from street cars. 


Of the 66 cities of 100,000 population 
and over, from which rates are shown, 
Camden had the highest mortality rate 
from automobile accidents. 


ELECTRICAL MEN HOLD BANQUET 


NEW YORK, Jan. 10—Over 600 elec- 
trical men attended the second annual 
automotive electrical banquet at the 
Hotel Astor Jan. 6. This is more than 
double the number present at the first 
affair, held last year during the show. 
L, E. Murray, editor of Automotive Elec- 
tricity, was toastmaster, and introduced 
the manufacturers, representatives of 
which over a hundred were present. The 
banquet was followed by an entertain- 
ment and general get-together. So suc- 
cessful was the feature that it has been 
decided to hold another automotive elec- 
trical banquet in Chicago during the 
show week there. 


ADOPT ELIGIBILITY RULE 


LOS ANGELES, Jan. 10.—At a meeting 
of the Spotlight Manufacturers Associa- 
tion it was decided to make eligible for 
Membership any concern interested in 
lighting and automotive lighting devices 
such as headlights, spotlights, auxiliary 
lights, reflectors, lenses, safety lights, 
stop signal and bulbs. It also was de- 
cided to change the name to the Automo- 
tive Lighting Association and to decrease 
the monthly dues. 
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Sales Record of San Francisco Woman Wins 
Managership of Chevrolet Retail Branch 








Miss Grace Mitchell, extreme right, champion saleswoman of the Anderson-Smith 
Company, Chevrolet dealers, San Francisco. Miss Mitchell outsold four other women 
and 14 men on the sales force, winning for herself the managership of the largest 


branch maintained by this organization. 


force of the Anderson-Smith Co. 


She is shown here with the women’s sales 








36,000,000 Spark Plugs Made 
and Sold by Champion in 1924 


TOLEDO, Jan. 10.—The annual conven- 
tion of salesmen of the Champion Spark 
Plug Co., here closed after a successful 
series of meetings. President Robert A. 
Stranahan at a dinner declared that 1924 
had been the greatest in history of the 
company with total production and sales 
of more than 36,000,000 spark plugs. 
Distributors and salesmen are optimistic 
over the outlook for 1925. 

Theodore F. MacManus, advertiser, De- 
troit; F. B. Caswell, vice-president in 
charge of sales; Frank Mulholland, E. J. 
Marshall, attorneys, and Marion Miller, 
president of the Home Bank & Trust Co., 
were among those who addressed the dis- 
tributors here. 

TO STUDY DISTRIBUTION COSTS 

WASHINGTON, Jan. 12.—First steps in 
the proposed survey of costs of distribu- 
tion to be undertaken by the Chamber of 
Commerce of the United States will be 
taken at a conference scheduled for this 
city on Jan. 14 and Jan. 15. The Cham- 
ber has invited 150 business men, econo- 
mists and representatives of the consum- 
ing public to be present. 

Manufacturers, wholesalers and _ re- 
tailers will be represented on the busi- 
ness side of the conference, the purpose 
of which is to study prevailing methods 
of distribution. 

The object of the meeting will be to 
map out a field of inquiry to be covered 
in such a survey. It is planned to appoint 
committees to consider different aspects 
of the problem and submit reports later 
to a general meeting of the conference. 


GUESTS OF ASSOCIATION 
ST. LOUIS, Mo., Jan. 12.—Thirty-five 
merchants who were furnished with win- 
dow displays from the Christmas season 
embodying the “Give Something for the 
Car for Christmas” idea were guests of 
the Automotive Accessory Association at 
a dinner at Claridge Hotel recently. All 
the dealers said they were highly pleased 
with the effect of the advertising. C. C. 
Shelp of the Frampton Co. and Robert 

E. Lee were among the speakers. 





Chrysler Production Program 


Visualized for Next 5 Years 


NEW YORK, Jan. 10.—The first year 
anniversary of the Chrysler Motor Co., 
was celebrated Monday night by over 
500 Maxwell-Chrysler factory officials, 
distributors and dealers who attended a 
dinner at the Biltmore Hotel. 

In his address, Walter P. Chrysler, 
president of the Chrysler company, de- 
clared the production program of his 
concern has been visualized for the next 
five years and in addition to the $5,500,000 
already expended by his factory, $2,500,- 
000 more will be spent “in marketing a 
car that in every way will met the ideals 
of the purchasing public.” 

Stressing the co-operation of dealers, 
Mr. Chrysler referred to the production 
of 32,000 Chrysler cars during his com- 
pany’s first year and added that an effort 
will be made to double the number in 
1925. The ultimate goal for Maxwell 
car production he said would be 100,000. 

Other speakers were Theodore F. Mac- 
Manus, advertising counsel, and J. E. 
Fields, vice-president in charge of sales, 
who presided as toastmaster. 
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N. A. D. A. Convention Speaker 
Will Discuss Budget Control 


How to Estimate Expenses and 
Profits to Be Explained by 
Denver Expert 


CHICAGO, Jan. 12.—Successful automo- 
bile dealers are mainly those who can 
tell Jan. 1 of any year, just what their 
total expenses and total profits will be 
at anytime during the following 12 
months, according to Harry M. Fancher 
of Denver, Col., treasurer of Tom Botter- 
ill, Inc., Hudson-Essex distributors there. 
In “Budget and Chart Control” Mr. 
Fancher will present at the Eight Annual 
Convention of the National Automobile 
Dealers’ Association at Hotel La Salle, 
Chicago, Jan. 26-29, the methods actually 
employed to attain these results. Mr. 
Fancher is the designer of the N. A. D. A. 
Merchandise-Profit Record, a standard- 
ized uniform system of accounting and 
as accounting consultant of the associa- 
tion has helped hundreds of dealers tc 
place their stores on a business basis. 


Composite Statements 


He will present composite statements 
showing what automobile dealers in dif- 
ferent classes can afford to spend for 
advertising, for salesmen, for rent, heat, 
light and power, and similar items and 
how much their sales volume must be 
to permit such expenditures. For spe- 
cific value he will indicate the ratios 
between sales volume and expense that 
should prevail for a 50 car dealer, for 
a 100 car dealer, for a 250 car dealer, 
and for a 500, or more, car dealer, 

Other topics to be discussed at the 
convention will be sales, service, man- 
agement and used cars. The most in- 
tensive discussion of salesmanship ever 
held in the industry will be in charge 
of three of the leading merchandising 
specialists of the country. Edward M. 
Pa¥ton of Cleveland will present, “De- 
veloping the Retail Selling Plan”; Harry 
Collins Spillman, of New York, mer- 
chandising director of the Remington 
Typewriter Co., will discuss, “Applying 
the Sales Plan to the Prespect,” and 
William B. Burruss of New York, sales 
consultant of the National Automobile 
Dealers’ Association, will discuss, “Good 
and Bad Selling in the Automobile in- 
dustry.” 

TO BUILD RENEWAL PLANT 

BIRMINGHAM, Ala., Jan. 9.—Plans 
for erection of a renewal plant by the 
General Motor Corp. at Birmingham, 
have been completed. A deal was closed 
for a site at Twenty-eighth street and 
Avenue F. south. The property is sched- 
uled for completion not later than April 
1, 1925. It will be a one-story brick 
structure, 65 by 190. 

The plant here will be similar to those 
in Cleveland, Atlanta and other cities 
and will be operated on the same plan, 
which is in the nature of a service sta- 
tion and rebuilding plant for cars built 
by General Motors. 
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GIVEN FORD VICE-PRESIDENCY 


DETROIT, Jan. 10.—Peter R. Martin, 
for 21 years identified with the Ford 
Motor Co. and one of the four or five men 
associated with Henry Ford in his early 
days of manufacturing, has been ap- 
pointed first vice-president of the com- 
pany. Ernest C. Kanzler has been named 
second vice-president. 


Studebaker’s Now Financing 


Company Now in Operation 

NEW YORK, Jan. 10.—Industrial Ac- 
ceptance Corp., which will finance Stude- 
baker dealers, has completed its organi- 
zation. It was ready to start operations 
Jan. 1. 

The new company has a capitalization 
of $6,750,000 and is affiliated with the In- 
dustrial Finance Corp., which during the 
last five years has handled this class of 
business for the Studebaker dealer orga- 
nization. For the 12 months ended 
July 31 the company’s volume of Stude- 
baker dealer financing amounted to $62,- 
099,354, which compares with $26,456,530 
in the previous year. 

The company will extend its operations 
to include Studebaker dealers in Europe 
and South America, especially in Brazil 
and the Argentine. Heretofore the com- 
pany has confined its business to the 
United States and Canada. 

Arthur J. Morris is president of the 
new corporation. 

CHANGE AT MINNEAPOLIS 

MINNEAPOLIS, Minn., Jan. 12.—B. R. 
Kelley, head of the Kelley Auto Co., 1208 
Harmon Place, will distribute the Gard- 
ner car in the Northwest. For 10 years 
he had distributed the Dort. He will 
maintain Dort service and parts sales 
only. 
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1925 to See Passing of Oper 
Car as Large Output Factor 


Plans of Most Makers Anticipate 
Strong Demand for Low 


Priced Closed Models 


NEW YORK, Jan. 12.—The year 1925 
will witness the passing of the open car 
as a large factor in the production and 
consequently the merchandising plans of 
most of the large manufacturing com- 
panies of the industry, according to the 
views of executives as expressed during 
show week here. Not only did many 
large companies not show open cars but 
the sentiment that “we don’t care if we 
don’t sell an open car all year” seemed 
to rule in the statements of those re- 
sponsible for the selling plans of many 
of the large companies. 

Merchandising plans of most of these 
companies are built around the expec- 
tancy of large volume of buying in low- 
price closed models, and even companies 
which are not offering closed models that 
are conspicuously lower priced than their 
open types are convinced that the closed 
will far outsell the open. 

So much is it expected that demand 
will run almost exclusively to closed cars 
and that dealers will make their biggest 
selling effort on these models, several 
manufacturers have frankly stated they 
will make no effort to stimulate open-car 
buying through advertising or any other 
form of co-operative sales effort. This 
policy will be maintained at least 
through the year, and unless there are 
developments which indicate that open 
cars have still a considerable measure of 
popularity, these will be cut from the 
lists and will be manufactured by these 
companies only to meet export demand. 














Bronze Tablet Stands as Tribute of U. P. C. Employes 
to Late President and Leader 
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Above is a photographic reproduction of a tablet which has been placed at the en‘rance 
of the U. P. C. Building, 239 West 39th Street, New York. The tablet, which is in bronze, 
commemorates the long and able leadership of the late Horace M. Swetland as president 
of the United Publishers Corporation. It was erected to his memory by employes of the 


corporation’s various units, which included MOTOR AGE, under a financing plan limiting 
individual subscriptions to a sum not in excess of twenty-five cents. 
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Warns Against Radical Bills 


to Come Before Legislatures 


A. A. A. Committee Chairman Urges 
Co-Operative Action by Owners, 
Dealers and Others 


WASHINGTON, Jan. 12.—A message of 
warning to motorists, automobile man- 
ufacturers and dealers, against radical 
automobile legislation, now up for con- 
sideration by 42 legislatures in the states, 
has been sounded by Maj. Roy F. Britton, 
Chairman of the legislative board of the 
American Automobile Association, with 
headquarters here. The utmost co-opera- 
tion among automobile dealers, owners, 
etc., will be needed to assure the defeat 
of such anti-motor legislation, it is de- 
clared. 

According to Maj. Britton, bills are 
pending in state legislatures calling for 
various forms of compulsory insurance, 
gasoline tax revision bills, with increased 
taxation as their general aim; bills ad- 
vocating restrictions in the use of cars; 
bills for the curtailment of autobuses; 
a multitude of: measures against the so- 
called triffic evils, and a score or more 
of other bills, all of which either mean 
more taxes for the motorist or are ad- 
verse to motoring. 

National automobile legislation is be- 
ing watched closely by not only the 
A, A. A., Maj. Britton declares, but by 
such organizations as the National Auto- 
mobile Chamber of Commerce, Motor and 
Accessory Manufacturers’ Association, 
National Automobile Dealers’ Association, 
Automobile Body Builders’ Association, 
Society of Automotive Engineers, and 
others. State legislation, however, Maj. 
Britton points out, must be watched 
largely by the motor organizations within 
the states. 





PLAN TAX RELIEF FOR OWNER 


DALLAS, Texas, Jan. 10.—Automobile 
tax laws of Texas are slated for an over- 
hauling. The owner is going to pay less 
taxes on his vehicle, according to the 
program, but the tax on gasoline is going 
to be increased. 

These things have practically been 
agreed upon by the automobile dealers 
and Governor-Elect Miriam A. Ferguson. 
The tax on automobiles probably will be 
reduced about $6 a car. Automobiles used 
for transportation purposes, pure and 
simple bus line vehicles, very likely will 
be put under the supervision of the 
Texas Railroad Commission. A tax prob- 
ably will be levied upon the gross re- 
ceipts of bus line operators in addition to 
the usual motor vehicle tax. That, any- 
how, is the present outlook. 

HANDLE MAXWELL-CHRYSLER 

BLACKWELL, Okla., Jan. 12.—Forma- 
tion here of the Maxwell-Chrysler Motor 
Co, as distributors of the Maxwell and 
Chrysler line in the vicinity of Blackwell, 

la, has been announced. The com- 
pany has a capital of $25,000, and was or- 
sanized by B. O. Woltz, of Blackwell, and 
his associates, 
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He Capitalizes Cross 
Word Craze 


SYRACUSE, Jan. 12.—One dealer 
in Syracuse has made the present 
crossword puzzle craze bring him 
profits and advertising. The Syra- 
cuse Watson Stabilator Co., which 
also handles the Allen winter front 
and the Perfection heater, devised 
a novel crossword puzzle, offering 
merchandise prizes for solution. 











Fisher Body Stockholders Vote 


for New Common Shares Issue 


NEW YORK, Jan. 10.—Stockholders of 
Fisher Body Corp., at a special meeting, 
voted to issue 2,400,000 shares of com- 
mon stock par value $25 to take the 
place of the present authorized and out- 
standing common stock of 600,000 shares 
of no par value. 


Stockholders of record Jan. 14, 1925, 
will receive a letter setting forth their 
rights to exchange their stock on the 
basis of one share of old stock for four 
shares of new stock. 


Directors are scheduled to meet Jan. 9 
to declare a quarterly dividend to be paid 
Feb. 2, the dividend to be payable upon 
the new $25 par value stock. No further 
dividends will be paid on the old common 
stock, and all subsequent dividends will 
be upon the new commen stock; there- 
fore, it is imperative that stockholders 
make prompt exchange of old stock for 
new. 


Eastern Dealers See New Hupp 
Eight at Show Week Luncheon 


NEW YORK, Jan. 12.—Formal intro- 
duction of its new eight was made by the 
Hupp Motor Car Corp. to its eastern 
dealers at the annual show-week meeting 
in the Commodore. The car occupied the 
place of honor at the luncheon, but deal- 
ers were reminded that the new car was 
only one part of the line and that the 
company was looking toward the sale of 
30,000 fours during the coming year. 


President C. D. Hastings told of mak- 
ing the first sale of the new eight, him- 
self, and also, told of the first new eight 
reported stolen. Other speakers were 
T. F. McManus, advertising counsel, who 
told of the company’s record for honest 
dealing; O. C. Hutchinson, salesmanager, 
read telegrams from 26 key cities of the 
country, reporting an attendance of 400,- 
000 at the first showing of the new eight. 
The company was prepared to give deal- 
ers all the closed cars they could sell, 
Mr. Hutchinson said, but asked advance 
specifications on requirements. Another 
4,000,000-year was looked for by Mr. 
Hutchinson in 1926 with 1925 setting an 
increased selling pace. T. B. Van Al- 
styne, New York distributor, was master 
of ceremonies. 
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Indianapolis Speedway Mails 
Entry Blanks for Race in May 





Conditions Governing Decoration 
Day Event Substantially With 
Those in Force Last Year 


INDIANAPOLIS, Jan. 12.—Entry blanks 
for the thirteenth annual 500-mile Inter- 
national Sweepstakes, scheduled for Sat- 
urday, May 30, 1925, have been placed in 
the mails by the Indianapolis Motor 
Speedway. This will be the seventeenth 
season for the worlds’ most famous auto- 
mobile speed course, the $50,000 five-cen- 
tury dash being inaugurated the third 
season and the track being idle during 
the years this country participated in the 
great war. 

Conditions for the coming race will be 
almost identical with those for the 1924 
event. Cars eligible must not be powered 
with engines exceeding 122 cubic inches 
piston displacement, which in European 
terms is two litres. It will be the last 
year for these engines, the Speedway 
having announced last summer that be- 
ginning with the 1926 race the engines 
would be limited to 9144 inches or one 
and one-half litres. The two-litre class 
started in 1923 and last May 30 the late 
Joe Boyer, driving a Duesenberg, aver- 
aged 98.23 miles an hour, lowering the 
records made by larger engines. 


1,400 Pound Weight Minimum 


Cars with two-litre engines must weigh 
not less than 1,400 pounds. The con- 
tending drivers must average 85 miles an 
hour for 10 miles or four laps of the 
course to go to the starting line. Not 
more than 33 cars will be permitted to 
start, the slower cars dropping out if 
more than 33 qualify. The trials will be 
conducted on May 26. 


The $50,000 in cash, which is annually 
supplemented by awards of almost an 
equal amount by accessory and equip- 
ment makers, will be divided among the 
first 10 drivers to complete the distance, 
with $20,000 to the winner and $1,400 to 
the tenth pilot. In addition to these cash 
prizes a consolation prize of a substan- 
tial amount will be awarded, the amount 
and manner of distribution will be an- 
nounced previous to May 30. 


European Drivers Interested 


European drivers have been unable to 
win an Indianapolis race since the war, 
although the late Howard Wilcox did win 
with a French Peugeot in 1919. The en- 
gineers on the other side of the Atlantic 
are showing unusual interest this year in 
the race and numerous requests for entry 
blanks have been received. 


Rickenbacker ‘Makes $200 
Cut on Full Line of Sixes 


DETROIT, Jan. 9.—Prices on all Rick- 
enbacker “six” models have been re- 
duced $200. The reduction is made solely 
in the interest of creating demand for a 
larger volume, said B. F. Everitt, presi- 
dent of the company. 
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With the Associations 





Form Permanent Organization 

BIRMINGHAM, Ala., Jan. 12.— The 
Southeastern Alabama Automotive Deal- 
ers’ Association met in Dothan and ef- 
fected a permanent organization. 

It was decided that the members should 
meet once a month in some city to be 
selected by the executive committee. Fif- 
teen new members were reported by the 
secretary, a number of them coming from 
towns in Georgia and Florida as well as 
from Alabama. It was announced that a 
drive for new members would continue 
through the months of December and 
January, the object being to obtain the 
affiliation of every automobile man in the 
corners of the three states where the 
organization operates. 

The association was formed under the 
direction of the Alabama State Automo- 
tive Association. 

Officers of the association are: Presi- 
dent, F. G. McQuagge; vice-president, 
J. H. Harrison; secretary and treasurer, 
W. L. Brazil; directors, Foy Walden, 
L. B. Hallman, J. M. Stallings, C. Norris 
and J. R. Keyton, all of Dothan, Alabama. 


Want Tire Dealers Licensed 


ST. LOUIS, Mo., Jan. 10.—The Asso- 
ciated Tire Dealers of St. Louis has 
started a movement to compel all dealers 
in tires in Missouri to be licensed. This 
will have the effect, members believe, of 
driving out of the business all illegiti- 
mate tire dealers, such as drug stores, 
grocer stores and others. 


Show Is Success 


PHILADELPHIA, Jan. 10. -- Automo- 
bile dealers of eastern Delaware County 
held their first annual automobile show 
at Seventy-first street and West Chester 
Pike. It is estimated that more than 
15,000 persons attended the show, which 
was a pronounced success. W. How- 
ard Metcalf, executive secretary of 
the Philadelphia Automobile Trade Asso- 
ciation, who is a resident of eastern 
Delaware county, wrote an article for 
the official program book on “The Won- 
derful Growth of the Automobile In- 
dustry in Twenty-five Years.” 

Exhibitors included agents from Lans- 
downe, Darby, Llanarch, Clifton Heights, 
Philadelphia, Chester, Bryn Mawr and 
Upper Darby. 


Jackson Enrolls in M. A. T. A. 

DETROIT, Jan. 12.—The Jackson Auto- 
mobile Dealers’ Association has enrolled 
all its members in the Michigan Auto- 
motive Trade Association, making the 
seventh local association in the State 
which has enrolled en masse with the 
State association. This increases the 
Jackson memberships in the State asso- 
ciation from six to sixteen. 

Wilbur B. Dunn, president of the Jack- 
son association, and a director of the 
State organization, with Guy A. Butler, 
vice-president of the State association, 
were leaders in the movement to bring 
the Jackson dealers into the State asso- 
ciation in a body. 


Members Meet Quirk 


DETROIT, Jan. 9.—Members of the 
Motor and Accessory Manufacturers As. 
sociation in this territory attended a 
luncheon given at the Hotel Statler to 
meet H. J. Quirk, head of the newly 
established branch office of the credit de- 
partment of the M. A. M. A. Mr. Quirk 
was introduced to the members by M. L. 
Heminway, general manager of the agso- 
ciation. 

The establishment of the branch is one 
step in the expansion of the credit service 
of the organization. It is located at 2125 
First National Bank building. It will 
serve as the center of the field research 
and investigation activities and will carry 
full credit information for the benefit of 
the members of the M. A. M. A. Head- 
quarters of the department will continue 
to be maintained in New York. 


Peter C. Porter Re-elected 


ST. LOUIS, Mo., Jan. 5.—Peter C. 
Porter was re-elected president of the 
Associated Automobile Service Compa- 
nies of St. Louis at a recent meeting 
which marked the first anniversary of 
the formation of the Association. Other 
officers were: first vice-president, Albert 
L. Jagemann, Atlas Repair Co.; second 
vice-president, Paul Gebhardt, Gebhardt 
Repair Co.; secretary, Holixi.an Johnson, 
Plymouth Garage Co.; treasurer, George 
W. Meletio, Meletio Auto Co.; Sersgt.-at- 
arms, Walter L. Hawn of the Hawn Auto 
Service Co. 








Folberth Decree Against Apex 
Is Vacated by Court Ruling 


CHICAGO, Jan. 10—An order has 
been entered by Judge Wilkerson of the 
United States district court, Chicago, va- 
cating a decree under which it was held 
that the Apex Electric Manufacturing Co. 
of Chicago, in manufacturing and mer- 
chandising an automatic windshield 
cleaner, had infringed the patent rights 
of the Folberth Auto Specialty Co. of 
Cleveland. 

The decree also carried an injunction 
restraining the Chicago concern from 
further exploitation of the device in ques- 
tion which, as a result of the more recent 
ruling, is no longer in force. Judge Wil- 
kerson has set Jan. 12 for hearing the 
Apex company’s motion involving dam- 
ages said to have been suffered in con- 
sequence of the litigation. 

J. Prince, secretary of the Apex com- 
pany, stated that his company again is in 
production on its automatic cleaner after 
a suspension of several months in the 
manufacture of this device. The court 
order did not affect the company’s vari- 
ous other products. 

In its action against the Apex company 
Folberth claimed exclusive right to 
manufacture any type of automatic wind- 


shield cleaner, the motor of which is 
operated by the suction of the automo- 
bile engine’s intake manifold. 

In the case of Apex it was contended 
that a cylinder and piston type and dia- 
phragm cleaner were infringement upon 
the Folberth patents. 


Service Station Men Invited 
to Attend Meeting of Owners 


CHICAGO, Jan. 10.—Giving the event 
a touch of prospective trade interest, the 
Chicago Motor Club has invited owners of 
some 300 of its official service stations 
in Illinois and Indiana to be present at 
this organization’s annual meeting at the 
Chicago Coliseum, Jan. 15. Officials of 
the owners’ association believe it would 
be of mutual advantage for the service 
station men to hear the owners’ side 
of many questions and it is likely that 
spokesmen from the trade will comment 
on different subjects during the meeting. 

The Chicago Motor Club’s convention 
last year was one of the largest gather- 
ings ever held at the Coliseum and one 
of the occasional conventions that has 
succeeded in packing that spacious build- 
ing. In the neighborhood of 15,000 own- 
ers from Illinois and Indiana are ex- 
pected to attend. Several prominent 


figures in the A. A. A., will appear on 
the speaking program, chief of whom will 
be Thomas P. Henry, president of the 
national association. 


150,000 Cars and Trucks a 
Month, Ford Factory Schedule 


DETROIT, Jan. 10.—Ford Motor Co. 
has resumed operations in all depart- 
ments on a schedule of approximately 
150,000 cars and trucks a month, after 
having been closed several days for in- 
ventory. 

Ford Motor Co. of Canada, Ltd., also 
has reopened and will operate on a 44 
hour weekly basis. Approximately 4,000 
men returned to work after having been 
idle since Dec. 24. 


RESIGNS M. AND A. M. A. OFFICE 

NEW YORK, Jan. 10.—E. H. Broadwell, 
vice-president of the Fisk Rubber Co. 
has resigned as a director of the Motor 
and Accessory Manufacturers’ Associa- 
tion, due to the pressure of other busl- 
ness and is succeeded by A. H. D. Altree, 
vice-president of the American Bosch 
Corp. Mr. Broadwell has been a director 
of the association for a number of years 
and was its president in 1922 and 1923. 
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New 5-Ton Republic Truck 


ow 





Above is shown the new 5-ton heavy duty truck built by the Republic Motor Truck 
Co., Inc., Alma, Mich., for road building and the lumber industry. It has a four- 


cylinder engine and the multiple speed transmission has seven speeds. 


The truck 


has a high road clearance and one of its other features is the use of a double brake 
on the driveshaft 








E. P. Chalfant of Gill Co. 
Is New M. A. M. A. President 


NEW YORK, Jan. 9.—E. P. Chalfant, 
chairman of the Gill Manufacturing Co., 
was elected president of the Motor and 
Accessory Manufacturers’ Association at 
a meeting of the board of directors here 
yesterday. Mr. Chalfant succeeds G. 
Brewer Griffin. 

Other officials elected were as follows: 
First vice-president, H. L. Horning, presi- 
dent of the Waukesha Motor Co.; second 
vice-president, C. H. L. Flintermann, of 
the Michigan Steel Castings Co.; third 
vice-president, Eugene B. Clark, presi- 
dent of the Clark Equipment Co.; treas- 
urer, L. M. Wainwright of the Diamond 
Chain & Manufacturing Co.; secretary 
and assistant treasurer, J. M. McComb, 
vice-president of the Crucible Steel Co. 


C. E. Thompson, president of the Steel 
Products Co., and Mr. Chalfant were re- 
elected directors. H. W. Chapin, presi- 
dent of Brown-Lipe-Chapin Co., and M. 
B. Ericson, treasurer of the Biflex Corp., 
were elected as new members of the 
board. 


The annual banquet of the association 
was held at the Hotel Astor and was one 
of the outstanding features of show week 
entertainments. As usual, no speeches 
were delivered. 


REVISION APPLIES TO ONE SERIES 


NEW YORK, Jan. 10.—Price revisions 
by the Apperson Motor Co. affect only 
the “straightaway eight’ models on 
Which the lists have been lowered. The 
Sport phaeton has been reduced from 
$2,800 to $2,550 and the sport sedan from 
$3,750 to $2,850. The four-passenger 
brougham, new model, is priced at $2,800. 

The prices on the “V” custombuilt Ap- 
Person remain the same as heretofore. 








The five-passenger sport phaeton is 


still $1,695, the three-passenger coupe 
$1,985, and the five-passenger sedan 
$2,295. The five-passenger sedan selling 


for $2,095 has not been discontinued and 
is still in production. Apperson also 
makes a five-passenger phaeton at $1,395. 
The price on the five-passenger new 
phaeton, four-wheel brakes, is $1,850. 
The three-passenger coupe with four- 
wheel brakes is $2,350 and the five-pas- 
senger sport sedan, also with four-wheel 
brakes, is $2,395. These cars are fully 
equipped. 


Rickenbacker Company Now 
Controls Trippensee Corp. 


DETROIT, Jan 12.—Frank Trippensee 
has been elected a director of Ricken- 
backer Motor Co. succeeding B. L. Com- 
ber. All other directors and officers 
were returned. The Rickenbacker com- 
pany has acquired complete control of 
the Trippensee Closed Body Corp. through 
exchange of Rickenbacker stock for the 
entire 145,000 shares of $10 par of the 
Trippensee company on the basis of one 
for one. The Rickenbacker company has 
been heavily jnterested in the Trippensee 
company since it was formed a year ago 
through the combination of the former 
Trippensee company and the Everitt 
body trimming and finishing interests. 


BUICK WILL NOT CUT PRICES 
NEW YORK, Jan. 12.—Buick Motor Co. 
will not reduce prices. 


“We have no intention of reducing 
prices,” President H. H. Bassett says. 
“Prices of steel and other materials have 
not declined and there is nothing in the 
situation to warrant a reduction.” 
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Saturation Point Here Now, 
Declares Kettering in Talk 


A. B. C. Hardy Tells Olds Dealers 
Not to Be Stampeded by 
Price Fluctuations 


NEW YORK, Jan. 10.—Speaking at the 
Oldsmobile New York show dinner, C. J. 
Kettering, General Motors vice-president, 
told dealers that “the saturation point 
is now here and don’t let any statistician 
tell you that it isn’t. I’ts here,” he said, 
“and it remains for the industry to pre- 
pare to do business on that basis.” 


The meeting was attended by an over- 
flow crowd of dealers and their sales- 
men. Other speakers were A. B. C. Hardy, 
president, Charles H. Larson, New York 
distributor; J. D. Mooney, president Gen- 
eral Motors Export Co., Bruce Barton, 
author, and George T. Carroll, Jr., of the 
General Motors Acceptance Corp. C. H. 
Peasley, general sales manager, presided. 


Out of the year’s experience with 
overproduction has come the Oldsmobile 
manufacturing program by which it holds 
its factory production in strict alignment 
with retail movement of cars. Cars are 
now built only ten days in advance of 
the period that field reports indicate they 
will pass into the hands of the retail 
buyer. 


Present prices on Oldsmobile are based 
upon a production of about 66,000 cars 
in 1925, Mr. Hardy said. He asked deal- 
ers not to be stampeded by the present 
price fluctuations. 


Velie Manager Urges Dealers 
To Improve Business System 


NEW YORK, Jan. 9.—Improvement in 
the systematizing of retail establish- 
ments was urged by E. McEwen, manager 
of Velie Motor Corp., as the most import- 
ant work that dealers could undertake. 
Talking at the annual luncheon of the 
company to its eastern dealers during 
show week, he urged adoption of the Na- 
tional Automobile Dealers’ Association 
financial system, or one equally good, 
and also recommended to dealers that 
they join this association. 


As part of its sales promotion pro- 
gram, the company is building up a force 
of field sales representatives who will 
work continuously in helping dealers and 
distributors on the ground. Two appoint- 
ments to this force were announced in 
the persons of A. I. Roberts and K. L. 
Webster, who are now at work. This 
force will be augmented so that all terri- 
tories will be covered. 


F. E. Bradfield, salesmanager, was in 
charge of the meeting, which preceded 
the luncheon and was one of the speak- 
ers. A. F. McCrea, sales promotion and 
advertising manager of the company, out- 
lined plans by which the company is 
undertaking to give its dealers the great- 
est possible advantages in their sales 
campaigns. 
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Material Improvement Noted 
In Chicago’s Sales Tendency 


Business for Dealers Picks Up in De- 
cember With Much Better 
Feeling Prevailing 


CHICAGO, Jan. 9.—December wit- 
nessed a material improvement in busi- 
ness for the Chicago district’s retail 
trade. While not a small number of 
automobile dealers failed to share largely 
in the betterment, more cars were sold 
by the majority than in the preceding 
November or in December of 1923. The 
first half of the month was some- 
what sluggish, with a turn in the 
upward direction coming along about the 
fifteenth and with the month ending rela- 
tively strong. One of the largest distribu- 
tors of lower priced cars reports that 
December for his company was the best 
month since August. 

Quite a number of cars were sold as a 
result of the Christmas impetus, al- 
though there was but little extensive 
campaigning to push the Christmas gift 
idea. Salesmen, as a rule, merely took 
advantage of the season’s suggestions 
and closed deals on the strength of the 
Christmas gift argument that otherwise 
still might be hanging fire. In instances 
where special Christmas campaigning 
methods were employed results were 
very gratifying. 

New car stocks and used car stocks are 
about where they were a month ago, with 
the sales movement of used cars also 
about the same. Opinion in the local 
trade differs as to what January will 
likely bring forth, it being believed in 
some quarters that the December pace 
will be continued and in others that the 
show season will cause a slowing down. 

There is a much better feeling in the 
trade here, however, than in several 
months and it is generally expected that 
1925 will prove a good year for automo- 
bile merchandising. 


Klaxon Company Reduces 


Prices on Two Horn Models 


ANDERSON, Ind., Jan. 10. — Effective 
January 1, 1925, the changes have been 
made in factory list prices of Klaxon 
12-A and Klaxon 8 horns. These changes 
are made, it is stated, in accordance with 
the policy of the Remy Electric Company, 
manufacturers of Klaxon horns, to give 
the ultimate consumer the benefit of sav- 
ings made possible by quantity produc- 
tion. 

The Klaxon 8 will be reduced in price 
from $4.95 to $4.00. The Klaxon 12-A 
will be reduced in price from $10.00 to 
$7.50. Both the Klaxon 12-A and Klaxon 
8 have been re-designed. 

The Remy Electirc Company began the 
manufacture of the Klaxon lineon July 1, 
when the manufacturing division of the 
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New York Show Snapshots 








Klaxon Company was moved from New- 
ark, N. J., to Anderson, Indiana. 


ENLARGE BUILDING 

FORT WORTH, Tex., Dec. 12.—The 
Hubb-Diggs Automobile Co., of Fort 
Worth, has enlarged its building until it 
now has one of the largest automobile 
establishments in Forth Worth. The new 
addition to the plant provides 19,000 ad- 
ditional square feet of space. The addi- 
tional room was made necessary by the 
expanded business. The company han- 
dles Fords and Lincolns. 


$100,000 FOR NASH EMPLOYES 


KENOSHA, Wis., Jan. 9—Nash Mo- 
tors Company distributed more than 
$400,000 in cash Christmas gifts among 
its employes. Every employe was re- 
membered. The envelopes for workers at 
the plant here were distributed by C. W. 
Nash, personally. 


Marmon’s December Output 
Establishes New High Mark 


INDIANAPOLIS, Jan. 10.—All previous 
records for December output were broken 
this year by the Nordyke & Marmon 
Company, in the production of the tet 
new Marmon models, recently announced, 
according to an announcement made by 
G. N. Williams, president and general 
manager of the company. The produc- 
tion for December exceeded by 92 per 
cent the production for December, 1919, 
the previous high December mark for the 
company. 

The demand so far says Mr. Williams, 
appears to have centered on tle five 
passenger Standard Sedan and te five 
passenger, four-door Brougham-Coupé 
the two models of the new line which 
the company is featuring at a \rice of 
only $130 more than the price of the 
open-type models. 
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Automobile Shows 


ams, Mass Feb. 12-14 
‘Adams-North Adams Automobile 








Ad 





Show, Adams State Armory, J. J. 
Callahan, Pittsfield, Mass., man- 
ni 21-28 
N. Y Feb. 21- 
aay Automobile Show, State 


Armory, under the auspices of the 

Albany Automobile Dealers’ Asso- 

ciation, L. B. Wood and L. Y. 

Long, managers. 

town, Pa Mar. 
allet lentown Automobile Show, Le- 

high Automobile Trade Associa- 

tion, E. T. Satchell, president. 

ta, Ga Feb. 14-21 
a Car and Accessory 

Show, City Auditorium. Atlanta 

Automobile Ass’n. 


ic City, Ni. J...-cc.ecc-----Jan. 31-Feb. 7 
me Automobile Show, Garden 
Pier, under the auspices of the 
Automobile Trade Association of 
Atlantic City, Harry Leiby, man- 


1-8 











“a 17-24 
Itimore Jan. - 
- Nineteenth Annual Automobile 


Show, Baltimore Automobile 
Trade Association 
inghampton, N. Y..-.--ccc----c-c-----2---J aN. 26-31 
aaa Automobile Show, State 
Armory, Binghampton Automobile 
Dealers’ Ass’n. H. Scottebo, Mer. 





Boston March 7-14 
Annual Show, Boston Automobile 
Dealers’ Association, Chester I. 
Campbell, manager. 

Buffalo, N. Y¥ Jan. 10-17 





Twenty-third Annual Automobile 
Show, Buffalo Automobile Dealers 





Association, Carlton C. Proctor, 
manager. 
Brooklyn Jan. 17-24 


Annual Automobile Show Brook- 

lyn Motor Vehicle Dealers Ass’n. 
Cadillac, Mich (Date)? 

Seventh Annual Passenger Car 

Show, Cadillac Garage Owners’ 

Ass’n. Warren J. Hensh, Mgr. 
Charlotte, N. C Feb. 9-14 

Fifth Annual Carolina Automobile 














Show. i . Heath, Chairman 
Central Committee. 

Chiéago Jan. 23-31, 1925 
National Automobile Chamber of 
Commerce. 

Chicago Jan. 26-31 
Twentieth Annual Automobile 
alon, 

Cincinnati Jan. 10-17 





Cincinnati Automobile Show, 
Music Half Auditorium, under the 
auspices of Cincinnati Automobile 
Dealers Association. 

Cleveland, O Jan. 17-24 
Annual Show, Cleveland Automo- 
bile Manufacturers’ and Dealers’ 
Assn. Public Auditorium, Herbert 
Buckman, Manager. 


Columbus, O Jan. 12-17 
Automobile and Accessory Show 
of Columbus Automobile Dealers 
Company. 

Des Moines, Ia Feb. 22-28 
Annual Automobile Show Under 
Auspices of Des Moines Automo- 
bile Dealers Association. 

Detroit. Jan. 17-24 
Detroit Automobile Show, Detroit 
Dealers’ Association. 

Elmira, N. ¥ Jan. 19-24 
Annual Automobile Show, New 
York State Armory, under the 
auspices of the Elmira Automo- 
bile Merchants Association, T. W. 
Keeton, chairman. 




















Erie, Pa. Jan. 12-17 
Erie Automobile Show, C. R. Cum- 
mins, Mer. 

Evansville, Ind Mar. 9-15 





Annual Automobile Show, Evans- 
— Automobile Show Associa- 
Fitchburg, Mass Jan. 29-31 
annual Show, State Armory,J. J. 

allahan, Pittsfield, Mass. Mgr. 

Flint, Mich Feb. 1 
Automobile Show, Flint Dealers 
Association. 











Fort Worth, Tex March 3-10 
Third annual passenger car show. 
rere Worth Auto Trades Ass’n 

gs: 








Hackensack, N. J Jan. 17-24 
Annual Automobile Show under 
auspices of Automobile Trade 
Ass’n, of Bergen Co. Moe Katz- 
man, Mer. 

Hartford, Conn Feb. 21-28 





Eighteenth Annual Passenger Car 
Show, Hartford Automobile deal- 
ers’ Ass’n, Arthur Fifoot, manager. 








Indianapolis, Ind Mar. 2-7 
Annual Automobile and Accessory 
Show, Automobile Bldg., Indian- 
apolis Automobile Trade Assn., 
John Orman, Manager. 

Grand Rapids, Mich Feb. 9-14 
Annual Automobile Show, Pas- 
senger Car Dealers Association, 

M. D. Elgin, manager. 
Kansas City, Mo Feb. 7-14 





eb. 
Kansas City Motor Car Dealers’ 
Association Show. 

Johnstown, Pa Feb. 26-Mar. 7 
Annual Automobile Show, Johns- 
town Automobile Dealers’ Ass’n. 

H. Swank, Mer. 

Lansing, Mich Feb. 2-7 
Annual Automobile Show, Lansing 
Automobile Dealers Association, 
Arthur N. Avery, manager. 

Louisville, Ky Feb. 16-21 
Louisville Automobile Show, 
Louisville Automobile Dealers As- 
sociation, George T. Holmes, man- 

















ager. 

Montreal Jan. 17-24 
National Motor Show of Eastern 
Canada, Montreal Automobile 
Trade Association, Ltd., M. 
Hart, president. 

Milwaukee. Jan. 17-24 
Seventeenth Annual Automobile 
Show, Milwaukee Automotive 


Dealers Association, Bart J. Rud- 
dle, manager. 





Minneapolis Jan. 31-Feb. 7 
Eighteenth Annual Twin City 
Automobile Show, Minneapolis 


Automobile Trade Association. 
Muskegon, Mich Feb. 16-21 
Muskegon Automobile Show, Mus- 
kegon Automobile Trade Associa- 

tion, J. C. Fowler, manager. 


Newark, N. J Jan. 10-17 
Eighteenth Annual Automobile 
Show, under the auspices of the 
New Jersey Automobile Exhibi- 








tion Co., Chamber of Commerce 
Building. Claude E. Holgate, 
Manager. 

New Bedford, Mass................. Jan. 28-31, Inc. 


Annual Automobile Show given by 
New Bedford Trade. 


Omaha, Neb Feb. 16-21, 1925 
Twentieth Annual Omaha Auto- 
mobile Show. 


Philadelphia Jan. 10-17 
Twenty-fourth Annual Automo- 
bile Show, Philadelphia Automo- 
bile Trade Association, Commer- 
cial Museum. 


Pittsfield, Mass Jan. 16-17 
Pittsfield Automobile Show, J. J. 
Callahan, — 


Pittsburgh, P. Jan. 31-Feb. 7 
Twenty-ninth Annual Automobile 
Show, Motor Square Garden, un- 
der the auspices of the Automo- 
tive Association, Jno. J. Bell, 
Manager, 


Portland, Me 
Annual Automobile Show, 
landAutomobile Dealers’ 
Howard B. Chandler, Mer. 


Portland. Ore. Jan. 31-Feb. 6 
Annual Automobile Show, Multno- 
mah Block, under the auspices of 
the Automobile Dealers’ Associa- 
tion of Portland; Ralph J. Staehli, 
manager. 


Reading, Pa. Jan. 31-Feb. 7 
Annual Automobile Show, Rajah 
Temple, under the auspices of the 
Reading Automobile Trade Asso- 

wae George D. Barbey, secre- 
ry. 














Feb. 23-28 
Port- 
Ass’n. 











Rochester, N. Y. Jan. 19-24 
Annual Automobile Show, Bdger- 
ton Park Buildings, under the 
Auspices of the Rochester Auto- 
mobile Dealers’ Association, Inc., 

S. Park Harman, manager. 


BL | oe ee eee ne Ae Jan. 12-17 
Rockford Automobile Show. A. C. 
Price chairman. 


San Francisco Feb. 21-28 
Ninth Annual Pacific Automobile 
Show, Exposition Auditorium, un- 
der auspices Motor Car Dealers’ 
Association of San Francisco. 

G. A. Wahligreen, Manager. 











Scranton, Pa 
Annual Automobile Show, com- 
mercial cars; passenger cars, 
Feb. 2-7; State Armory, under the 
auspices of Scranton Motor Trades 


Jan. 27-31 








Association, Hugh B. Andrews, 
manager. 

St. Louis, Mo Feb. 21-28 
Annual Automobile Show, St. 


Louis Automobile Dealers Asso- 
ciation, Robert E. Lee, manager. 


St. Paul Jan. 31-Feb. 7 
Annual Passenger Car, Truck and 
Tractor Show. St. Paul Auto 





Trades Ass'n. 


Second Annual Pasenger Car 
Show, Automobile Building. 
Syracuse, N. Y Feb. 2-7 





Seventh Annual Automobile Show, 
Syracuse Automobile Dealers As- 
sociation. C. H. Hayes, manager. 


Trenton, N. J Feb. 18-21 
Automobile Show, Armory. Harry 
Cc. Woods, Mgr. 


Washington, D. C Jan. 24-31 
Annual Show to be held on both 
floors of Convention Hall under 
auspices Washington Automotive 
Trade Association. Rudolph Jose, 
Chairman Show Committee, 1138 
ae. nee ave., Washington, 








Waterbury, Conn 
Automobile Show, 
Dealers’ Ass’n. Gus Parsons, Mgr. 


Wilkes-Barre, Pa Jan. 26-31 
Annual Automobile Show, Auto- 


Jan. 19-24 
Waterbury 








mobile Merchants’ Ass’n of 
Wilkes-Barre, Norman Johnstone, 
Mer. 

Worcester, Mass Feb. 9-14 





Annual Automobile Show, Worces- 
ter Automotive Association, W. R. 
Livingstone, manager. 


Youngstown, Ohio Feb. 2-7 
Third Annual Automobile Show, 
Rayen-Wood Auditorium, Youngs- 
town Automobile Dealers Associa- 
tion. C. A. Baird, manager. 





Conventions 


Chicago Jan. 26-29, 1925 
Eighth Annual Convention, N. A. 
D. A., Hotel LaSalle. 


Chicago 
Fifth Annual 





Jan 26-29 
Meeting, Automo- 





tive Electric Service Ass’n. Con- 
gress Hotel. 

Colorado Springs, Colo..................June 22-27 
Summer Convention, Automotive 
Equipment Association, Broad- 
moor Hotel. 

Detroit Jan. 19-22 





Annual Meeting of the Society of 
Automotive Engineers. 


Montgomery, Ala 





Jan. 26, 1925 


Annual Convention, Alabama Au- 
tomotive Trades Association. 


Foreign Shows 
Geneva, Switzerland................March, 20-29 
International Motor Exhibition. 
Melbourne, Australia..t._ttt.imipril 22-May 7 


International Automobile Show, 
Chamber of Automotive Industries 
and Royal Automobile Club of 
Victoria. 
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. c nger Car Models 
‘ urrent Passe 
Prices and Weights of ot a 
Ship. 
. ody Style 
—_- i we Pass. Body Style Price Wt. Pass. Body Style Price Wt Pass. Tie 
Wt. Pass. Body Style Price ia 2605 Sp Spec. Towing §=6 8B |g Touring 1,995 
“D-66” 2- a an ~ rougham 1,995 
8175 4-p Sp. Roadster 2,050 3050 5-p Touring 2°'390 2798 4-p upe 1,375 1750 5-p Touring $630 
260 6p Touring 1,695 | 3380 5-p Sub. Coupe 2,485 | 2929 4-p Spec. Coupe 1475 | 1735 2p Coupe 750 
es > aut 1,850 3400 5-p Sedan ‘ 77 5-p “B” Sedan yo 1880 3-p Coupe 845 
3310 1p Touring Vass | —o «GP Victoria meee | 3150 Sp Spee. "B" Sedan 1.193 2020 5-p Sedan poo 
3190 4-p Sp. Touring 1,885 Y 2,475 3098 6-p Sedan A, 1,245 2180 545 Royal Sedzn 975 
3470 7-p Sedan 2,550 3950 I-p Touring 3,325 3107 5-p -Spec. A” Sedan 1.330 HCS “6” 
3310 5-p Brougham 2,195 | 4320 Tp Sedan | ‘ .. 5-p Coach 1,005 | 8760 4p Touring $2,650 
ANDERSON | “41” oo a $1795 | ..... 5-p Spec. Coach 1,195 | 3950 4-p Coupe 3,350 
2650 6-p Touring $1,195 | 3090 2-p Roadster 1,785 | DORRIS “6-80” 4010 4-p an 8.350 
2675 «64-p 6S. Touring ; — ¢ a 1,585 | 4120 4-p Pasadena Tour. $4,150 | HAYNES “60” 
2925 2-p Coupe 1,425 3084 5-p Touring 1735 4115 %-p Touring 4,150 8295 5-p Touring $1,600 
2875 6-p Sedan mi Sd 6 Fe Ui oe 4-p Coupe 4.985 | 9798 6p an 2'300 
2925 6-p Sp. Sedan es | 8806 tp Repel D ‘Sedan 1585 | 4200 5p an 305 =| 3560 6p Brougham 2.200 
ee 1,595 | 330 9 + come Sedan 2,045 4310 7-p Sedan 5,800 HERTZ D-1 
a Tourin , 330 -p ¥ RG 3360 5-p Sedan $1,695 
3200 Tp Sedan 1,945 | 3469 5-p Met. Sedan Loss | CUSSENDERG wy: HUDSON “Super Six” 
APPERSON “6” + v0 2,195 | 3920 $-p Roadster $6,500 | 3300 4-p Speedster $1,400 
0 5- Sp. Phaeton $1,695 8521 7-p Sedan — 3.095 $700 5-p Phaeton 6,250 8425 -p Phaeton 1,500 
3145 > Coupe 1,985 | 3598 7-p Limousine , 3920 7-p Phaeton oa. 8450 5-p Coach rae 
3470 5-p Sp. Sedan 2,295 CHEVROLET i ea 6,500 | 3585 Ep Sedan Ln 
“y-3” “Sup 525 000 4-p Coupe ¥ 3675 1-p ad , 
8815 5-p Phaeton $2,485 1690 2-p Roadster = pad 1-p an 7,800 HUPMOBILE “R” 
8900 I-p Phaeton 2,535 1790 5-p Touring 640 DU PONT “Cc” 2-p Roadster $1,225 
8955 5-p Sport Phaeton 2,800 | 1955 6§-p Phaeton DeLuxe 725 | 3300 2-p Roadster $2,600 | 730 Se Ponaatel 1,225 
8815 1%-p Sport Phaeton 2,900 | 9005 4-p Coupe 715 | 3400 5-p Touring 2,600 | 5760 2-p Coupe 1,350 
4180 5-p Sedan sage | 1880 2-p Utility Coupe 735 | 3600 5-p ‘Touring Sedan 3,400 2860 4-p Coupe 1,595 
4200 7-p Sedan 2 > 825 3600 5-p Sub’n Sedan 2,750 2975 5-p Sedan 1,800 
4340 5-p Sport Sedan 3,750 2070 5-p Sedan ™ DURANT 4-22” 2895 5-p Club Sedan 1,375 
4380 %-p Sport Sedan 3,850 CHRYSLER 2235 2-p Roadster $1,080 “Ep” 
“ST 8” (112% tn. W. B.)_ $1,625 | 2325 6p Touring s30 | 8-p Roadster $1,975 
alas 5-p Sp. Phaeton =— $2,550 | 9805 4-p Roadster 1395 | 2345 5-p ‘Touring F.W.B. 940 | 373: SP Roadstei 1,975 
8-p Coupe 3s00 | 2780 5-p Touring 1,495 | 2405 2-p Business Coupe 935 | 3135 45 Couve 2,325 
nit ac 5-p Brougham 2,800 2785 5-p Phaeton "895 2495 4-p Coupe 1,160 410 oo) Sedan 2,375 
—~ 7 oa 2,850 | 9935 4-p Coupe wane 2605 6p Sedan 1,190 | Sowerr ‘“9s-5” 
AUBURN “6-43” — oo erial Sedan 2,065 | 2550 6p Coach 1,050 | 3000 6p ‘Touring —_— ‘$1,115 
oe 65> Gein Ona tes | oes co goeaae fae ELCAR  —“4-40-41" 5 | 2810 Sp DeLuxe Touring “120 
id English Coac 940 80 -D u ° $995 | 3-p us. Coupe , 
2885 6p Sedan ~~ | oe So ee v6 | 2560 5) Demi Sp.Touring 1,095 | 3260 5-p Sedan 1,545 
“ «380 * (11834 in W. B. 3.725 arf Hie Sportster 1,195 3095 5-p DeLuxe Sedan 1,745 
_. 4-p Sport Road 1,975 .... 6-p Town Car , pe 4 Sedan 8 d. 1,295 8230 5-p Brougham be 
sebagai ss 3050 a ee 095 2900 5-p Sedan 1,495 -- 65-p Sp. Brougham 1,52 
seine’ 4-p Sport Brough. 2,250 5-p Touring 7 4 2981 &-p Sp. Sedan 1,695 JORDAN 
sien 5-p Sedan 2,350 oie 5-p Touring De Luxe *295 2719 6-p Brougham8d. 1.265 (120 in. W. B.) ' 
Bi 2 . 2830 3-p Coupe 95 829 6-p Sp. Brough.8d. 1,395 3420 5-p Brougham4d. $2,385 
radia 5-p Touring 795 | 9870 8-p Spec. Compe, 1,395 s PD ne-50-51" 3375 4-p 2034 im. W < — 
tig il $060 Sp 6Gpee. Setan ed. .Tour. 1,220 (124% in. W. 
sec0 > Sedan = a'536 | 8090 &-D Sport Sedan” L725 | gest &> BerRemine 1420 | 8260 4-p  Blueboy Touring 2,08 
5- an «3S ee 5-p por y Sedan 1,49 eries 
ate > Beonghom 7395 | 2930 6-p Brougham iss | ne SD Selene. 1,720 | 3330 2-p Playboy Road. 2,57 
8550 7-p Sedan nin ent 5-p Coach 1,2 2000 bp & “a 1,920 | 340 5 Touring 23515 
~ yee dl Toa i $1,395 bp TT “a 895 2779 HA Brougham —_ 3635 5) so a18 
: ing << a. (ee . our é = yous. i 
a0 > SpuTouing 148g | sp Sean i eed) oo 
-p Sedan , “MASTER” 585 | 8525 5-p an ro 
eed td Sp. Sedan 2,250 = 4-p Volante Tour. §2,325 2007 44 | + ieee pcg 7-p Sedan 8,250 
BUICK “Standard” 0 8795 -p West. Tour. Ped pond E> Sp. Sedan 2,395 KISSEL ” 
2750 2-p Roadster 1,15 8675 4-p Aero-Vol. Tour. 2,4 86 Pp athe al 1,995 2980 5-p Phaeton Std. $1, 
2800 2-p Roadster Encl. 1,190 4055 5-p  Brouette Sedan 8,225 8380 6 4-p “3-80 8170 5-p Phaeton DeLuxe Ls 
2920 5-p Touring 1,175 4000 -p Royal Sedan 8,225 2.315 3190 4-p  Tourster 108 
2060 2b Course = '375 | 4100 7-p Royal Limousine 3,825 $100 &> Spo Touring 26s | 21° 7» Touring 185 
’ ° * t ’ 
i015 <p Coupe ft began en ip Sedan” ses | 8580 2D Ene Speedster 218 
3185 5-p Dbl.ServiceSedan 1,475 Tourin $6,300 4000 5-p Sedan 2765 3430 4-p Coupe 2,585 
1,665 | 4600 %-p Touring 4050 7-p an , h 2,685 
$245 5-p Sedan 395 4500 4-p Sp. Touring 5,800 3530 5-p Brougham 2685 
8050 5-p Coach 1, 4700 4-p Coupe 915 ESSEX ° 3530 5-p Victoria on 
“Master” 5000 6-p an 7,650 2130 5-p Touring = 4070 T-p Sedan om 
(120 _ W. B.) $1,365 | DAGMAR “6-70” 2305 5-p Coach 4010 7-p Berline Sedan 3 
-' Roa ster ’ sn Ee 466Q99 
Bat EB Hosa Bos, “Lage | Sta gp. Towing sgt StH, 3p Sp. Roadster $1600 | a — i 
Ca = m 8 st a h - ster " 
S40 Ep Touring Enel. L475 | S100 tp Phaeton ae lm i ha le - > en wets 
8770 4-p Coupe 2,125 8750 4-p Roadster 3,500 poe 5p Sp. Touring 2,050 .. 5p Brougham yo 
8850 5-p Sedan 2,225 4000 6-p ro. P 4500 3455 4-p Coupe 2,195 J 5-p Victoria Hr} 
8560 5-p Coach 1,495 4600 4p 6 Petite Se Cor 4,750 8585 4-p Sedan 2,285 po 7-p Sedan "583 
(128 in. W. B.) oe 4p os ~~ cae 4,700 5-p Brougham 4d. 2,750 fo 4-p Berline Sedan 3,589 
8485 8-p Sp. Roadster $1,750 | 4700 5-p an ‘ese “ones ag” LEXINGTON 7 
8550 5-p Sp. Touring 1,800 | 4800 7-p ae : 2400 bp Touring 1,075 “Concord 18 
8610 %-p Touring 1,625 = 1,785 2720 5-p Brougham 1640 | . 5-p Touring $1, 
8690 %7-p Touring Encl. 1.700 3100 2-p Roadster r 1'985 FORD ee 6-p Touring (Enc.) "195 
see 8p Coumtey Ce = Bete | 5000 4» Bp. Toning §=— 1.88 Without Starter and Dem. Rims ~~~ 5-p Spee. Touring 17 
8905 6-p Brougham Sedan 2,350 | 3150 5-p Touring 2/345 2-p Runabout $260 | ~~ 5-p Sedan "445 
7 Limousine 2.525 3400 2-p Coupe 2'3 45 1395 -p Seaton 290 -p Spec. Sedan 2,44 
2095 a Soden 4 el laa Wel With Starter and Dem. Rims | ~ “Minute Man” 145 
8850 7- 9 Al 2,925 | DANIELS 94-38” 1540 2-p Runabount ons —— 2p poeta Hes 
A - oa peng p To * 
4190 4p Rosdster $3185 | 4150 4p Touring “ooo | itz 2 Coupee §20 | —— Sd Lark Touring 245 
4280 %-p Touring 185 | 4765 7-p Touring 6,90 ae ~ gh 660 5-p Cal. Touring 195 
— 2 ; 188 5200 > = 7/800 ie 5p Sedan. Tudor 580 jin an Fa ——s P95 
a » 52 -P a 9 1. ‘ouring 
(io . ao 3,585 1s “99” FRANKLIN “10 C” Tp Royal Coach 2.485 
4610 7-p edan | DAV 5 Touring $1,950 oe 2,595 
4880 4-p Victoria 27. 2650 4-p M.O’War Road. $1,495 2700 -p 2750 | ........ 5-p Brougham 2895 
4475 65-p Landau 3,650 2915 4-p Legionaire Tour. 1,495 28385 4-p Coupe 23850 | ...... 5-p Sedan , 
“Custom Built” 2750 &-p Phaeton in |i oa ee 2850 | LINCOLN $4,000 
(132 in.) 8070 5-p Sedan 1,995 2880 5-p “sent, =” 4050 2-p Roadster 1,000 
4260 2-p Coupe $975 | 3065 5-p BBerline Sedan 1,995 | GARDNER “Se on 4290 7p Touring — 
(138 in.) 2700 5-p Brougham 1,595 2520 8-p Roadster ister 1045 4215 4-p Phaeton 4600 
4490 Bp Sedan 4350 edt 3550 Sp Radio Roadster 1135 | 4880 5p Coupe 4,800 
4490 5-p Sedan 4,550 2835 4-p Roadster 1,795 2550 8-p Radio , 4376 4-p Sedan "900 
4590 %-p Suburban 4,650 3020 6-p Phaeton 1,695 2555 5-p Touring 995 4600 &-p Sedan 4, . 
4655 -p Imp. Suburban 4,950 245 5-p Sedan 2,295 2610 5-p Special Touring 1,095 4s60 > fein 510 
CASE J. I. C. 3050 5p Brougham 1,895 2650 6-p Touring + + a anes 1» Limousine 5,8 
8260 8-p Roadster — 8215 5-p  Berline Sedan 2,295 2590 +4 Radin Moceing 11145 a " 
Bii0 fp Sp."Touring ‘Eig | DODGE BROTHERS ess | 268) Sp Coupe 147s | 5080 4p Sportit Tour. $740 
mst 6 ie | oes > oe tee ee | ee Sedan ess | 6880 95 Toning ; 
8640 5-p Sedan 2,5 m6 Gas 885 8070 6-p Sp. , 
ware 5-p Brougham 2,690 P 
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e 3’ 
Prices and Weights of Current Passenger Car Models 
—————— 
Ship. Ship. Ship. Ship. 
Wt. Pass. Body Style Price Wt. Pass. Body Style Price Wt. Pass. Body Style Price Wt. Pass. Body Style Price 
5600 5-P Victoria Sedan 9,990 2410 5-p Coach CS ae 5-p Coach B h Big Six 
Se poet | ie fe Rie, | ee | oe 
40 «TD ‘our. ousine 9, -D eLuxe an ’ <P 5- Cc 5 
poe 1-p Encl. Drive Lim. 9,990 OVERLAND 8326 4-p Sport Phaeton 2,195 4150 7p Sedan sere 
3624 7-p Cabriolet 10,250 “91” (100 in. wheelbase) 8440 4-p Coupe 2,695 | 4200, 7-p  Berline 2,650 
- 1769 2-p Roadster $495 | 8585 65-p Sedan 2,795 | STUTZ 
5-p Touring sae ieee &p queine 495 — al? Coach Brough 2,395 ae “693-4” 
, -p oupe 635 -p Roadste 
Brougham 2,100 2130 5-p Sedan 715 “6-54-E” (118 in. W. B.) 3350 5-p Touring 2380 
- _ | 2004 6-p Coupe Sedan 585 | $100 2-p Roadster $2,685 | -— - 5p Tourabout 3,000 
Touring 1,785 “92” (106 in. W. B.) 8106 4-p Tourer 2,485 ~—-- 4-p Coupe 3,580 
Sedan 2,185 | 2044 6-p Blue Bird 725 | 3300 4-p Sp. Touring 2,750 | 3750 5-p Sedan 3,580 
Brougham 2,285 “<6”? 7-p Touring 2,685 “695” 
proms 5-p Sta. Touring 985 8-p _Cabriolet 3,285 3900 5-p Sportster $3,535 
Pe. Bp Sedan DeLuxe 1,150 |... “6-64-E” (138 in, W. B.) 8950 7-p Touring 3,570 
Roadster $5,400 PACKARD 4100 5-p Spec. Sedan 4,250 4150 5-p Sportbrohm 4,435 
Sport Touring 5,600 6” (126 in. W. B.) 4200 7-p Suburban-Sedan 3,950 | 4350 7-p Suburban 4,535 
Touring 5,700 3165 4-p Roadster $2,785 “*4-75-E” 4450 -p_ Berline 4,785 
aoe é729 | 3320 6-p Touring 2,585 | 3650 4-p Sport 3,650 : 
eg 6.720 | 3255 4-p Sp. Touring 2,750 “4-85-E” TEMPLAR 
Sear, Soden 6.810 8400 4p Coupe 2,585 8200 2-p Spec. Speedster 3,785 3300 4-p Suburban Tour. $2,175 
Sp. Sedan 6600 | 3515 5-p Coupe 2,685 | ROLLIN $300 5-p Phaeton ; 
Sub. Sedan 7,000 3565 5-p Sedan 2,585 2300 5-p Touring $1,155 ~~ 5-p Sedan 2,785 
| oo mam } i on 7-p Sedan 2,785 | 2315 8p Coupe Roadster 1,325 | yp, > Brougham 2,650 
> Town Car 9,000 8610 + = wae ae 2425 $-p Spec. Coupe 1395 VELIE 
“Light 6? SV tid 7-p D an Lim. 2406 i... 5-p Brougham 1,325 “60” 
1700 8-p Roadster 2,600 e (133 in. W. B.) 2485 5-p Sedan wei 5S xe $1,275 
3600 5-p Touring acco | 3 te 2.785 | 2595 5-p Spec. Sedan mi 2 Sao 
x -p Sedan gq 3785 | porrannvew oe. Hk waa -p Coupe 1,825 
= ay | 8765 12 Sedan Limowine 2,636 agains - soo 5-p Royal Sedan _—‘1,925 
é , 6 in. —ao.dUlciaikilililcOrl OO 5-p Sedan 1, 
cinale : a 3,200 | 3380 4-p Runabout $950 | —Sienut 5-p_ Coach 4d 450 
8990 5-p Touring 3,650 . tManufacturers do not quote WESTCOTT “44” 
$470 2-p Roadster $3,165 8930 4-p Sp. Touring 3,800 ist prices. 5-p Touring $1,690 
ats 5p Peston 3,165 4125 4-p Coupe 4,550 STANLEY 3150 5-p Spec. Touring i 
-p Touring 3,165 4200 6-p Coupe 4,725 “252 3300 4-p Brougham 3d. 2,290 
$110 5p Brougham Coupe 3,295 4270 5-p Sedan 4,650 8770 5-p Phaeton $2,500 “48” 
an . &p Coupe de Luxe 3,455 | 4275 5-p Sedan Limousine 4,700 3910 -p Phaeton : 3550 7-p Touring 1,990 
$910 5-p an 3,295 8” (143 in. W. B. 4075 5-p Sedan aaee | Oe te See «= LS 
wae 6*P Sedan de Luxe 3,775 4020 -p ane 3,850 4170 -p Sedan 3,985 
an 1-p Sedan 3,370 4275 T-p 4,900 STAR 3300 Sedan 2,198 
ij Tp Sedan de Luxe 3,850 | 4350 7-p Sedan-Limousine 4,950 | 1700 2p Roadster WILLS’ SAINTE. CLAIRE 
4000 5p Sedan Li ; “ > “es 
— $4 = | fe m0 3,900 PAIGE 21-24” 1790 6-p Touring 540 
ha A = imousine 3,975 pol 3 — $2,165 1800 5-p Touring FWB “mm i-~- 2-p Roadster $2,485 
‘ - aeton . 1880 «B= Spec. Touring 795 | ~~ 5p irey G 7 
2210 6p Touring 895 3900 5-p Brougham4d. 2,395 1980 +4 r, mek — = aon Tp Toxing ‘iaeeete: sen 
2255 2p Club Coupe 995 4285 -p Sedan DeLuxe Cl an 5-p Coach 7 4-p Coupe ........ 2,985 
mg 5p Club Sedan 1,045 4300 -p Sub. Limousine 2,965 s118 5-p Sedan 820 | -~---- 5-p ee 3,185 
vo Ep Spee Sedan ds Pere STEARNSENIGHT | ED Sedan 3.285 
a we te aie ae a “ie Gi, wy 
5- ‘ourin 2,285 aiden | n. 
sai 5-p Touring 4,500 $525 + —-s 2,485 8775 } +4 Toerae -” oes = 5p Touring 2,475 
wn 5-p Sedan 6,200 | 3700 5-p Coupe 2,495 | 4250 65-p Sedan 2,095 OP, Brougham 3,375 
MOON 3550 5-p Sedan 2,565 8750 4-p Coupe Brougham 1,895 32 B-68” (127 in. W. B.) 
Series “A” 3900 7-p Sedan 2,765 | ..... 5p Brougham ome | cae ce etter 2,985 
ae 3p Roadster $1,250 wwe Tp Limousine 2,925 “sg (6) 3500 — craveler 3,085 
440 Sp Roadster 1,295 Equipoised “8” =--- 2p Roadster 2495 | 3495 4p fone oa 
60 6p Sp. Touring 1,195 | ...... 4p Tour.Phaeton 3,285 | 3775 5-p Touring 2,395 | 3625 5-p Sed 3,785 
405 Sp Sedan 2d 1495 | 4300 6-p Town Brougham 4,250 | 3850 7-p Touring 2495 | 3635 7p Sedan by 
Gp Fetite Sedan 4d 1,785 | 4300 5p Zown Sedan 4,250 ro iz. Sway 385 | 3570 «5-p Brougham 4-d 3,900 
ewpor -p q an y 4“ ip. Loupe ’ x : * ro 
60 6-p Touring 1,495 | 4430 7-p BerlineLim. 4,725 | 3950 5-p Sedan 2945 | 371 . — 
jo 5p aoe = 1,815 | 4130 4-p Victoria Coupe 3,950 | 4275 7-p Sp. ,Brougham 8,596 “C68” (Custom Built) 5,600 
© rete Seine 1,915 — Lm 4175 | osos tp A nes | 2p Roadster 3,185 
= &-p Touring 1,515 “33” 3540 5-p Touring |... ts man = 
- an 1,995 | 4350 2-p Runabout es.ase | 3552 2p Sport Coupe §=2,185 | 5-p Brougham 4,100 
5-p Sp. Sedan 2,095 3650 5-p Coupe Brougham 2,285 , 
Lond ° 4590 65-p Touring 5,250 3700 5 Sed 2475 | wir 7-p _ Limousine 4,285 
me oo 4780 8-p Coupe 6800 | 3700 5 Broush , WILLYS-KNIGHT 
me 6o Se reuins 1,985 | 4830 4-p Sedan 6,900 ee oe “G4? 
NASH e' an 2,540 4960 -p Sedan 7,006 STERLING-KNIGHT 2681 2-p Roadster $1,275 
“Special” 4750 4-p Coupe Sedan 6,900 poo H+ Ey Touring $2,250 2768 5-p Touring 1,295 
60 5p Touring si095 | 4850 1-> Limousine 6,800 | 3300 T> Touring Po. | sus so ae 1.770 
3120 5p Sedan , 7-p mousine 7,000 : -P ouring 2,400 3115 5-p Sedan 1,795 
Seng | ee TB Record Lim ase | Sieg ES Gages Monier Bs | ier 23 Some Seen Le 
-p enc m. » -p an ,800 6 5- "eas 
3320 (121 in. W. B.) 4732 6-p Landaulet 7,000 3550 7-p Sedan 3,050 D — 1,995 
> te Roadster —_i 2-p Roadster 2,895 8450 4-p Sp. Brougham 2,750 8059 7-p Touring 1,42 
— — BATS Fe 4-p Sp. Touring 3,095 8300 4-p Coupe 3,200 | 3431 7-p Sedan Sees 
iiss «> Sedan 2d 1,495 “80” STEVENS-DURYEA “<6 P 
D Ps - 1,695 | 38385 be Phacton 2,895 2-p Roadster Gam i 2-p Roadster 1,845 
meed™ I crecaeee -D upe ,695 4400 $ "500 | ....... ¥ i . 
(127 in. W. B.) 3440 5-p Sedan 008 | 4250 42> So Ton a - 2 1,845 
Ma) 7-p Touring 1,525 | 3625 7-p Sedan lim@mk = a. se )363 
mm - Sedan - 2,290 8675 7p Ene. Drive Lim. 4,045 | 4600 4-p Sedan 10,000 | ........ yt —” oa. 
M8 oupe 4 d. 190 4800 6-p Sedan 9,675 |... 5 495 
w= 4p Victoria 2,090 “T-6” 4800 6-p Town Brougham 10,175 ee — 
i 8 3-p Sp. Roadster 1,685 | 4800 6-p Vestibule Limou. 9,675 TAXICABS 
“6.54” 8172 5-p Sta. Touring $1,395 4800 7-p Vestibule Limou. 10,175 Weight Make and Model Price 
wae &p Roadster $1,095 8182 5-p Sport Touring 1,595 4800 1-p Limousine 10,175 4100 ecker 340 
~ bp og oo 1195 | 2325 Me —— — 4800 7-p Cabriolet 10,175 | 2200 Driggs 1,958 
2550 + bg = 1,095 | ~~ ‘ Seden 4d 1595 STUDEBAKER poms Bicar 4 2,100 
— 5D Code = 18S | 8515 «Fp Sedan 1,985 Standard Six] HC. § ne 
2620 8.p Landau Coupe 1295 | sux 5-p Sedan 2,085 2510 3-p Du. Roadster $1,125 3500 Keleey 7 1925 
2120 4. , 3965 5-p Brougham4d. 2,235 | 2870 5-p Du. Phaeton 1,145 | 3 : 
2860 Ep ae mag 1495 | REVERE adh eon Sp C Gleb Come L808 | Gees Pennant 2.895 
4 pan % : remier I 
2885 Landau Sedan 1.645 25 S110 5-p Coach 1,295 $200 Rauch & Lang T 2,350 
OLbemonn.e 8900 2-p Roadster $2,750 0 5-p Coupe LAGS |... Rauch & La 2.750 
ong 3975 4-p Speedster 2,750 ¢ $260 5-p Sedan 1,545 | 3672 Reo Vo 2:18 
25 9. 0 4050 5-p Touring 2,750 3280 5-p Berline 1,600 $575 185 
279 92 Roadster $875 | 4300 5 wane pe 
ae 2p Sp. Rodster = RICKENBACKER 3,800 Special Six 3185t White 15A $2,400 
0 Bp Tourin 8065 38-p Du. Roadster $1,450 3300 Willys-Knight A 2,250 
oan $4 Sp. Touring 1 O18 2815 3-p Sp eee te $1,595 3675 > Vs” 1895 3600 yabew fa o 
E y * ; s i % . r ’ 
ug) 4b Bus. ‘Coupe 1045 | 2880 > So Tourns ‘i205 | so6¢ 6> Soden” sh mall iiew £6 2,160 
jupe 1,175 8050 4-p Coupe 1,895 2780. 5-p_._ Berline 2,110 + Chassis only 
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Current Passenger Car Specifications 


(This list comprises cars distributed on a national basis) 








Uni- 
ENGINE Electrical Clutch | Gear-| versal | REAR AXLE 
System set Joints 


| 





| 
' 
nt | 
| 


MAKE AND MODEL 


Rated Horsepower, 
Valve Arrangement 
-Wheel Brake, ' 


N.A.C.C. 
Ignition System 


Number of Cylin- 
ders, Bore and 
Number of Main 

| Crankshaft Bearings’ 
Make 
Type and Make 
Type and Make 


Stroke (Ins.) 
Piston Material 


Standard Size 
Generator and 
Starter Make 





| Balloon Equipme 


| Carbureter Make 


| Wheelbase (Ins.) 
Hand, Type and 
Location 


| 
Oiling System 
Type and Length 


Foot, Type and 


| 
| 
\ 


| Gear Ratiot 








| Type and Make 


| Four 
| Type 


American 

Anderson 
Anderson............ 
Apperson........... : 
Apperson V-8 
SS ae ie 
Auburn........... .6-43 
ee 8-63 


H-Sp 
Cont 
Cont 
Own 
Own 
Lyc 
Cont 6-3 4x44] 2 
Lye 8-3 4x49 
Barley..... 6-50) 118 |32: t Cont 6-31¢x4'4 
H ee. -“Standard” ara 9] Yes Own {Ste 6-3 x44 
“*Master”’| { 15 32x5.7] Ye Own |M:z 6-336x434 
) 


Soocwon 
t 
= bows 





Swwrwetw 


hh et pt et ek 
oo 


m1: 


Mec* 





od 
noe 
— 
to 


‘4 Col .63 |E Mee* 
% Col B D Mec 


R-M&E |'4 Col ; None 
M-Own |°4 Own | 4. Mee 
D-Own M-Own |I-Own ‘ Mee 


D-Own M-Spi_ |F-Own ; Mee 


D-Own R-Sne_ |'4Col J Hyd* |) 
D-Own R-Sne |% Col . Hyd 
D-Own n |R-Sne /34 Col : Hyd 
P-B&B R-Own [34 Own 45 |E D Mee 
P-Own M-Own |'% Own : » ° None 


D-Own n |M-Own |'4 Own d Hyd 


P-B&B R-Own |14 Own : Mec* 
P-B&B R-Sne |'4 Own : Mec* 
D-Nor |) M-Spi__ | F'-Col ; None 
D-Own R-Sne | F-Tim 4. - None 


Dagmar ; 32x414|Yes* [Cont 6-334x414] 27.34]....]....]....]--- 618 2 , D-B&B N i | Tim 
_——-- iooee be 33x5 Yi Cont |6 6-354x5 5 S 

Daniels. . «see 33x5 os 8-319x5'4 
eee 5b i Tes" ( U 6-31%4x4!4 
Davis.... ‘ 2x % Fs 6-334x414 
Dodge Brothe-s. j Te 4 |4-37% 14 
Dorris. . ‘ 2g j 6-4 x5 
Duesenberg Straight. . : 335 res" 8 |8-274x5 
Dupont... D} 1: 32x6. 2] Ye jj 6-33.6x5 
Durant 31y Yes* |Cont |S 4-37¢x4'4 


Own 8-3'4x5'% 


Cont |i 6-334x414 
1 Cont 6- Bgxt! 5 
i 3x5 2 Cont |6' 
Ghebiller..... 5. <<5- 23 |33x6.0] Yes Own 
Chevrolet.... Superior 3 [30x34 Y Own 


Co ee ww a CU ONS ee CO 


Chrysler ix] } 4}30x5 .7/Y: Own |Si: 6-3 x43, 


~ 





Cleveland 30x4.9/Yes |Own 6-276x414 
Cleveland. .... : 5°4/31x5 .2]/Yes jOwn 43 16-31% x437 
LS : , 34x7 .3] Yes Nort 8-3 4x44] ¢ 
Cunningha:n......... V6) (1: 83x5 ves* [Own J 8-334x5 


wwwes 


F None 
D-B-L i \ Tim 90 None 
P-Own i F Tim , None 
iA Tim ; Hyd 

6 Tim , Hyd 
3 » Own : None |Own 
16 Tim s D None |Ros 
Y% Own : Hyd |Ros 
4 Fat , D None |Jac 
P-Own M-Spi 34 Ad : p - Mec* |War 


P-B&B M-Mec |'% Sal ‘ Mec* |Ros 
M-Mec |{'% Sal Mec* |Ros 
M-Har {34 Sal Mec* |Ros 
M-Spi, 134 Sal Hyd {Ros 
D-Own M-Spi {4% Own None |Own 


P-Own M-Spi Hyd {Ros 
P-Own M-Spi Hyd* |War 
D-Own M-Own None |Own 


P-M&E M-Spi 


|P-B&B M-Pet 
P-B&B M-Pet 
P-Own R-Sne |'4 Tim 


D-B-L M-Spi_ [34 Own 
D-Own M-Thi |% Own 
D-Lon Spi lg Tim 
D-Own M-Spi {4% Own 
D-Lon M-Uni_ |'3 Own 
D-Lon M-Uni | Own 


D-Lon M-Mec |% Sal 
P-Det M-Thi | Tim 


P-Det M-Thi |!4 Tim 


Co OO CO IO OT 


Yes* |Lyco 4-356x5 
Yes* |Cont 6-3 ¢x4!4 
Yes* |Cont 6-334x419 
.2/Yes = |Lys H_ |8-31¢x44 
Yes Own 6-214x44 


S233 


21 Yes Cont 6-314x44 
21 Yes Cont 6-33¢x5 
30314 3|No Own 4-33 4x4 


QaQaQ 


NI WON WORE 
an 


32x4.9]Yes |Own 6-314x4 


~ 
Ww 


None |Own 


Gardner....... . Series 32x4 |Yes* |Lyc Dy 4-314x5 | 2 
Gardner 30x5.7/Yes |Lyce 8-3 4x44 
30x3}4|Yes* |Own 4-356x4 


__L (Rs i 32x5 1Yes* |Own 6-314x5 

60 : 7}Yes {Own 6-3! oxt¥4 

hi Cont 6-3l4x4!4 

I Own 6 16- 314x5 
Hupmobile 31x5.2/Y Own 1-3'4x514 
Hupmobile E 4)33x6. Own 8-274x434 


or 


None |Ros 
Hyd |Gem 
None |Own 


SSS 


None |Gem 
None |Jac 
None |Ros 
None |Gem |S 
None |Ros 
Hyd |Ros 


Hyd* |Gem 
Hyd {Gem 


Hyd 


Hyd* |i 
Hyd 

Hyd* 
Hyd* 
None 


QQ AQ: > PS 


van 


Pee 
¥ SRRSzS 


. Own 5 16-3'4x5 
Jordan f 32 Yes* |Cont |Spec |6-3 35x43 


~ ee EP ee 


_ 
a oH 


\ 6 
Jordan ls 4 ‘ Cont |S 8-3 x434 


55] 12 32x414/Yes* |Own 55 -|6-3355x51< 
Kissel 33x6.0]/Yes |Own |S 8-33%x416 


lo OO RWW w&: 


re 2 QQ QQ: 


Lexington Concord] 119  |32x514 Anst 6-3;%x414 
Lexington. .Minute Man} 123 |32x6.2 Anst 6-3 ix9!4 
i 36 [33x5 ‘Own 8-334x5 
Locomobile 30x5.7 Own 6- 314x414 
Locomobile......... J-3 30x5.7 Own 8 |8-2ix4 
Locomobile 35x5. 7|N Own 6-4)0x514 


= Oe 
oes 
aoe 


1 
eecccece|/ 


M-Spi 


M-Spi 
M-Own 
M-Mec 
R-Sne 
M-Spi 
M-Spi 
M-Spi 
M Spi 
M-Spi 
M-Own |14 Own 
M-Own “om 
M-Mee |!4 Own 
R-Own Own 
M-Own is Own 


M-Own |14 Own 
M-Spi_ {4 Own 


M-Spi_ |4 Own 


_ 


Marhen....<...50008 32x6.°| Yes Own 6-334 {x5 Vg 
9 }30x5.2/Yes 5 14-35 vex 
MeFarlan. 32x41] Yes’ Jig Y = |6-33¢x 
McFarlan 33x5 ’ " 6-41 a4 
32x414 O 6-334x5 
. Newport 31x52] Yes Yont 6-314x414 
"Metropolitan $31x5.2/Yes ‘ont 6-314x44 25.35 
London 32x6.2] Yes J f 6-354x414} 27.34 
. Series A 30x5.2] Yes Cont |77 6-316x414| 23.44 





cone eS oun 
mt me IDO Ot 
3SEs S 


nn 


a 
S 
cocoon 


es 
a 
o 


.. “Advaneed” 33x6 .0] Yes Own |: 6-314x5 | 25.35 





\12 

“*Special” 6\31x5.21Yes  |Own 6-314x414] 23.44 

6-54) 113 |31x4.9]/Yes |Own 3-54 16-27¢x434 
0} 110 |31x4.5}/Yes {Own 6-234x434 
Overland......... 830x314] { N Own g 4-3) ox4 19.60 
106. 31x5.2|\ Yes 
Overland. . 31x5.2/Ye Own 5” |6-3 x4 | 26.60 
Packard... ... .226&233 8 33x44! Yes* |Own > 16-33¢x5 | 27.34 


Packard 136&143} 














mam Cots 0 ODEODO NIGH: Creobo 














o 


















































33 
13 33x5 * [Own 8-334x5 | 36.45 























Type and Length 


SEES | 


143 
‘S87 
$3) 
S-56 
V8 
Vet 
Nit 


S54!) 
$55 


S584 
Sit 
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em 
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fun [Sos 
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One day a benefactor of his fellowmen 
invented the demountable rim—and put 
an end to most of the misery of tire 
changing. 


Before that happy event, the spare tire 
was an unknown quantity. You couldn’t 
use it. 


Every time a tire went flat—and tires went 
flat oftener those days—you were faced 
with the painful prospect of coaxing, 
forcing, wishing and by other influences 
inducing the clincher tire to part from 
the rim. 


Then you patched the inner tube— 















e Answer 


Before The Invention 


of The Demountable Rim 


wished,” coaxed and otherwise induced 


-tube and tire back on the rim—attached 


your air pump and bent your back and 
pumped until you had filled it sufficiently 
with air. 


Those days are gone forever—and they 
went in a wink. These forward strides are 
quickly taken in the automobile industry. 


Yesterday,the two-wheel brake was stand- 
ard and accepted. Today, four-wheel 
brakes are everywhere in demand. 


Another great forward stride! Car buyers 
are not only demanding four-wheel brakes 
—they are insisting upon Lockheed Hy- 
draulic Four-Wheel Brakes. 


They know that Lockheed Hydraulic 
means perfect equalization all the time 
—and unapproached simplicity. 


Forty-six cars with four-wheel brakes, 
and thirty-four of these equipped with 
Lockheed Hydraulics, is proof of the 
recognition which Lockheeds have won 
from manufacturers, dealers and public. 


HYDRAULIC BRAKE COMPANY 
5835 Russell Street Detroit, Michigan 








LOCKHEED 


Four Wheel Brakes 





HYDRAULIC 
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Uni- Steer. 
TIRES ENGINE Electrical | Clutch |Gear-| versal | REAR AXLE BRAKES =| ing | Rey 
System set Joints ' Gear Seri 
ngs 
= « & . Po 
i. § £ $ § gE Cy = 
a = Elo /as ad ry o ry ia] ry £ 
MAKE AND MODEL & ¢ 3 oE- a ry < 23 8 S § Ee oe 3 3 - ¥ § a % 
¢ |4 | 2 sofi$ |slaisela] 5/5 | ss] = Sie | 13 : 
2 |%..| ‘s se (25|2|= [58/4] 2 2 |e] 3 t] 2 | 2 legslegle ? 
3133/8] 3 | 3 | 85s] 35l/e]s lee 2] 2 | 2s) 58 2 | 3 oy 2 s |¢a|Ee| se! 2]: 
2 = a } seelissi/=ia poy = ‘E a CI ° $j} sa ] 
s |45/a [2 |= | 284) 22/8/2125)5| 5 | 58/84) 8 |S] & | & |S | es )28) ee) 3]: 
ee 21-24) 131 133x6.7/Yes |Cont |10A |6-334x5 | 33.75] L | C | 4 |PC |Ray |A-K |Rem |D-Lon |W-G |M-Mec |}4Sal | 4.90 |E-R |E-T |Hyd* |Gem (Sg; 
oS 70 { ae 33x6.2]/Yes |Own 70 |6-3'x5 | 29.40} L | C 7|/PC |Joh {Del |Del |D-Own [Own |M-Spi |'2Tim | 4.66 |E-F |I-R  |Hyd |Gem |85)° 
Peerless. Equipoised “8” 128 33x6.6]/Yes |Own 66 |8-344x5 | 33.80] L | C 3 |PC {Str Del |Del |D-Own |Own M-Spi, 46Tim | 4.90 |E-R |I-R [Hyd |Gem_ |sqo 
Pierce-Arrow......... 33) 188 |33x5 |No |Own 33 |6-4 x54) 38.40] T | C | 7 |FP |Own |Del |Del |D-Own |Own { an 16 Own | 4.29 JE-R |I-R = |Mec* [Own |s- 
-Goo 
Pierce-Arrow...... “80"| 130 |32x5.7|Yes |Own | “80” |6-314x5 | 29.40) L | C | 7 ]PC JOwn {Del |Del |P-B&B |B-L |M-Spi |’2Tim | 4.45 |I-F |I-R {Mec |Gem |8ig1, 
eee T6) 120 |32x6.21Yes |Own T6 |6-33%x5 | 24.311 G] A 4/PS |Sch |JNE |NE |D-Own |Own { 9 sam 4% Own | 4.70 |E-R |I-R- |None |Own |s- B4t; 
-“Uwn 55! 
ee 25] 131 |32x6.2/Yes |Cont 6-J |6-334x5 | 33.75] H | C | 4 |PC |Sch |Bos |Wes |D-Ful |Ful |M-Spi |84Col | 3.75 |I-F |E-T |Mec |Gem 8.65, 
Rickenbacker......... Cj 117) ((81x5.2)Yes’ j|Own C  16-314x434] 25.35) L | C 6 IPC |Str Bos |Bos |D-Own |W-G |M-Mec |% Own | 4.63 |[-F E-T |Mee jGem [S57 ~ 
Rickenbacker......... A, 121144|32x5.7/Yes |Own A {8-3 x434] 28.601 L | C 9 1PC |Zen |Del |Bos |D-Own |W-G |M-Mec |!4 Own | 5.10 |I-F c-T |Mec |Gem {S59 
Roamer......... 6-54-E He 32x4141No Cont |12XD |6-314x5'4] 29.401 L | A 3 {PS |Str Spl Wes |P-B&B jul R-M&E |34 Tim | 4.60 |E-R {I-R Mec* |Jac — |V-553; 
38 
Roamer......... 4-75-E} 123  |32x414|No Dues G1 |4-414x6 | 28.90] I | A | 3 |FP |Str Bos |Wes |D-B-L |B-L |R-M&E [34 Tim | 4.63 |E-R |I-R = |Mec* |Jac — |V-553; 
|S SS 112 |31x5.2/Yes jOwn x |4-3144x414] 16.90] L | A 4 IPC |Til Con |Dyn |P-B&B |Mun |R-Sne_ {1 Sal 5.10 |I-F I-F Mec los {0-45 
Rolls-Royce....... 40-50] 143'5/33x5 [No Own an, 6-414x434] 48.60] L | A | 7 {/FP [Own {Bos |“O” |K-Own {Own |M-Own |F Own | 3.72 |I-R  |I-R  |None |Own |$-54!, 
Stanley....... 252] 122 |81x4.9]Yes |Own | 252 [2-4 x5 | 13.00] X | C | 2/Sp |Non |Non |Bos’ |Non Non [{R-The |!4 Own | 4.50 |E-F |I-R |Hyd |Ros |S358 
eee 4} 102 |30x344}Yes* [Cont |Spec |4-334x44] 18.23] TL. | A | 3 |PK»ITil A-L |A-L) |P-Own |War |M-Spi [34 Ad 4.87 |E-R |[-R = |Mec* |War  |$-49!, 
Stearns Knight..... -C] 121) 132x4141Yes |Own JK i |6-3'4x5 |] 25.35] X | G | 4 /PC [Joh DeJ |DeJ |D-M&E jOwn |R-Cli 44 Own | 5.30 JF-R |I-R = |Hyd* |Eat  |V-50 
Stearns-Knight........B] 119 [33x414]Yes* |Own Kei |4-334x554] 22.50) X | C 3 IPC |Sch A-K |JA-L |D-Own jOwn |R-Cli 4% Own | 4.50 |E-R JR Hyd* jOwn |V-50 
Stearns-Knight........S} 130 |33x6.0/Yes jOwn |Kni |6-3'ox5 | 29.40] X | G 4 1PC |Joh DeJ |DeJ |D-M&E [Own |R-Cli % Own 4.90 |E-R |I-R Hyd {Sta |V-50 
Sterling-Knight........ 125 |32x4%]Yes* JOwn |{Kni |6-3'4x454] 25.35] X | C 7 \FP {Str Wes |Wes |D-Ful |Ful R-Cli, 4 Tim | 4.66 |E-R |I-R Mec* |Ros §58 
Stevens-Duryea....... G} 133 1{33x5 |No Own G  |6-454x514| 47.25] L | C | 41)PS {Str |Bos |Bos |D-B-L |B-L |M-Spi |F Tim | 3.76 /E-R {I-R [None [Ros $437!, 
35x5 
Studebaker. ....Sta. Six] 113 31x5.2]Yes [Own JER — |6-334x414| 27.31] L | C | 4 {PC |Str |{Waz |{Wag }P-Own |Own |R-The |}4 Own | 4.18 |E-R |E-T) |Hyd* |Own |$.0!; 
+ . Rem |\Rem 
Studebaker... Spec. Six] 120 [32x6.2/Yes [Own |EQ  |6-314x5 | 29.40} L | C | 4 {PC {Str ae Wag P-Own |Own |M-Spi |'4 Own | 4.36 |E-R |E-T  |{Hyd* |Own [S5% 
Rem |\Rem 
Studebaker...... Big Six} 127 |34x7.3]Yes |Own |EP 6-374x5 | 36.01] L | C | 4 1PC |Bal im vie P-Own |Own |M-Spi [44 Own | 3.69 JE-R |JE-T |Hyd* |Own |S6 
Rem |\Rem 
ee. 693-4] 120 |32x414]Yes* |Own 691 |6-314x5 | 29.40] I Cc 3 IPC {Str em em |P-B&B |W-G |M-Mec |4Tim | 5.10 |E-R |I-R None [Gem |%'I! 
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ABBREVIATIONS— D—Multiple Disc Goo—Goodrich Mun—Muncie Seo—Scoe 
**— Electric Del—Delco H—Horizontal N—Platform Sne—Snead 
7Generator only Det— Detroit Har—Hart Non—None Sp—Circulating Splash 
*—At extra cost De J—De Jon Hol—Holley N. E.—North East Spe—Special 


t—On Phaeton models 


A—Aluminum 
Anst—Ansted 
Ad—Adams 


A-1X—Atwater-Kent 


A-L—Auto-Lite 
B—Semi Steel 
Bal—Ball & Ball 


B & B—DBorg & Beck 
B-F—Both Internal and External 


lour Wheels 
Bij—Bijur 
I3-1.—Brown-Lipe 
Blo—Blood 
Bos—Bosch 
C—Cast Iron 
Cav—Carter 
Cli—Climax 
Col—Columbia 
Con—Connrecticut 
Cont—Continental 
Cp1—Campbell 


Dit—Ditwiller 

Doo—Dooley 

Dtl—Detlaff 

Dues—Duesenberg 

Duar—Durston 

Dyn—Dyneto 

E—fFull Elliptic 

K-F—External Four Wheels 

E-R—FExternal Rear Wheels 

E-T—External Transmission 

Eat—Eaton 

K—TPull Floating 

Fall—Falls 

Fli—Flint 

F'P—Full Pressure to all beav- 
ings including wrist pins 

Ful—Puller 

14 F—Semi-Floating 

% F—Three-Quarter Floating 

G—-Head and Side 

G-D—Gray & Davis 

Gem—Gemmer 

G-L—Grant-Lees 


Hoo—Hoosier 
H-Sp—Herschell-Spillman 
Hyd—Hydraulic 

I—In Head 

J-F—Internal Four Wheels 
I-R—Internal Rear Wheels 
J—Three-Quarter Elliptic 
Jac—Jacox 

Jax—Jaxon 

Joh—ZJohnson 

Jon—Jones 

1K—Cone 

Kin—Kingston 

L—L Head 

Lav—Lavine 

Lon—Long 
L=-N—Leece-Neville 
Lyco—Lycoming 

Mar— Marvel 

M—Metal 

M & E—Merchant & Evans 
Mec—Mechanics 
Mons—Monson 


Nor—Northway 
O—Special Type 
Opt—Optional 
P—Single Plate 


PC—Pressure to all Crankshaft Ste—Stewart 
and connecting rod bearings Stl1—Sterling 


Pen—Pentield 
Pet—Peters 
Pice—Pick 


PK—Pressure to Crankshaft, Con- 'Mhi—Thiemer 


necting Rods, 
Bearings 


and 


PS—Splash and Pressure 
Q—Quarter Elliptic 


R—Fabric 
Ray—Rapyfield 
Rem—Remy 
Roe—fNockford 
Ros—Ross 
S—Semi Elliptic 
Sal—Salisbury 
Seh—Schebler 
Scei—SBcintilla 





Spi—Spicer 
Sp1—Splitdorf ; 

S. E.—Standard Equipment 
Sta—Standard 


Str—Stromberg 
'T—T Head 
The—Thermoid 


Camshaft 'Til—Tillotson 
Vim—Timken 
Uni—Universa! 
V—Cantilever 
W-G—Warner (ear 
W-M—Willys- Morrow 
Wagz—Wagner 
War—Warner 
Weid—Weirdley 
Wes—Westinehouse 
Wis— Wisconsin 
X—Sleeve 
Zen—Zenith 
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The Human Desire to Own the Best Suggests - - the Cadillac 


7 


To the increasing demand for 
the Standard and Custom- 
Built models is now added the 
extreme popularity of the New 
Cadillac Coach, which is at- 
tracting thousands of new pur- 
chasers to the Cadillac line. 


CADILLAC MOTOR CAR COMPANY 
DETROIT, MICHIGAN 


Division of General Motors Corporation 
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HY is it? Some Fords hum away as content- 

edly as a bee in a clover field. And others 
sneeze along like a victim of hay-fever picking gold- 
en rod. Why is it? 


It isn’t Mr. Ford’s fault. He makes all those cars 
exactly alike. When a Ford stutters and sputters 
and bucks, ten to one it needs a few feet of Rexoid 
Transmission Lining. 


Rexoid is a close weave, containing half again as much ma- 
terial as the ordinary lining. It is welded under terrific heat 
and pressure into a dense solid body. The result is that Rex- 
oid doesn’t lose its grip with wear, because its gripping sur- 
face is not on the surface only. Rexoid is “‘gripping surface” 
all the way through. 


Rexoid! That’s the ticket for smooth, sure, noiseless trans- 
mission. 


THERMOID RUBBER COMPANY 


Factories and Main Offices 


TRENTON, N. J. 


Makers of Thermoid Brake Lining, 
Thermoid-Hardy Universal 

Joints and Mechanical 

Rubber Goods 
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Every roll of Multi- 
bestos Brake Lining is 
clearly marked s 

ing size and convenient 
foot measurements. 
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MULTIBESTOS COMPANY, WALPOLE, MASS., U. S. A. 
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O one has ever found a better way 

to make a piston ring than to set 

it to tension by heat. That is 
how Pedrick does it — shapes rings by 
heat. 


Pedrick’s patented process insures per- 
fect roundness for the entire life of the 
ring—insures even wear for itself and 
the cylinder wall. 


Pedrick heat-shaped rings are sold in 
combination packages. Compression 
and oil-control rings are packed together 


The Pedrick Oil-control ring 
costs no more than the Com- 
pression ring—See below. 


and sold at almost the price of snap rings 
—no extra charge for the oil-control 
ring. 


There can be no ring so good as a Ped- 
rick for replacement jobs—it assures 
maximum power and minimum oil 
consumption. 


Pedrick rings are sold exclusively by 
jobbers, but we will be glad to send you 
our bulletin telling about Pedrick rings 
and Pedrick performance. 


Wilkening Manufacturing Co. 
Philadelphia 


HEAT-SHAPED TO INSURE 
_ PERFECT ROUNDNESS 
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7a Riad os owners 
want to know— 


How fast they are going. When to change oil and grease the car. 


How far they go. 5 Their mileage per gallon of gasoline. 


; When to turn when touring 
and following mileage maps. Their mileage from tires. 


Safe enjoyable driving demands that they know these things. 


Every motorist not only wants but needsa speedometer. The 
desire to buy exists—it is simply up to you to complete the sale. 


EEDOMETER 


The AC Speedometer for 
Fords tells Ford owners the 
things they want to know and 
what it tells them they can 
bank on—it’s a truth-teller 














every minute and every mile. Two methods of installa- 
tion are shown: Above in 

bracket furnished with in- 

: strument. Below through 

It has a wonderfully simple a round hole in the instru- 


direct drive which does away pa 4 
with the swivel joint, comes 
complete with all attachments, 
is easily and quickly installed, 
nationally advertised and car- 











ries a good margin of profit. 











THE AC DIRECT DRIVE 


Because more than half of the automobiles manufactured are Fords, all 
being turned out without a speedometer, this affords you a big field for 
immediate and continued profit. 


AC-SPHINX AC Spark Plug Company, FLINT, AGichigan Paes 
Py gence Makers of AC Spark Plugs— AC Speedometers aa oa 


U.S. Pat. No. 1,135,727, April 13, 1915; U. S. Pat. No. 1,216,139, Feb. 13, 1917. Other Patents Pending 
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for Economical Transportation 



























































FEATURES 


New Radiator— 


Harrison honeycomb with shell of 
highly polished, non-rusting air- 


plane metal adding greatly to the | 


appearance of the car. 


New Clutch— 


Single plate, dry disc type; easier, 
smoother, more positive, requires 
no lubrication. Clutch and flywheel 
fully enclosed. 


New Axles— 


Rear axle re-designed, strengthened 
and enlarged; gear contact greatly 
increased; one-piece banjo-type 
pressed-steel housing. Front axle 
also re-designed and strengthened. 


New Springs— 
Semi-elliptic, chrome vanadium 


steel; rear springs underslung. 
Alemite lubrication. 


New Bodies— 
Modern, full streamlines; beautiful, 
durable upholstery on deep cush- 
ioned springs; cowl lights on all 
models; closed models have beauti- 
ful new Fisher bodies. 


New Finish— 


Lustrous, durable Duco; open 
models and coach in rich dark 
blue; sedan aqua-marine blue and 
black; coupe sage green and black. 
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CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 


QUALITY AT LOW COST 


Roadster Sedan Coach 


°525 °825 "Ga 


Balloon Tires and Disc Balloon Tires and Disc Balloon Tires and Disc Balloon Tires and Special 
Wheels $25 Additional Wheels Standard Equip- Wheels Standard Equip- Artillery. Wheels Standar 
ment ment Equipment 


Touring Car 


"525 


Balloon Tires and Disc 
Wheels $25 Additional 


Coupe 


“715 


ALL PRICES F. O. B. FLINT, MICHIGAN 
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Last year 3 new plants, 
16 new warehouses,and a 
carload of new cylinders 
every other working day 
were added to our facil-~ 
ities & This is the best 
evidence of the economy, 


convenience and steadily 
growing demand for 


| Shest- O-Lite 


THE PREST-O-LITE COMPANY, INC. 
Oxy-Acetylene Division 


General Offices: Carbide & Carbon Bldg., 30 East 42d St., New York 
In Canada: Prest-O-Lite Co. of Canada, Limited, Toronto 


31 Plants—55 Warehouses— 21 District Sales Offices 
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Overnight charging pays/ 

















Write for the booklet 
that shows the profit 
possibilities of the 
TUNGAR. 


Merchandise Department 
General Electric Company 
Bridgeport, Conn. 


With TUNGARS—the battery service station has 24 profit 
hours every day. A TUNGAR is safe—needs no attendant 
—cannot discharge. It works all night, with no one to 
watch it. 


The TUNGAR is the original bulb charger that simplified 
battery charging and made it profitable. The first cost is low. 
Its upkeep is low. It is installed quickly —simply—by anyone 
—is ready at once to start working. It makes profits out of 
small space and small investment. Gives you room to grow. 


Capture the big market of auto and radio battery charging 
now—with TUNGARS. 


~~ 


ungar 








REG. U.S. PAT. OFF. 


Tungar—a registered trade mark—is found only 
on the genuine. Look for it on the name plate. 


MERCHANDISE DEPARTMENT 

















GENERAL ELECTRIC 
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MOTOR AGE 


There is no substitute 
for Buick perform- 
ance to most of the 
present million Buick 
owners— nothing 
“just as good”. So 
one-fifteenth of all the 
motor car owners of 
America are strongly 
prejudiced in favor of 
Buick. Naturally, 
business is good with 
Buick dealers. 


Why Not 
Have Your Name 
on File? 


BUICK MOTOR CO. FLINT, MICH. 
Division of General Motors Corporation 
Pioneer Builders of Valve-in-Head Motor Cars 


Branches in All Principal Cities 
Dealers Everywhere 





[VALVE-IN-HEAD 


MOTOR CARS 
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WHEN BETTER AUTOMOBILES ARE BUILT, BUICK WILL BUILD THEM 




















An engine will not function more effi- 
ciently than its piston rings. 


The No-Leak-O Sealdrain way makes 
it possible to get ALL of the power 
the engine is capable o: producing. 


No-Leax-O 
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E=&\<—*No-Leak-O” 
__ MT | OILSEALING 
" mn 
HI 


<—No-Leak-O" 
oit SEALine 


|, NO-LEAK-O 
A “Sealdrain”’ 


Prevents Crankcase Dilution = / 
Insures Maximum Compression 
Assures Perfect Oil Control 


‘ e- No-Leak-O Sealdrain way of installing Piston 
Rings as shown here successfully attains the object 
for which they are designed—the retaining of compression, 
at the same time preventing the dilution of crankcase oil. 


The 45 degree angle OILSEALING groove, (found only 

in No-Leak-O and Sealdrain piston rings) empties and 

fills with fresh oil on each piston stroke, and forms a 

packing or seal against oil pumping. For best results 

drill eight or ten 3/32 in. evenly spaced holes just below 
lowest piston groove and at downward angle. Maay 

replacement pistons are already so drilled. 


Send for interesting literature. 
Service Division—Oil Ring Department 


> RING CoMPANY 


Muskegon, Michigan 


SEALDRAIN QUALITY DRAINOIL 
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SIX CAR MAKERS 
HAVE ADOPTED THE 


LYCOMING 


EIGHT-IN-LINE 
SINCE ITS ANNOUNCE- 
MENT LESS THAN A 
YEAR AGO—- 


It is safe to say that the Lycoming 
8-in-Line will be used in more makes 
of cars in 1925 than any other 
engine with eight cylinders in line. 


Asix—worthy companion to the eight—will 
be ready for delivery after January 1st,1925. 


LycoMING MANUFACTURING COMPANY 
Makers of Fours, Sixes and Eights-in-Line 
WILLIAMSPORT - PENNSYLVANIA 


LYCOMING 
Motors 
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Next Week! 


The 25th Annual Show Issue 


and Specification Number 


of MOTOR AGE 
January 22, 1925 


A full and comprehensive description of everything new that appears at both of the big 
Silver Jubilee Shows will be given in this and other January issues of MOTOR AGE. 


All the News! All the Facts ! 


And in addition the greatest body of trade ideas and current statistics ever put together in one 
issue of MOTOR AGE. We are entering on a year that will make history—the jubilee 
year of the industry—and MOTOR AGE will start you off right with the very information 
you need to make it a banner year for you. 


January 1h, 1925 





Here are a few of the features: 





? YOUR ANNUAL FLAT RATES 


¥s REFERENCE GUIDE 


What solution will 1925 offer 
for the used car problem? 

Is the open car due to dis- 
appear? 

Are pyroxylin body finishes a 
success? 

Are the fuel dopes here to stay? 
Has the last word been said 
in brakes? 

Are any more factories plan- 
ning eights? 

Is a new transmission coming? 


Comprehensive Specification 
tables of all cars and trucks on 
the market. Always in de- 
mand months after our supply 
of the issue is exhausted. 

Serial Numbers and dates of 
manufacture for all cars now 
on the market. With this in- 
formation, you can _ quickly 
tell the age of any car. 


Weights and Prices of all cars 


A fad or a fact? An experi- 
ment or an accomplishment? 
What do the factories think of 
it? What are they planning to 
do about it? What will the 
final development of flat rate 
be? MOTOR AGE has the 
answers to a lot of the ques- 
tions, and will print them in the 
Annual Show Issue and Specifi- 


You can get the answers _to on the market. Information cations Number of January 22, 
Bae ~—_ by reading pres you must have if you sell 1925. 























All this and 51 other numbers for only $3.00! 


Subscribe now and be sure of getting your copy! 


MOTOR AGE IMPORTANT MOTOR. AGE is published ex- 


clusively for the trade. 
5 S. Wabash Ave., scriptions are _ nocepted 00 please, those actively 
Chicago, Ill. include your business or letter head with 


Gentlemen: Enclosed find $3.00 to pay for a year's subscription to MOTOR AGE, including all special issues 
published during the life of my subscription. 


Name 





Street and No 





City 


Firm Name 











If you are already subscribing to MOTOR AGE, please hand this coupon to a dealer who i t. He'll b better 
NOTE— competitor from reading MOTOR AGE. - or s no ecome a 


1-15-25 
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TO THE GENERAL GARAGE AND SERVICE 











Why not sell the fastest selling 


MOTOR AGE 








line there is?—Genuine Ford Parts 
This New Lupton Unit Helps You Do It 


An assortment of Genuine Ford Parts which may be bought at a special quantity dis- 
count, has been prepared by the manufacturer. This assortment is made of parts in 
greatest demand, which assures you of a quick turnover, with consequent profit. 





Ny 
Your Opportunity 


to Increase Profits 


Customer satisfaction depends 
largely upon having goods on 
hand— where they can be ob- 
tained quickly. 


Take advantage of this oppor- 
tunity to increase your profits 
and your customers’ satisfaction 
by installing this Lupton Ford 
Unit System. 


The price complete, assembled 
and labeled, f. o. b. your jobber, 
is $45.00. Shipping weight, 








L nde is approximately three 
hundred pounds. rs 





Lupton Unit 
Helps Sell 


Lupton has designed a special 
stock unit to carry this selec- 
tion of genuine Ford parts and 
assist garage men in serving 
their customers more promptly 
and satisfactorily. 


This unit is completely assem- 
bled, and each bin is labeled with 
the proper part number. It com- 
bines effective display with con- 
venient grouping of parts. 


Write or Wire for Details 





P 


This Unit Gives You: 


DISPLAY—Its clean-cut appear- 
ance actually sells parts. 
CONVENIENCE—By compact 
grouping of parts any needed part 
is easy to find. 
SPACE SAVING — Requires a 
floor space of only 4 ft. x 1 ft., in- 
cluding space for long parts. 
BALANCED STOCK — Inven- 
tory can be taken at a glance, and 
re-orders placed accordingly. 
ADJUSTABILIT Y— Bolted con- 
struction gives this without sacri- 
ficing rigidity. 
QUICK SERVICE—Parts are in- 
stantly available. 

@®) NO LOST PARTS—A properly 
labeled space for every part. 

8) PERMANENCE-Steel construc- 
tion and baked enamel withstand 

mh hard usage and resist fire. 








a 





DAVID LUPTON’S SONS COMPANY 


Main Office and Factory, Philadelphia 
SALES OFFICE: 2631 Woodward Ave., DETROIT 
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From the drain plug in the bottom of your gas 
tank—all. along on every gas connection—on 
vacuum tank and carburetor—to stop a leak or to 
prevent leaks—put KEY GRAPHITE PASTE on 
the threads. 


Gasoline Does Not Dissolve 
Key Graphite Paste—Make this test 


Rub any quantity of Key Graphite Paste on the 
palm of your hand. Pour gasoline on it, and note 
that paste is not washed away by the gasoline. It 
does not mix with gasoline. Now wash it off with 
soap and water. 


The Many Uses of Key 


Seals all gaskets on cylinder head and crank case. 
Seals all screw thread joints. Prevents sulphation 
and stops corrosion on battery terminals. Makes 
leak-proof hose connections. Fine on spark plug 
threads to stop leaks. On rusted tire rims. For 
painting the manifold. Spring lubricant, etc., etc. 


A Money Maker for Dealers, Garages, Service 
Stations and Battery Stations. 


KEY BOILER EQUIPMENT CO. 
27th and McCasland Ave., E. St. Louis, Ill. 


For 
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gasoline line 








Key Boiler Equipment Co. 
27th and McCasland Ave., E. St. Louis, Ill. 


Free 


Name 





Sample 
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SILENT 


vitality. 


purposes. 


Alabama—Birmingham 
Birmingham El. Batt. Co. 
Av. B. and 21st St. 

Arkansas—Little Rock 
Crow-Burlingame Co. 

California—San Francisco 
A. H. Coates Co. 

615 Howard St. 

Colorado—Denver 
Auto Elec. & Appl. Co. 
W. 13th Ave., Acoma St. 

Georgia—Atlanta 
Alexander-Seewald Co. 

81 N. Pryor St. 

Indiana—Indianapolis 
Gibson Company 

Iowa—Des Moines 
Brackett Co. 

545 Fifth St. 

Kansas—Wichita 
E. S. Cowie Electric Co. 

Louisiana—Monroe 
Monroe Auto Supply Co. 

Maryland—Baltimore 
. R. Hunt & Co. 
Calvert & Saratoga Sts. 

Massachusetts—Boston 
George C. Steil 
727-A Boylston St. 

Massachusetts—Springfield 
E, B. Atmus Co. 

113 Chestnut St. 

Michigan—Detroit 
Auto Elec. & Ser. Corp. 
91 Selden Ave. 

Minnesota—Minneapolis 
Reinhard Bros. Co., Inc. 

Missouri—Kansas City 
E. S. Cowie Electric Co. 
1818 McGee St. 

Missouri—St. Louis 
Ss. Hoffman Mag. Co. 
3874 Washington Blvd. 

Missouri—Springfield 


308 S. Jefferson St. 
Nebraska—Omaha 


2813 Harney St. 


HARTFORD, 





“WHITNEY 


Ozark Motor & Supply Co. 


Auto Elec. & Radio Corp. 









VITALITY 


Any motor out of time, is practically out of busi- 
ness, because “timing” is its spark of life, — its 


A “WHITNEY SILENT HIGH MILEAGE CHAIN” 
for camshaft and generator drives, is the most de- 
pendable mechanism that can be used for such 


SILENT HIGH 
MILEAGE CHAINS” for timing 
and accessory shafts are stocked 
in all principal cities. The deal- 
ers listed below will handle all 
of your chain replacements with 
these trouble-free chains of ex- 
traordinary long mileage. 


Authorized distributors listed below. 


New York—New York City 
L. C. Biglow & Co., Inc. 
243 West 55th St. 

New York—Buffalo 
Roth & Zillig, Inc. 

1063 Main St. 

New York—Rochester 
Sidney B. Roby Co. 

208 South Ave. 

New York—Syracuse 
Syracuse Auto Supply (or: 
311 So. Warren St. 

Ohio—Akron 
The Hardware & Supply Co. 
475-535 South High St. 

Ohio—Cleveland : 

Auto. Bear. & Equip. Co. 
7823 Carnegie Ave. 

Ohio—Toledo 
Hawley Sales Co. 

624 Jefferson Ave. 

Oklahoma—Oklahoma City 
Harrison Smith Co. 

711 No. Broadway 

Pennsylvania—Altoona 
Altoona Auto Supply Co. 
1110 15th St. 

Pennsylvania—Philadelphia 
Auto Equip. & Ser. Co., Inc. 
1421 No. Broad St. 

Pennsylvania—Pittsburgh 
Pittsburgh Auto Equip. Co. 
5933 Baum Blvd. 

Tennessee—Memphis 
Mills-Morris Co. 

372 So. Main St. 

Tennessee—Chattanooga 
James Supply Co. 

1104-12 Market St. 


2018 Jackson St. ; 
Washington—Seattle 
A. H. Coates Co. 
1115 East Union St. 
Wisconsin—Milwaukee 
Lemke Electric Co. 
505 Cedar St. 


These Distributors make it easier for you to use 
“WHITNEY SILENT HIGH MILEAGE CHAINS” 
on all replacements 


THE WHITNEY MFG. CO. 


Connecticut 


— 
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Backing you up in 
two ways 


The new Prest-O-Lite Sales Plan for 1925 in- 
sures Prest-O-Lite dealers more business and 
more profits than ever before. Because of two 
big features that combine prestige with a won- 
derful price advantage: 


1—A live, sales-making advertising campaign, 
which includes full pages in the Saturday Eve- 
ning Post and a big list of national magazines. 
This advertising tells the story of Prest-O-Lite 
Batteries and “Friendly Service” to millions of 
readers. 


2—Standard Prest-O-Lite Batteries now retail 
from $15.20 up. From any standpoint, these 
prices enable you to offer your customers the 
greatest battery value in the field today! 


In addition, Prest-O-Lite offers you a stand- 
ardized line of radio batteries—backed by a tre’ 
mendous advertising campaign and the Prest-O- 
Lite Radio Chart, which makes selling easier. Let 
us tell you about both plans. Write today. 


THE PREST-O-LITE CO., Inc. 
INDIANAPOLIS, IND. 

New York Office: 30 East 42nd Street. Pacific Coast Factory: 

599 Eighth Street, San Francisco. Canadian Factory: Prest-O- 

Lite Company of Canada, Ltd., Toronto, Ont. 
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GARAGE 
LIGHT 


Faster Work 


Better Work 
More Accomplished 


Fewer Headaches 


Adjustable to every re- 
-quired position — throws 
the light up, down, or side- 
ways, under the hood or 
under the chassis or in the 
car. 


Just what you need for the 
wash rack. 


Has extra socket to fur- 
nish current for electric 


Your jobber 
has them 


For Complete Bulletin 
write to 


MANLEY MFG. CO. 


York, Pa. 








Don’t Miss a 
Single Copy! 


The very next issue may contain an idea that 
will be worth many times the price of a sub- 
scription! But unless you get a copy of next 
week's issue, the idea will never mean any- 
thing to you! 


Every week MOTOR AGE has something new 
to offer its readers! Every week the auto- 
motive trade moves forward! And the man 
who doesn’t read and keep up to date is the 
man who gets left behind! 












Don’t Miss a Single Copy! 
You Can’t Afford to! 


A Year’s Subscription to MOTOR AGE 
Only Costs You $3.00 


And Here’s What You Get: 


Fifty-two copies of the only weekly 
maintenance paper published in America. 
A weekly news service that is always up 
to the minute—all the news while it is 
news. 


The right to use the Readers’ Clearing 
House whenever you have a problem that 
needs personal attention—a service that 
is alone worth more than the cost of 
the magazine. 





















The real facts as to how other men are 
succeeding in a business just like yours. 
Proven ideas from all over the country— 
new ones every week. 





New car descriptions the minute they are 
released. 


Mechanical specifications, prices, and 
weights of all American cars brought up 
to date every week. 


AND 


Our big special numbers—four of 
them every year, including 


Our Annual Show Issue and 


Specification Number 


Next issue of which will be published on 
JANUARY 22, 1925 


Subscribe now, and be sure of 
getting acopy! 
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Zenith’s Large Scale Production 
Reconciles Quality and Price 











Looking down one aisle in the 








‘| prs urpelon competed tra ONSIDERING the fine workmanship 
equipped Zenith factory. and accuracy that goes into every 
\\ Zenith part one might wonder how over 
> 3000 Zenith carburetors could be pro- q 
duced in one day. 


Ba if one could inspect the large Zenith 
factory and see the special machinery 
designed and built by Zenith, the reason 
oy is a ; Sonith ior a every would be plain. 


car, truck, bus, tractor, air- 
plane, boat or industrial engine 





PECIAL machines, modern methods 

and efficient lay-out all make possible 
large scale production at a cost surpris- 
ingly low when the high quality of Zenith 
carburetors is considered. 





ZENITH: DETROIT CORPORATION 


Manufacturer of 





ZENITH CARBURETORS 
DETROIT MICHIGAN 
Branches: 
NEW YORK * CLEVELAND ; CHICAGO 








Over 1000 Service Stations 
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Notice how the au- 


tomatic operation 
of the “Yankee” 
Ratchet Bench 


Drill leaves one 
hand free to hold 
the work—a great 
convenience. 


Away goes 
drilling trouble 


The “Yankee” Automatic Friction and Ratchet Feed takes 
the place of hand feeding. Saves drills. 


Just turn crank and Friction Feed runs drill down to work; 
then Ratchet Feed automatically operates and feeds at the 
proper rate, with the right pressure. 


Automatic throw-off prevents jamming. 


“Yankee” Ratchet Bench Drill 


No. 1005 (Illustrated) Two Speeds, 3-jaw chuck, 
Holds up to % in. 
No. 1003. One Speed, 3-jaw chuck. Holds up to \% in. 


“Yankee” Vise No. 990 
For use on bench drills and other machines, 
True on all sides. Swivel jaw. Jaws 2% in. 
wide, 1% in, deep. 





Dealers everywhere sell “Yankee’ Tools 


“Yankee” on the tool you buy means the utmost in quality, efficiency and 
durability. 


Write for FREE ‘‘Yankee” Tool Book 


NortH Bros. Mre. Co., Philadelphia 


“YANKEE TOOLS 


Make Beller mechanics 
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SRE RRMA mail 
Filters ALL dust, sand 
GTO and grit out of air 
supply to motor and 
RE6.u.8.Px.0FF. carburetor. No moy. 
P f ct P iti P t ction’ ing parts to wear out 


2 


99; 


«EFFICIENT 





Make the Investment in Cars you Sell Gilt Edge 
thereby getting a Reputation for Selling Good 
Cars and Giving Good Service. 


Any manufacturer or dealer in cars, trucks, and tractors can do 
this by seeing to it that every machine is equipped with a Pro- 
tectomotor before the owner gets it. Protectomotor filters the air, 
reduces carbon deposits 60%, prevents wear by more than 75%, 
muffles carburetor noises, controls air temperatures, triples the life 
of any motor. 


Dealers wanted. Write for the complete Protectomotor 
story of service to car owners and profits to car makers and 
dealers. 


Staynew Filter Corporation 
ROCHESTER, N. Y. 


A Motor without a Protectomotor is like a watch without a case. 

















MORRISON 


AUTOMATIC DOUBLE RANGE 
Worm Drive 


JACKS 









Made in 9 sizes for all 
service requirements. 
Special model for 
Balloon Tires. 


Can’t slip or tilt 


The flexible steel “Sure Hold” cap prevents 
dangerous slipping. The long folding handle 
(36° to 72°) operates from standing posi- 
tion. 

High class construction throughout. Vana- 
dium steel gears and standard make bearings. 


Write for sample for test. 


Woods Engineering Co. 
Alliance, Ohio 


This Jack has been furnished as standard equipment 
on high class passenger ears, trucks, buses and fire 
engines for the past 4 years. 
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Better Tools for Bigger 1925 Products 


. ee - i bh e e . . . 
tr oman — Never handicap yourself or your men by using inferior reconditioning 
F-J Reamer Sharpener tools. When ou e ui oO . 

F-J Connecting Roa Ma quip your shop with 





Re-Boring Fixture 


pt gl FOSTER-JOHNSON RECONDITIONING TOOLS 


Straightening Vise 
Kylin General Purpose you are equipped to give service which makes and keeps customers 
and also throws off bigger profits for yourself. Write for catalog and 
F-J Station Manual. That is the first step for a bigger and better year. 


FOSTER-JOHNSON REAMER CO., 1324 Beardsley Ave., Elkhart, Ind. 


F-J Cylinder Reamer—Does the 
work of a $3000 machine 














Connecting Rod Re-Boring 
Fixture 


Reamer Sharpener-—- 
for servicing reum- 
ers in the shop 





Piston Aligner— 
A Precision 
Tovl 











CURTIS 
Air and 
Water 


STAND 
































WHEN you buy a Curtis Compressor Outfit or Air 
Stand you get advanced design and over-all mechanical 
efficiency—a result of 28 years’ experiencein buildingair 
compressors. You get a product of an institution now 
in its 71st successful year and are assured of the integ- 
rity and stability naturally associated with a business 
history of nearly three-quarters of a century. Asa result 
you get a quality product plus the assurance that that 
product is not likely to become an “‘orphan.” 


Among the many outstanding features of the Curtis 
Automatic Compressor, is the 


CURTIS Centrifugal Unloader 


Positive in action under all conditions. If the motor slows down or 
stops for any reason whatever, the Curtis centrifugal unloader un- 











failingly unloads the compressor so that when it starts again it will CURTIS 
not start against air pressure. No jumping or burning of belts or STYLE V 
burnt out motors. Two-stage Outfit, ‘ 
Sizes 3-4 to 2H. P. ? 
CURTIS PNEUMATIC MACHINERY CoO. Automatic Starter. @ CURTIS 
1527 Kienlen Ave. - - - St. Louis,U.S.A. @ ., PNEUMATIC 


@ MACHINERY CO. 
fT Kienlen Ave., 


? 1. LOUIS, MO 
ée Gentlemen: Please send me 
? full details on Curtia Air 
mpressorsand Air Stands, 
- your proposition and prices. 


1854 annivedtsary192 SRT NT 


Branch Office: 530-H Hudson Terminal, New York City 







Made elther column or 
low type, free from all 
complicated parts, au- 
tomatic valves and the 
like which quickly get 
ut of order, Present 
many exclusive 

features, 
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NEW 
MODEL 


FOLLETT’S 
so —accounts for every labor minut< 
Prints the year, month, cay, hour, min- 
ute, A. M. or P. M. at the exact mo- 
ment the plunger is pressed—like this, 
for example: 


NOV 19 1920 4 31 PM 


Tells when a job is started—and when it ie 
finished. There can be no dispute over the 
time charge. 


Absolutely automatic—except for winding. 
Every machine guaranteed. 


Follett Time Recording Co., 217 High Street, Newark, N.J. 











TIME STAMP 
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EXPANSIO 

. HAND REAMER 
BLADES CUT AT 

DIFFERENT ANGLES 


Each successive blade 
cuts AT A DIFFER- 


















No CHATTER, 


— rage: no DIGGING IN~ 
rom t € one even in keyed holes. 
before it. 


TWICE the expansion of others. All 
sizes. Money-back guarantee. 

Ask about the GAMMONS TAPER PIN 

REAMER—Wonderful Time-saver. 


THE GAMMONS-HOLMAN CO. 























“Established Since 1904” Dept. .. Manchester, Conn. 
USE A STORM HONE 

It handles an important part 
of your cylinder work. Takes 


all sizes of cylinders from 254 
to 8”. The deep, heavy, wide 
faced stones on the Storm Hone 
mean longer life, faster cutting 
and smoother finishing as well 
as freedom from chatter and 
stone breakage. Complete and 
with extra equipment’ only 
$40.25. 


Write for the Storm Book, 
“Modern Cylinder Methods” 


% Miz. Co. 


406 A Sixth Ave. So. 
Minneapolis 





Minn. 
























The LANDIS Cylinder 
Grinding Machine is the 
perfected product of the 
world’s largest ex- 
clusive grinder 
builders, Because of 
our volume we can 
afford to give you MORE 
VALUE for your money. 
Built expressly for auto- 
motive repair shops, Ex- 
tremely simple in design 
and operation, Don’t buy 
ANY machine without first 
getting a LANDIS quota- 
tion. Catalog. 


Landis Tool Co., Waynesboro, Pa. 


New York Office—30 Church St. 

















The Bearings Company of America 


~& @ 





Your present Thrust Bearings sizes duplicated. 
Thrust Ball Bearings made to your B/P’s. 
Quotations made promptly on all inquiries. 


THE BEARINGS COMPANY OF AMERICA, Lancaster, Pa. 
Western Sales Office, 1012 Ford Bldg., Detroit, Mich. 

















In Every Issue of 
MOTOR AGE 
You Will Find These Features: 


A clearing house to answer your questions. 

2. A number of ideas that will help you make 
more money. 

3. All the news of the automobile business 
while it is still news. 

4. The advertising of the leaders of the auto- 
motive field. 

5. Real automotive humor. 


At less than 6c a copy—$3.00 a Year—no man 
in the trade can afford to be without 
MOTOR AGE! 
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THE LAUREL MOTORS CORPORATION, ANDERSON, INDIANA 


ROOF 16 OVERHEAD VALVE EQUIPMENT 
For Ford and Dodge Motors 
ROOF 8 VALVE HEAD FOR FORD MOTOR 


Stupendous Power— 
htning Speed 
Ford racing cars with Roof 
Equipment are rivals on 
mile and one half mile 
tracks of the highest priced 
racing cars. Doubles the 
pulling power of the Ford 
or Dodge pleasure car or 
truck. Hill climbing and 
general road work beyond 
wildest dreams of the own- 
er. Complete — ready for 
installation—no machine 
work necessary. 
We are headquarters for 
all speed equipment. No 
matter what you want, 
write us. Racing quality 
—lowest prices. A postal 
card brings you complete 
list of our specialties. 
Jobbers—Dealers—Consumers—Write Us. 





‘BIG SELLER 





An article that is an absolute necessity to every battery owner surely 
has a big field. i . 
KOROD is an enemy of corrosion and sulphation. 
leaks and battery deterioration makes NON-KOROD very valuable. 

















Nearly 15 million batteries in service. N 
Preventing these 


Car owners will appreciate it at the small price per can. 
Jobbers and Dealers write for literature and selling plan 


NATIONAL CABLE 
COMPOUND CO., Inc. 


MITCHELL, INDIANA 
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Genuine Flatlite Reflec- 
tors are identified by 
this Trade Mark. 





Glareless 
Lights that 
require no 
dimming! 


LATLITE Reflectors with plain 

glass fronts are replacing patented 
lenses in more than a million cars, 
This equipment gives a broad flat- 
tened light of unusual brightness—yet 
without dangerous glare. The on- 
coming driver is never endangered 
because the light is safely below the 
level of the headlamps, 


Legal in all States. Motorists ¢very- 
where are turning to Flatlite for 
replacement, 

Sold as a complete headlight unit or 
installation in any standard l.ead- 
lamp. 

Ask for the Flatlite agency in your 
town and cash in now on fF latlite 
popularity. Address Dept. ‘“A”’ 


The American Flatlite Company 
Reading Road & Dandridge St., 
Cincinnati, Ohio 





Makes Window Glass a Legal Lens 





Ames Sedan Body No. 873 for Fords is one 
of the nine high-grade, low-priced models that 
comprise the 1925 Ames line of Special Pas- 
senger Bodies of Fords. 


To Live Dealers: 


We have an exceedingly interesting and profitable 
proposition for those who measure up to the Ames 
standard. 


The F. A. Ames Co., Inc. 


OWENSBORO KENTUCKY 
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Small outlay - Big Profits 








LIST 








PECK 


GARAGE 
ASSORTMENT 


Earn good money on spring re- 
placements from this PECK 
Garage Assortment. The most 
needed sizes in generous quanti- 
ties. A $3.50 investment yield- 
ing big profits on replacement 
jobs. You'll like the strong 
partitioned box included with 
this set. Mention Jobber when 
ordering. The Peck Spring Co., 
Plainville, Conn. 














APEX INNERINGS 


Stop Oil Pumping, Piston Slap, 
Fouled Plugs — Renew Power 


Apex Innerings with rounded points of contact, with the 
inside of the ring and the reverse curves, contacting with 
the ring groove, make them extremely flexible. When com- 
pressed to enter the cylinder, they automatically adjust 
themselves to conform to the space between the ring and 
piston. “Apex”, therefore, cannot cause too much wall 
pressure, as is the case with sharply crimped rings, which 
are too rigid; cause trouble and may break because of the 
sharp crimping process. 


Genuine Apex Innerings: Retail price, 20c. Made to size. 
Look for guarantee tag. Refuse substitutes. Write for 
free circular. 














Thomson Mfg. Co. 
Black curved li A e ° i ° 
Way). % The dotted line Dept Cc Peoria, ml 
shows sharply crimped 
ring—its use is dan- P a ° a 
gerous. If it isn’t an Apex—it isn’t an 
Innering 
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“UNEEK” 


Hose Clamp 






EASILY THE WINNER 
IN ITS CLASS 


Here’s Why 





It outsells ’em all. 

It is so easy to apply. 
It is the most popular clamp. 
The price is right. 
And we haven’t.said a word about its s"- 
perior qualities of material and manu- 


facture. 


Made and guaranteed by 


OTIS-FLAGG CORP., York, Pa. 


























—— 

— 
G-H_ Tension Rings of 
the finest steel, properiy 
tempered, not only make 
but keep old motors run- 
ning like new—Stop pis- 

GS ton, slap and oil pump- 
ing. Real TENSIGN 
Rings — not just inner 
rings. 


G-H Tension Ring Co., Ine. 
Howard St. and Armory Pl., 
Baltimore, Md. 


All in the Metal 
GH TENSION 
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QUALITY—PROFIT—TURNOVER 
Mieneed 
American Hammered Piston Ring Company 
Baltimere, Maryland 






































SKIVED PATCHES 


Cord and 


Fabric 


Any Size or Ply—Made from Factory 


Adjustment Tires. 


THE LEO MEYER CO. 
AKRON, OHIO 


Est. 1914 


TIRES 


TUBES 


ACCESSORIES 





L 


























SPECIALISTS 


In Armature Rewinding 


So tiniest oes 


Workmanship, 
Service and 
price Guaran- 
teed. 





Once a customer always a customer. 
be convinced. 


$1.50 for 
Ford Genera- 
tors, 

$3.25 other 
makes. 


Try us and 


Get our complete price list. Write for it today. 


PIONEER ARMATURE CO., Inc. 


2805 Cottage Grove Ave. 


Chicago, fll. 











' “Best Money Maker I Ever Handled” 


Says One of our Distributors 
And his sales prove it! The reason is that the 
Duplex Tire Carrier & Rim Tool is one of the most 
popular items of equipment introduced in recent 


years. 
DUPLEX Second Spare Tire Carrier 
And Rim Tool 
Two tools for the price of one. Holds tires securely. 
Expands and contracts rims. Attached instantly. 
Write for details. 
TRIPP-SECORD & CO. 


606 Kerr Bldg. Detroit, Mich. 
—————_————_——— 
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JoHN WARREN Watson Co. 
Phila.: 24th & Locust Streets 
Detroit:51-53 Canfield Ave.,E. 


3. _gney 
STABILATORS 

















ELGIN QUALITY 


PISTON PINS 


Regular, Oversize, Orphan 
Shipped Same Day 





ELGIN MACHINE WORKS Elgin, Ill. 














mene nm 
See 














x 


HE “Universal” Model (left) 
and the “Junior” Model (right) 
are the two automatic windshield 
cleaners you can depend upon for 
steady sales with no ‘“‘come-backs.” 


The Folberth Auto Specialty Co. 
Cleveland, Ohio 


$ 7 FOLBERTH 
WwW 


‘automatic 
SHIELD CLEANER 
































ectric Drills-Grinders: 
A tool for every pur- 


pose, 


Long service 


makes them cost: the 


least. 
The Cincinnati Electrical 
Tool Co. 
ne 1515 Freeman Ave., Cincinnati, 0. 

























TAKE THE END-PLAY OUT/ 


—WITHOUT PULLING THE MOTOR 


THE C. A. ADJUSTABLE CENTER BEARING CAP 
corrects Ford crankshaft end play and sets magneto for 






Pat’d 


7-22-’22 


highest efficiency without removing the motor. 


and quickly installed. Guararteed for one year, List 


Easily 


price $3.75. Ask your jobber or dealer or write us direct. 


ADJUSTABLE BEARING CO., Inc. 
Dept. M. 


Brazil, Indiana 
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IT’S EASY TO SELL 


“The only oil ring with oa 
mileage guarantee” 
“Say-Oll” Is stamped on bottom of every ring 


The Sav-Oil Ring Mfg. Co. 














FRADE MARE 


PISTON RINS 

















1037 S. Figueroa St., Los Angeles | 


LL 





YOU CAN EVERY 
Sez. 4150 $300 PROFIT Sox's 
HB Users everywhere are adding $150 to $300 monthly 
to thelr income with HB Censtant Potential One-Day 
Battery Charging. Outfit comes complete with all neces. 
sary equipment for only $35 cash. 
ments. Free trial on money-back guarantee, 

for free bulletin 27. 


HOBART BROTHERS COMPANY 
Box A 254. Troy, Ohlo 














Small monthly pay- 
Write 

















Profits Easily Carry Small Monthly Payments 
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Spokes for Wire Wheels 
Shipped from Stock 
= 


“In stock” sizes for all makes 


of wire wheels. Genuine 
Mansfield Spokes are _pre- 
stretched and guaranteed 


against crystalization. Original 
equipment manufacturers, 
therefore large stocks always on 
hand for all replacement needs. 


Write for price list. 


The Mansfield Wire Spoke Co. 
Mansfield, Ohio 











And now for Busses—a 
6 cylinder Ricardo Ell 
Head Engine that devel- 
ops one hundred horse- 
power! Write for com- * 
plete details. 


She Ricardo Head 


WAUKESHA 


Motor Company 
ENGINE BUILDERS 
Waukesha, Wisconsin 
New York, N. Y. 
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Get This ‘‘Pioneer’’ 


$6 5 Garage Special 






Electric Drill 
and Valve Grinder 


Greatest time and money saver, 
as well as money maker, for 
your shop— 


“It Will Do The Work” 
Louisville Electric Mfg. Co. 


Incorporated Louisville, Ky., U. S. A. 
C. E. Willey, Pres. J. B. MzFerran, Seoy.-Treaa 











New Departure 
Ball Bearings 


Ball Bearings Do Not Wear 


The New Departure Mfg. Co., Bristol, Conn. - Detroit - Chi->~ > 




















U.S.Air Compressors 


Made in many sizes to meet any and all require- 
ments in garage, tire repair shop and filling station. 
Six types: Two Stage, Single Stage, Air Cooled, 
Water Cooled, Stationary, Portable. Our low prices 
enable you to get a Compressor for a small investment. 


Send for literature. 


The United States Air Compressor Co. 


5304 Harvard Ave. Cleveland, Ohio 








Heavy Duty Socket Wrenches 


Offset Type 


=) = 


Extra strong construction with extra depth sockets— 
heat treated. 


Plain lacquer finish—twenty-eight standard sizes. 
Ask for Catalog No. 400. 


WALDEN -WORCESTER 


INCORPORATED 
WORCESTER. MASS. 
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AMES Jr. 


sap CYLINDER GAUGE 
\ With Setting lool 
- _Handle 


All the time saving 
facts in a glance 


at the dial 


Price $17.50 


Buy from Your Jobber 
or Send for Folder — 


B. C. AMES CO., Waltham, Mass. 




















HAULS THE 
HEAVIEST 


n6_S0mEe CYS 


POWERSTEEL 
we-life @a) | 3 
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Winter Overhauling Time | NO TOOLS —It’s Self-Closing | ; 
Will Soon Be Here | Repair Link for Broken Cross Chains 


—" hg sed City ee Link attached 
If you want to take off the wheels in a h on that next Te Segess Se meses ents ef broken chain 
mt, i oe ie nek eee ben nm oe Fo heel closes and locks on first turn of wheel, 
puller for a hundred cars.’ 


Stops clanking—saves fender—low-priced 
Box of 10 Links retails for 25 cents, 
Order through your jobber or direct. Puller $12.00— 


Write for samples and discounts, Dig. 




































































































































































Adapters $2.00 each. tributors wanted. 
C. & G. Wheel Puller Co., Inc., Wellsville, N. Y. | FLOWER CITY SPECIALTY CO. Rochester, N. yY, 
= 
Goodrich Cable is sold in lengths = 
found to be the most popular with Le ‘i S V U CO 
the average buyer—coils of 1% A Io | 
ft. packed in individual cartous. 
— Fg Pomme = - —— 
clean . package ° 
idea—end this leads to quick and Fan Belts and Radiator Hose 
profitable sales. 
Send for samples, prices and dis- Made By 
counts. . 
THE GOODRICH-LENHART MFG. CO., Hamburg, Pa. The World's Largest Makers of Fan Belts 
2 ores = N -s 
PERFECT PERFORMANCE | C7 
The remarkable showing of the three Fronty- Su 
Fords in the 500 mile race was due solely to 
the Frontenac Cylinder Head. This head is 
adapted for use on YOUR Ford by its de- ce ee Te 
— and builder, Arthur Chevrolet. Book, 
me obi aot te be Haid as 
orders o % . 
The Packard Electri lo 
rontenac CHEVROLET BROS. MFG. CO. —— 
’ CYLINDER HEAD 410 W. 10th St. INDIANAPOLIS, IND. 
Se g 
| F 
: Gas Appli WELCO “NEVA-LOST” 
as ppilances 
Metal-Melting Soldering Heat-Treating G AS T ANK C AP $ 1 50 
. 4 © 
J Cedar eat 3 UNE : 
| 2 EOWA |_ The Welker-Hoops Mfg. Co., Middletown, Ct. 
Le 
BIG GAS SAVING ; ! 
With the CYCLO “Dynamic” Hot-Spot ’ ’ 
for Fords. 
Automatic has pean keeps the Spring-steel, Oil-tempered Bumpers in Six Complete Styles. Guar- 
“Kick” in the mixture. anteed Satisfactory Attaching Arms for all Leading Makes of Cars. 
Price $6.00 We invite comparison in appearance, quality and price. 
CYCLO MANIFOLD CO. High & Chestnat, Akron, Ohio THE BELLEVUE MANUFACTURING CO., Bellevue, Ohio 
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ANY TIRE DEALER THE ORIGINAL Buick Continues Hall Endorsement 











—can make more money and build a suc- After using Hall Hones for ov 

cessful, independent business with the ex- gg — 

clusive em ok camels + aa of MERICA year Buick test out the New Hall Hone 

American-Akron tires. Write—your ter- KRO and approve of it. It is the only Hone 

ritory may be open. endorsed by Buick. 

The American Rubber & Tire Co. THE HALL CYLINDER HONE CO. 
Akron, Ohio, U. S. A. TIRES and TUBES 435 Dorr St., Toledo, Ohio 






































Lowest Priced Method || ||Have you seen the new Gilmer Fan Belt? 


* 
of Efficient It’s a V shaped belt, constructed of tough fabric and a new special rubber com- 
pound. Sizes for all popular cars using V or grooved pulleys. Write for prices and 


Spring Lubrication complete information. 
R & C Oiler comes in 30 ft. rolls. One roll L. H. Gilmer Co. € 
will equip from 6-12 cars. Installed with pliers Philadelphia 
in few minutes, Real dealer opportunity. Good — 
profits. Write. Exclusive distributors wanted. “It’s a Gilmer Product—you 
R. & C. MFG. CO. | can depend on it.’’— Happy 



















Parkersburg, W. Va. Van, the Gilmer man. 
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. : =) Lorentzen Headlight Kontrol Zn 
OVER 100 ACCURATE SHORT -CUTS a apOMOTRE A 
. for lov TO GOOD WILL AND PROFIT ~ ~ e NECESS Ke 
pop Cat8 3 ‘Thru your jobber - his service 1s economy’ ss HEADLIGHT KONTROL, Inc = 
STEVENS & COMPANY rere New York City 

375 BROADWAY - NEW YORI ) Si 


wy, 
one 
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————— 
; INSTANDIM Light Control 
Carbon Removing Right on the Stecring Wheel 
. B A > aoe Unk a ae, a 
ia ue ra rus convenience. Safety factor. 


The quick, easy way to remove all carbon deposits, B66, heavy wire NEW PRICES 


for rough surfaces; B67, fine wire for machined surfaces and aluminum 





Style A for headlights—$1.75. Style B for head- 
pistons. Used with small. electric drill or Sioux Flexible Shaft. lights ona spotlights —$3.00. Big Gomte~ 
Ask Your Jobber Write. a 
ALBERTSON & CO. SIOUX CITY, IOWA H & H Mfg. Co., Bucyrus, Ohio 
———— 























UNIVERSAL Gaver 


Adjustable. Two sizes will clamp any hose of 





Big money in this service 




















Dealers and shops make big money through the control of a franchise which 

any diameter. Made from cold rolled steel out entitles them to the exclusive use of the patented ‘“KLEAN RITE” system 

of wire. No rough edges to cut hose. Put on of washing and polishing automobiles. 

2 Fn on a suloete. P cmaggag Fons —- Thig system has turned a job into an impressive, highly profitable business, 

rder Universa ose amps. rademark on . ° 

every clamp and carton. Get them from your Write for full particulars 

jobber—or write us. Klean-Rite Auto Laundry Company 
UNIVERSAL INDUSTRIAL CORP. Hackensack, N. J. 1710 East 75th St. Chicago, Ill. 
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EATO N TRooskspes’  , gROK | 


No friction—no springs— 
BUMPERS Y AXLES Y SPRINGS no oiling. For Fords—solid Drop 
Factories: Cleveland, Pontiac, Albany Forging—$24.00. 
New York, Bost , Chi » Phil delphia, Cleveland 
eae “Detroit Office: Tcneest Mininen Building YORK a 4 & § MaceuEm co. 


























<ccunst REPLACEMENT 3,000 Dealers Make Bi Profits 
ACL a ' rs Make Bigger Pro 


Semi-steel—for use after a rebore or re-grind 
job. Made to manufacturer’s specifications. 
Made to pass motor builder’s inspection. 


GUARANTEED 
—_— sizes and oversize. Write for price ATTERIES 18 MONTHS 
ro. ME BARE MOTOR FaseTs 6: 4.,, || | COLE BATTERY SALES CORP."%%.t28%30"* 


e CHICAGO, ILL. 
{=} A M Co For Dependable Air 


FRANKLIN SUPER-SINGLE- 
INNER | RINGS STAGE AIR COMPRESSOR 


It will pay you to investigate 









































fi . —, 

tact ‘with the cylinder walls st any motor speed or ;FRANKLIN _ 

temperature. AIR COMPRESSOR WORKS 
RAMSEY ACCESSORIES MFG. CORP., ST. LOUIS, MO. 2602 Main St. Norristown, Pa. 
































Stops Pump Shaft Leaks Let us send you eur FREE eae on 


Immediately and Permanently e °'S 
Conneaut Plastic Metallic Packing nb fr rs 
molds in fingers. Fits in stuffing box. 
Forms a practically frictionless bearing. Ba 
ike % apr Eee & beminn, Sh.08 he Fly-Wheel GearBands 
one pound cans. Remarkable results, - 
Your jobber has it or write direct. Huetter Machine & Tool Co. 
Conneaut Packing Co., Conneaut, Ohio 546 Kentucky Ave. Indianapolis, Ind. 


ALMOND 3 
“STRAIGHT LINE”? DRILL CHUCKS | DO N T 
Turn Down a Rewind Job 
































When buying Portable Electric Drills be sure to look for the 





i “Armat 
distinctive ALMOND CHUCK, which may be quailty identified by the See Coutialivs” va means 
=DRAIGHT L GHT LIN. milling on the chuck body. Profit for you in our service—Ford generator armature rewound— 
Write for complete information regarding the new ALMOND 


fx $1.95. Other prices in proportion. All work guaranteed. Write 
| STRAIGHT LINE” CHUCKS. 


for catalog and prices on all generators. 
T. R. Almond Mfg. Co., Ashburnham, Mass., U. S. A. H. M. FREDERICKS CO., Lock Haven, Pa. 
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Bosch Franchise details will be sent to any 
Distributor or Service Station on request, 





ROBERT BOSCH MAGNETO CO., INC. 
Otto Heins, Pres., 109 West 64th 8t., New York 


















Tempered and nickel plated 
by our own exclusive proc- 
esses. Maximum strength, 
lasting beauty of finish. 
BUMPER Write for catalog. 
GEMCO MFG. CO. 


760 S. Plerce St. Milwaukee, Wis. Pom 

















































The Allen Manufacturing Company, Hartford, Conn. 





A Complete Line of Overland Fours 
A Complete Line of Overland Sixes 
Willys-Knight Fours—Willys-Knight Sixes 


ALL UNDER ONE FRANCHISE 




































For 
FORD 


Cars 


Automatic, safe and positive protection against theft. Approved 
by Underwriters’ Laboratories. Earns lowest theft insurance rate. 


Mitchell Specialty Co., Philadelphia, Pa. 


Fleciroloc 


YOU CAN'T FORGET ¥O LOCK IT : 














Any Motor Will Run Better With 4 


mt \ 0 acca, PINES AUTOMATIC 
IN TERI id RO NT 


Splendid Profit, No Servicing 
There is only one Winterfront. It is made by Pines, 
Distributors have stock for immediate delivery. 
Write factory for name. 
Pines Winterfront Co., 412 N. Sacramento Blvd., Chicago, 


















































REFLECTOR MOTO-METER 
LIGHT AND ORNAMENT 


A live wire seller. Quickly attached with the screws 
already in meter. Lights-up the meter at night. 
Colored jewels add snap. Nickel plated. List $2.50. 
Order a Display Case. 
RAINBO ACCESSORIES CO. 
820 W. Grand Ave. Chicago, Ill. 











STONE TIRE CARRIER 


No interference with tail light or tire covers. $3.00 complete 
for s.s. rims; $2.50 for Ford Clinchers—$1.00 Ford lug type. 
At all dealers. 
THE STONE MANUFACTURING COMPANY 
3 


1502 S. Michigan Ave. 135 Wooster St. 
Chicago New York 







































NOG 
ORIGINAL 


SELF LocKING RADIATOR CAP 
GENERAL AUTOMOTIVE CORP., 600 W. Jackson Blvd., CHICAGO 


























The Meter $222 


A bargain in Dash Clock value. Neat, accurate, dust 
and vibration proof. Guaranteed. Made by clock makers 
of forty years’ experience. Set and wind in a jiffy. Fits 
any dash, wood or metal. Fast seller. Display stand. 
Dealer helps. Radium Dial $3.50. Canadian prices add 
$1.00. 


6 Lang Crack Maxurnerupe Coe | 




























Tasco Gasoline Gauge takes the place 
of the filler cap and saves the mean 
job of “‘measuring” the gas in the tank. 


For Fords, Chevrolets and Overlands. 





$1.25 


THE AKRON-SELLE CO., Akron, Ohio, U. 5S. A. 
RETAIL 


Dealers INSIST UPON Millions 


SILENT TIMING GEARS = CHAINS 


Dalton & Balch, Ine. 2333 Michigan Ave., Chicago 































Kokomo Long Life tires and 
tubes make money for deal- 
~ ers who handle them. 
Kokomo Twin-Grip Fabrics 
Kokomo Two-Grip Cords 
Kokomo Everlaster Red Tubes 


“TIRESANTU BES Kokomo Standard Gray Tubes 
KOKOMO RUBBER CO., Kokomo, Indiana 
131 South Main St. 














Have You Enjoyed Reading This Copy? 


For $3.00 a Year You Can 
Get One Like it Every Week 


MOTOR AGE—5 S. Wabash Ave.—Chicago, Ill. 




















" Dhirb) sehen 
Sets. = 


AHLBERG BEARING COMPANY 


521 EAST TWENTY NINTH STREET, CHICAGO ILLINOIS 




















~ REQUIRES 
ONLY 
HEAT” 
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Always Accurate 


Factory PHILADELPH 
57th and Westminster Ave. 





Visible Night and Day 
SAFE-T-STAT 


ENGINE HEAT INDICATOR 
Theft-Proof 


The Safe-T-Stat Co., Inc. 


IA General Offices 
Drexel Building 














Makers or Bolrs, Nuts 









and Rivets Since 1645 






































IN) Mokollalal e155 describing many 


FREE | 





Write for the Book 


SPN a exAIR PROFITS’ 


pressed air. Shows how to make an 
air compressor earn greater profits. 


BRUNNER MFG. CO. 
UTICA NEW YORK 


$ 


Retall 


new uses for com- 


Needs no oil. Short proof. 
wabble in the shaft. Bakelite Commutator is _ reversible, 
the price of one. Sold through the jobber. 


Mechanical Production Co. 


MILWAUKEE, WIS., U. S. A. 








Wipes a perfect contact regardless of 
giving 2 timers for 
Write for folder and discounts, 


Fool proof. 

















FORD 
ARMATURES 
REWOUND 
$2.00 







Send U. S. Your Armature Repair Work 


ALL WORK GUARANTEED—WRITE FOR PRICE LIST 
U. 8S. AUTO SUPPLY CO., 3815-49 S. WABASH AVE., CHICAGO 








MOST ANY 

TWO UNIT 

@ GENERATOR 

ARMATURE 
$5.00 












The Turner Mfg. Co., 31st and Roanoke Rd. 


Ga Sjeeclel 


To Cash In on the 
Ford Field 


Display this Rotary Pump. A pump 
that really pumps, Efficient at all speeds 
and all levels, 

Kansas City, Mo. 


ROTARY PUMP 
for FORDS 




















KISSEL 


custom © suis 


KISSEL MOTOR CAR CO., 





The Kissel Dealer 
does not meet compe- 
tition. 
others meet it. 





He makes 


Hartford, Wis. 














TIM 


ROLLER BEARINGS 


Have Been Manufactured 


Over 110,000,000 


KEN 


PFapereé 

















CLASSIFIED ADVERTISING 
PARTS 


HOUSE OF A MILLION 
AUTO PARTS 


THE LARGEST STOCK OF NEW AND 
USED CAR AND TRUCK PARTS IN 
oui — WE HAVE EVERY- 


New and Used Motors, Gears, Axles, Bear- 








ings, Springs, Magnetos, Generators, 
Clutches, Starters, Universal Joints, Radi- 
ators, Cushions, Wheels 


wee, Carburetors, Piston Rings and Pins, 
» mention model and serial number: 
in erder. : 


Write us. All inquiries answered promptly 
DOUGLAS AUTO PARTS CO., INC. 
2003-5-7-9 South State St. Chicago, Il. 








AUTO PARTS 


SAVES 50% TO 75% ON ALL CARS 


New and Used Gears—Springs and Axles—Cylinders— 
Motors—Rear Systems, etc. Wire or Write 
18-1 INDIANA AUTO PARTS CO. 
"lS NO. ILLINOIS ST. INDIANAPOLIS, IND. 


LARGEST CAR WRECKERS IN INDIANA 








DOWMETAL PISTONS 
7 anno, and lon 


nze 
Din holes same as in iron pistons. Dowmetal 
no i growth. The expansion is little 
A, 

SEND FOR ‘2 aa ae 


att Grinding 4918 








I 
der and 
Wood St. Cnichag 








PARTS 


ANY PART Send for Catalogue 
Pre CAR Cincinnati Auto Parts 


& Wrecking Co. 














NEW 712-714 Walnut St. 

or CINCINNATI, OHIO 
USED Parts our middle name 
ADDRESS: FORD RIDEASY, 223 Grand Ave, W., 


Detroit, Michigan. Absolutely kills the chatter shocks and 
irons out the rocking rebounds. 





MITCHELL, COLUMBIA, LIBERTY, STEPHENS and 
PREMIER. Parts for all models. Discount to the trade. 
Mitchell Co., 421 W. 55th St., New York. 








HELP WANTED 


WANTED SALESMAN for stamping and tools by an amply 
financed company. Plant located in central states. One 
who is able to assume responsibility of keeping plant filled 
with profitable business, for such an individual attractive 
proposition is offered. All correspondence held strictly con- 
fidential. Address Box 6211, care of MOTOR AGE, 5 8S. 
Wabash Ave., Chicago, Ill. 








RACING DRIVER WANTED 


Racing driver, five years experience, wanted to drive fast 
racing car. Must be qualified to enter Indianapolis race 
Address W. A. Wellman, 3402 S. Western Avenue, Chicago. 








RACING EQUIPMENT 


FOR SALE—CLIFF WOODBURY’S famous Frontenac. 
Holds all Central State’s records and world’s %4-mile dirt 





track record. All 300 cu. in. Peugeot motor in 183 cu. 
in. class chassis. New. Second only to Frontenac in 
Also chassis, one with aluminum body. Wood- 


8 : 3 
bury Bros, 4918 Madison St., Chicago, Ill. 





PATENTS and PATENT ATTORNEYS 


PATENTS 


Secured, Trade-Marks and Copyrights Registered 
Prompt service. Highest references. Established 1864. 


Mile B. ee & Co. Registered Patent Attorneys. 
Offices 639 F St., Washington, D. C. 10 Monadnock 
Block, Chicago. 341 Leader News Bidg., Cleveland, 0. 











Attorney-at-Law and Solicitor of Patents 


Cc. L. PARKER 
Formerly Member Examining Corps, 

States Patent Office 
American and foreign Patents secured. 


Searches made 
to determine patentability and validity. Patent suits 
conducted. Pamphlet of instruction sent upon request. 


McGill Building, WASHINGTON, D. C. 


United 











PATENTS 


nag 2 FR HIGHEST REFERENCES 
ROMPTNESS ASSURED BEST RESULTS 
Send drawing or model for examination 
and report as to patentability 
WATSON E. COLEMAN, Patent or 
644 G. Street, N. W., Washington, D. 

















BUSINESS OPPORTUNITIES 


Taxi, Trucking and Express Business in live town near 
New York. Several long term profitable contracts. Widow 
will sell all at a bargain. File No. 4810. Burke Stone, 
Inc., 41 E. 42nd St., New York. 








FOR SALE—Modern, fully equipped garage in live city on 
Yellowstone Trail. Write Box 706, Owen, Wis. 
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e 
Let your customer see this test 
This Weston Heavy Discharge Battery Tester will The Advertisers’ Index is published yo convenience and not 
ey s as a part of the advertising contract. Every care will be taken 
show oes customer the actual condition of his bat- to index correctly. No allowance will be made for errors or 
tery and whether it needs repairing or not. failure to insert, 
: ; : aos ; Lore 
Tests while battery is under heavy discharge, giving ‘i 
individual cell voltages—the only true battery test. Loui 
No need to remove battery from car or even to stop Lupt 
engine. Range of voltmeter on this handy prod. ‘. a Lux 
e ~ aton 2 See 
3-0-3 volts. Scale easily read. Prongs are properly A. C. Spark Plug pm ae a Aig Onsen apes 
° . ° i i } uC. 1e cn. UdO,....... 
spaced for pressing into cell terminals. Handles are Ap sap _ = - aa dan 
° ° e Bearing Co n Machine rks. 
of wood. A quality product built by America's pein oni oa - oe 
. ° -Se 10.5 he 
pioneer instrument maker. porieneoinange 
Man 
Send for Booklet H. Allen Mfg. Co., The Man: 
Almond, T. R., Mfg. Co spicing aa Maxi 
2 ‘olbe uto Spec. Co............ 
. Flatlite Co , 
Weston Electrical Instrument Cor Amer. F nana Mee 
» Amer. Hamm, Piston Ring Co. ae oe MocesGing Co Meye 
9 Weston Ave. Newark, N. J. Amer, Rubber & Tire Co Foster-Johnson Reamer Co.... mnt 
yee B. C. Co Franklin Air Comp. Works... : 
es e ° NEES een easton . 
, 5 : ' Fredericks, H. M., Co............. Mitel 
Ames, F. A. “ 
aaron ) Moor 
) Multi 
rT] 
BLD. SEEDED SEES 
G. H. Te Ring Co... % 
STANDARD -The World Over 7 — ggg 
Bearings Co. of America a Thy Tae. : 
melee uf Co Gates Rubber Co... - . Nash 
oneitial ™ — Gemco Mfg. Ce......... ae Natic 
seamy Dongs & ‘Tee General Automotive Corp......... New 
er oN 
General Electric Co. ie Nort] 
Bosch, Robert, Magneto Co..... 76 Gilmer, L. H., Co 
5 i, TE, Ce... 
Broderick & Bascom Rope Co. 73 Gooarich, B. F., Rubber Co... 
Brunner Mfg. Co. 77 Goodrich-Lenhart Mfg. Co...... 
Buick Motor Co 59 Olds 
Otis-1 
H. & H. Mfg. Co........ 1 
ee Hall Cylinder Hone Co., The... 74 
No. 622 — . ieee, -Coop: . Co.....3rd Cov. 
Tool Box. Fits on ‘ Hempy er Mfg. Co.....3rd Cov Pack: 
=~ lly ~ ~pallimnaas Sy Se See ae Hobart Bros. Co.cc ® EE peck 
calles = Chevrolet Bros. Mfg. Co......... Hudson Motor Car Co......Ft. Co JB p., 
TOOL AND BATTERY BOXES nag Huetter Mach, & Tool Com. % WP ig, 
Chicago Solder Co Hydraulic Brake Co Pisto 
The Arcana line of en me bat- Cincinnati Elec. Tool Co ed 
a with @ pro table Cincinnati Victor Co., The.... Prest 
All Victor boxes are made of 22 Cinesified Advertising Section Johnson Gas Appliance Co.... Ind 
gauge cold rolled steel, accurately Cole Storage Battery Co _— 
formed = = wn Bom are Conneaut Packing Co 
strong and rattleproot. lwo coats . 
Fev: Lach, ¢ : 
of brilliant black enamel are Carts Sasumette Mach, Oo Key Boiler Equip. Co.. 
baked on. Cyclo Manifold Co Kissel Motor Car Co.. ne 
Box No. 811-A is a battery box designed Klean-Rite Auto Laundry (0. * : 
especially for the Ford. It protects the Rainy 
battery. Supplied with brackets for instal- Kokomo Rubber Co... a 
lation. 
The whole Victor line of lamps, boxes, etc., Con 
is described and illustrated in a catalog Dall Motor Parts Co. 
— on request. Write for a copy —— Sentie Sett Co..... 
The Cincinnati-Victor Co. Dunn Mfg. Co... en Laurel Motors Corp. 
714 Reading Road, Cincinnati, Ohio 
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Iorentzen Headlight Kontrol, 
Louisville Elec. Mfg. Co......... 
Iupton’s, David, Sons Co......... 
Lux Clock Mfg. Co..............-.-..+ 
lycoming Mfg. Co.........-.......+.+ 


Manley Mfg. Co.............-..-. ene 
Mansfield Wire Spoke Co......... 
Maxwell-Chrysler. ....................... 
Mechanical Production Co..... 
I TC icerccsietevncsncctcnees 
Milwaukee Motor Prod. Co...:. 


Mitchell Specialty Co............... 
Moon Motor Car Co................. 
Multibestos Co................... 52 & 
FR TRO ivakncsscsccieecccsccens 


National Cable Compound Co. 
New Departure Mfg. Co......... 
North Bros. Mfg. Co................. 


Olds Motor Works...................... 


Otis-Flagg Corp.........................00 


Packard Electric Co 


Peck Spring C0...................c.c.e.0. 


Pines Winterfront Co 


Pioneer Armature Co 


Piston Ring Co 


Prest-0-Lite Co. of New York 
Prest-O0-Lite Co., Ine. of 
Indiana 0... 


Pyrene Mfg. Co... 


R. & ©, Manufacturing Co. 
Rainbo Accessories Co 


Ramsey Accessories Mfg. 
MR... 


a? 


72 


a 
=> 
a 


16 


= 


a 


Republic Motor Truck Co. 
sesereseeeee CK Cover 


Roller Bearing Co. of America 179 
Russell, Burdsall & Ward 


TIOTS BH NUE Cin viccnccccsecsisscesins V7 
Safe-T-Stat Co........................:c000 V7 
Sav-Oil Ring Co......................... 42 
Staynew Filter Corp................... 68 
OU Ci iaiiicincccncicrcccssciccs 74 
OU Ts iirc cs csscnsiccstcrcces 16 
SR Bs CN iciisisicecencenincnstiaciiante 70 
Studebaker Corp......................... 5 


Thermoid Rubber Co.. ...50 & 51 


Thomson Mfg. Co..................... 71 
Timken Roller Bearing Co...... 77 
Tripp-Secord & Co.. psspuevaein Ia 
Turner Mfg. Co................... oy 
U. S. Air Compressor Co....... 73 
U. S. Auto Supply Co............. o we 
Universal Industrial Corp....... 15 
Walden-Worcester, Ine............. 73 
Watson Co., John W.................. 72 
Waukesha Motor Co...... snickeaipts 73 
Weaver Mfg. Co......................... 75 
Wedler Shuford Co........ peau. 2 
Welker-Hoops Mfg. Co........... 74 
Weston Elec. Inst. Corp........... 78 
Whitney Mfg. Co., The............ 64 
Wilkening Mfg. Co.................. . &4 
Willys-Overland, Imne................. 16 
Woods Engineering Co............. 68 
York Electric & Mach. Co....... 15 
Zenith-Detroit Corp................... 67 











y” HOW DOES YOUR 
“CHEVROLET 
START IN WINTER? 


There is only one way to get out of the 
“Tea Kettle Brigade” in Zero weather. Chev- 

rolet owners who install the DUNN HOT 
DOME SHORT MANIFOLD do away with all 
winter driving troubles, hard starting and high 
gasoline consumption. 


DUNN swonr’ maniro.o 


Fits Chevrolet 490 and Superior without 
changing original controls. Dry, highly explo- 
sive gas is delivered to every cylinder because 
the exhaust gas of the first few explosions, pass- 
ing through the “dome” heats the manifold in- 
tensely hot. Gas sprayed from the carburetor 
nozzle against this sizzling manifold is broken up 
completely. Factory tests obtain 38 miles per 
gallon; owners up to 35 miles per gallon in cold- 
est weather. 

\ Sold by dealers on money-back guarantee for 
~~ $7.50 complete with bolts and fittings. Liberal 
trade discounts. Order today. 

Box 113 


DunnMamifacturi Co. 
Clarinda lowa, U.S.A. 



































Flexible Twist 


Hollow flexible Steel 
Twist for all purposes 


We make bearings out of it 
—you can use it for hose, 
tubing, handles, shafting and 
any other purpose that re- 
quires hollow flexible tubing. 


All sizes and metals. 


We invite your correspondence. 


ROLLER BEARING CO. 
OF AMERICA 


Frelinghuysen Ave., Hunter St., 
Newark, N. J. 
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MOTOR AGE 


January 15, 1925 


Now You Can Sell Real Closed Car Comfort 
to Open Car Owners! 


Wedford Evr-Ready Enclosure 


AUTOMATIC 


Interior of car. 


Licensed under Thurber Patents 


Note coziness, and neatness of enclosure. 


Exterior view, showing clean, 
neat appearance and _ weather 


Rolls Up and Down, Just Like the Studebaker Duplex 


Dealers! Open car owners want to be 
rid of the side curtain nuisance. They 
want real protection from cold, snow, 
sleet, rain, wind and dust. 


Thousands want the airy freedom of the 
open car—but they want the complete 
protection the Wedford Evr-Ready En- 
closure gives and will pay to get it when 
they learn its many advantages over the 


old, button-on, 
curtains. 
Studebaker recognized the desirability of 
combining open car advantages with 
closed car protection and is making all 
1925 open cars Duplex by using the pat- 
ented automatic enclosure. 

The Wedford Evr-Ready is made for 
leading makes of cars, new models and 
old, and offers important selling advan- 
tages to dealers handling these respective 
makes, 

It removes the reason for losing sales to 
lower priced closed cars, and is the only 
enclosure that can clinch an open car sale 


hard-to-get-on, flapping 


in competition, all other things being 
equal. 


x ok ok Ok ok Ok 

There are six sections—three to each side 
of the car. They work up and down on 
rollers. Each section has a full 3-inch 
overlap. A weather-tight fit. Without 
leaving the seat, without disturbing the 
passengers, the driver transforms his car 
into a closed car in 30 seconds. Then, 
when not needed, he instantly rolls the 
entire enclosure away into concealed stor- 
age. 

There’s no interference with the operation 
of the doors. No stays, uprights or 
braces. No sections to be fitted together. 
Quickly, easily installed. Built strong. 
Unit structure from front to rear of top 
inside, 





See the Wedford Exhibit, Spaces 92 
and 93, Greer Bldg., Chicago Auto- 
mobile Show, January 23rd. 








THE WEDLER-SHUFORD COMPANY, ST. 


Licensed Under Thurber Patents 


“A Wedford Product Always Sells” 


Each section is stored separately and in 
perfect condition, preserving the fabric 
and transparency, which cannot be bruised 
by friction. 


Simplicity!) Compare it with the bungle- 
some glass enclosures that are used only 
a few months of the year and cost much 
more than the Wedford Evr-Ready. 


It is the only enclosure that can be opened 
or closed more quickly than a sedan—that 
«a woman can operate without soiling her 
gloves—that cannot be put on wrong— 
that has only one fastener to each section 
—and that will not rattle. 


Dealers will find this one of the best-sell- 
ing and most profitable propositions that 
has come to their attention in years, It 
keeps old customers satisfied. Helps to 
sell used cars. Write for complete de- 
tails and prices. Wedford Fvr-Ready 
Enclosures are made by— 


LOUIS, MISSOURI 


Wedtford 


AUTOMOTIVE PRODUCTS 






























wc. Rebabbitting A 








Make Rush Jobs Pay 
Profits—Not Grief! 


The job that’s wanted “right now” is the job that loses you money. 
It means pulling men off another job, delaying your regular work. When 
they return to their original job it means 20 to 30 minutes extra, relocating 
tools and getting back where they left off. There’s only one way to beat 
the game—equip your shop with Hempy-Cooper Time Saving Tools. Enables 
you to rebabbitt main bearings in jig time. Take in more jobs, do them 
in half the time, with less work—and do them better. Plenty of time then 
for the rush job to wait its turn. 


5 Short Cuts to Bigger Profits: 


C-17—Babbitt Furnace New Style Babbitt Furnace and 


i EMPY-COOPER «¥ 


Torch—A simple, compact combi- 


nation. Melts the babbitt ready for pouring while it removes the old 
bearings from the cylinder block. Removes the old bearing in 40 seconds. 
Leaves a clean dry surface for the new one. Model C-18—same as C-17 
except has no torch. 


H-4—Babbitt Pouring Mold A practical tool for bab- 


bitting the bearings in a 


Model T Ford Cylinder Block. So simple a 10-year-old boy can cast good 
bearings with it. 


H-40—Babbitt Pouring Mold B>bitts, the | bearings 


in the Fordson Cylin- 


der Block. Casts flanges on end thrust bearings. Shears off the core. 


C-1—Bores Ford Main Bearings 
Bores all three bearings in one continuous operation in 
perfect alignment. Adjustable to worn crankshafts. 
Complete with gauge for correctly setting the cutting 
tools. Has socket for operating with electric drill. 


C-2—Bores Fordson Main Bearings 


Same machine as C-1 except designed for Fordson Main 
Bearings. Also has gauge for facing of end-thrust bear- 
ings. These boring machines are adjusted to an ac- 
curacy of %4-1000th of 1 inch—and center from the cam- 
shaft opening. 

This is the equipment demonstrated at all Ford Clinics 
throughout the country during this last year. 


Ask Your Jobber High class _ jobbers 


everywhere can supply 
you with Hempy-Cooper Rebabbitting Appliances. Ask 
the one nearest you for full details, prices, etc. If he 
can’t supply you, write us direct. 


Archibald 


i Kansas 
pliances Sx: 

























Via the Sky Line 


On any haul, with any product, Republics 
UNDERBID—per mile, per ton, per year. 


VIA the Sky Line come your State of 
' Washington apples. 


On up over the 5000-foot Huckleberry moun- 
tains, breasting 18% gradients, Republic trucks, 
lift a 100,000-crate apple crop to the rail point 
on the other slope. 


The northwest’s toughest fruit haul is this 
one. Only trucks which realize their respon- 
sibility are wanted. For apples are perishable, 
and early mountain snows wait on no repairs. 


Inevitably then, as in so many hundreds of 
instances, the truck fleet which annually 
makes this arduous apple haul, has become 
preclusively Republic. 


REPUBLIC MOTOR TRUCK CoO., 


More Trucks in Use than 


any Other Exclusive 


Republic lower costs commence with the 
purchase price. Republic higher earnings 
continue long after charging off the truck 
completely, as recorded by the many 
ten-year-old Republic trucks still far from 
retirement. 


Because Republic trucks do last so very long, 
Republic has more trucks in use than any 
other exclusive truck builder. Now this lead 
increases fast, as improvements in the truck 
and vigor in the organization perpetuate the 
nation’s faith in Republic. 


INC., ALMA, MICHIGAN 


Truck Builder 


REPU IB ILI Ca: IIRUC 





